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39 th Annual of “National Hardwood” 


A registration of substantially over five hundred mem- 
bers and guests, and attendance of more than four hun- 
dred at the annual banquet, marked the 39th annual con- 
vention of the National Hardwood Lumber Association, 
held at the Hotel New Yorker, in New York, on Thursday 
and Friday, Sept. 17 and 18. At all sessions there was an 


undercurrent of optimism and 
of strong conviction that the 
trade tide has turned definitely 
upward; while a series of ad- 
dresses by outstanding figures 
in the fields of economics and 
industry summarized the re- 
sults of research and analysis 
of trade trends of the past five 
years, and pointed the way to 
an intelligent handling of the 
problems incident to business 
recovery. 

At the opening session, 
Thursday morning, President 
George N. Harder, of Wells, 
Mich., introduced Charles L. 
Adams, president of the New 
York Lumber Trade Associa- 
tion, who cordially welcomed 
the visiting lumbermen. Mr. 
Adams declared that real vet- 
eran lumbermen in the New 
York market were scarce, 
though there are many more 
yards here than ever before, 
due to present-day distribution 
practices. Many thousands of 
houses were being built in the 
area, but most of the wood 
used is of the lowest grade 
possible, and provisions of the 
building laws on this score are 
being entirely ignored. Mr. 
Adams felt that building activ- 
ity in and around New York 
would continue for three or 
four years at least. 

The next speaker, introduced 
as an outstanding industrialist, 
was George H. Houston, presi- 
dent of the Baldwin Locomotive 
Works, and chairman of the 
board of a dozen or more cor- 
porations, many of which are 
allied to the steel industry. His 
assigned topic was ‘Business 
and Social Trends’ but he an- 


nounced at the outset he would not talk shop. He pre- 
ferred to study the basic principles that had made this 
country great, and place them against the trends of the 
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past five years to—if possible—decide just where we are 
going. He declared that the fundamental weakness of our 
national life was the tendency of the business man to 
remain aloof from political activities, and they have al- 
lowed the irresponsibles to undermine the foundations 
upon which this country has achieved unmatchable great- 


ness. He outlined the commer- 
cial standards set up by the 
Constitution, and declared that 
the power of the nation and 
the States all came from the 
individual. “Public owner- 
ship and private ownership 
can not live together,” he said. 
“Shall we be governed by just 
and equitable laws or shall we 
be governed by the lawless. 
Our standards of living have 
been high and we must restore, 
not destroy, those standards.” 

Next in order came President 
Harder’s address. He had com- 
pleted two terms as the 18th 
president. He reviewed its his- 
tory and accomplishments, chief 
among which was the creation 
and operation of a standard 
system of inspection for hard- 
wood lumber, and concluded 
thus: “We are delivering to our 
successors a stronger, better 
organization, with balanced 
budget; records written in 
black ink and, with your con- 
tinued co-operation and sup- 
port, prospects as bright as the 
organization has ever enjoyed 
in its long and honorable his- 
tory. National Hardwood Lum- 
ber Association is marching on, 
and in behalf of my successors 
I hope that with each of you, as 
I know it is with me, there is a 
larger and deeper sense of re- 
sponsibility toward the welfare 
of the hardwood industry, and 
a better understanding of the 
important place this organiza- 
tion occupies in the line of 
march toward better condi- 
tions.” 

The report of J. W. McClure 
as secretary and treasurer was 
replete with facts and figures 


covering the accomplishments of a successful year in the 
economic and service activities of the association. He in- 
dicated substantial net increase in [Turn to page 38] 
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you can choose NOW -- 


This is an election year. The air and the news- 
papers are filled with politics. Candidates have been 
nominated and the issues pledged. There'll be some 
more hectic campaigning and then the voters will 
have to choose. YOU DON'T HAVE TO WAIT to 
decide where you can get good lumber and good 
service on Idaho White Pine, Ponderosa Pine, White Spruce, 
Douglas Fir, Western Hemlock, Red Cedar Siding and Shingles. 
Just consider the record—Winton has been satisfying retail lum- 
ber dealers for half-a-century—and will continue to meet all their 
needs for many years to come. 


— 





| WHITE PINE MILLS: Winton Lumber Company, Gibbs, Idaho: PONDEROSA PINE MILLS: Ewauna Box Company, Klamath Falls, 
| SPRUCE MILLS: The Pes Lumber Co., Ltd., The Pas, Manitoba. Oregon — Somers Lumber Company, Somers, Montana. 
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HERE'S profit for you—and a real service to your custo- 
mers in stocking PAR-TOX. This modern wood preserva- 


tive is a ready seller—it’s so convenient, economical and HENEVER you need Plywood, remember 


acre "APCO" for Quality—and Service. This glimpse 
































PAR-TOX is applied by brushing-on or dipping. It imme- 























diately penetrates deep into the wood fibers, giving lasting into the big stockroom at Aberdeen _— just 
protection against decay and insects. It is odorless and a suggestion of the completeness of “APCO" Serv- 
colorless—dries at once and can be painted-over, stained ice—Sizes up to 5x10 feet—all thicknesses—Douglas 
or varnished right away. a ° 

Pr : Fir or Sitka Spruce—and Sales Offices are near you. 
PAR-TOX is proving a popular item for Dealers. Millwork ‘ . ° 
Plants find that it promotes the sale of sash, frames, porch- Write TODAY for full information and prices. 
work, etc. 
PAR-TOX is backed by our 75-year reputation for dependable T Ti DF , | We ad J 1 \ 
paints, chemicals and wood treatments. Send TODAY for \ Ve ie tee uM aan th mae Bil 1/2 CORIO rl LY 


your free sample—make your own tests. 
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Training Nation’s Youth 


in Use of Wood Is 
Urgent Duty 
AT soe RECENT months the 


AMERICAN LUMBERMAN has pub- 

lished some interesting stories of 
how high school students were being 
given vocational training, not only in the 
school room but by actually doing the jobs 
on the outside. Two notable instances 
were the building of actual homes in Bar- 
rington, Ill., and in Phoenix, Ariz., by 
high school students. By this method 
they are being taught in a practical way 
the proper uses of materials and tools, and 
they are being fitted for vocations in 
which trained men are badly needed. 

The AMERICAN LUMBERMAN has urged 
the lumber industry to foster a plan to 
interest the youth of the country in build- 
ing and in making things of wood, this 
to be done largely through the 4H clubs 
in all parts of the country. These boys 
and girls will be the home builders and 
the home buyers of the future, and it is 
important that they learn to know the 
qualities and the beauty of wood and how 
to use it to best advantage. This, of 
course, is a type of promotion that looks 
to the future for its returns, but even so, 
it is well worth while. 

Down in Texas school authorities are 
recognizing the value of practical voca- 
tional training, and in some of the schools 
this is being made a feature. For exam- 
ple, at Big Spring, Tex., school author- 
ities are forming a department for voca- 
tional training, and plan to adopt courses 
for the principal industries. During the 
study of one of these courses the stu- 
dent will be assisted in obtaining work 
as an apprentice with some concern in 
the business he proposes to follow. It is 
expected that after the course is com- 
pleted the apprentice will continue with 
the concern that has employed him dur- 
ing his school course, if his services are 
needed. 

Now, here’s something for the lumber 
industry to think about: The courses 
adopted by the Big Spring schools will be 
supplied by a nationally known corre- 
spondence school, which, of course, is in 
the business of furnishing such courses 
at a profit. 

Will the course on lumber and the 
proper use of wood be one that will satis- 
factorily and completely serve the pur- 
pose? Has the lumber industry co-op- 
erated with this correspondence school 
in the preparation of such a course? 
Wouldn’t it be a fine idea if a course of 
this kind could be prepared under the 
supervision of men thoroughly versed in 
the properties and uses of wood and in 
approved construction methods? 

Again, could the lumber industry do 
a greater thing for itself and for the coun- 
try than to actively promote a program 
that would interest the youth of the coun- 
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try in the use of wood, teach those who 
desired it a helpful vocation, and in do- 
ing this build up a great future clientele 
for manufacturers of wood products? Is 
the organized lumber industry interested 
in projects such as this one at Big Spring, 
Tex., or that of co-operation with the 4H 
clubs? Programs of this nature require 
vision and the expenditure of real money, 
but are they not really worth it? 





Lumber Industry Leads in 
Move to Benefit Small 


Home Owner 


N EVENT not only of interest, but 
of tremendous importance to the 
lumber industry, will be a preview, 

on Sept. 28 and 29, of three small homes 
recently completed in a suburb of Wash- 
ington, D. C., as a demonstration of good, 
low-cost homes built of wood according 
to approved modern designs. This is an 
undertaking of the lumber industry under 
the auspices of the National Lumber 
Manufacturers’ Association, the purpose 
of which is to demonstrate, not by models 
or by ballyhoo, but by the actual buildings 
themselves, that people of moderate means 
or in the small-income class can secure 
good homes at reasonable cost, built of 
the material that always has been close 
to the present or prospective home owner’s 
heart, and so constructed as to assure 
a long life without deterioration. In 
order to make the demonstration com- 
plete, arrangements have been made to 
sell these homes on long-time mortgages 
financed under the provisions of the Na- 
tional Housing Act. 

The statement frequently has been 
made, and not often refuted by lumber- 
men themselves, that homes of wood, of 
attractive design, containing modern con- 
veniences, and built of quality material 
under approved construction methods 
could not be made available at a cost that 
would bring them within reach of that 
great body of home-loving people who 
command only moderate incomes. This 
demonstration by the National Lumber 
Manufacturers’ Association is a complete 
refutation of that mistaken idea and is 
the finest example of practical promotion 
ever conducted by representatives of the 
lumber industry. 

Demonstration homes, of course, are 
nothing new. For years, subdividers, 
realtors and concerns engaged in the 
business of home building on a large scale 
have built and advertised demonstration 
homes (and they have never failed to 
attract the interest of multitudes of peo- 
ple), but this Washington demonstration 
is unique as a lumber-industry project. 

A feature of these homes that makes 
this demonstration of unusual interest and 
value is the fact that they are not mass 
production or prefabricated, factory-built 
houses, but are small, detached homes 
built and to be sold under conditions that 
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will permit individual men and women 
of small incomes to enjoy the privilege 
of owning homes that assure health, sani- 
tation and modern conveniences. From 
Washington it is reported that the buyer 
demand is exceeding all expectations, 
indicating that such houses meet a real 
need. 

The National Lumber Manufacturers’ 
Association, in conjunction with FHA, 
has done a fine job in putting on this 
demonstration. The beauty of this sort of 
promotion is that it is self-sustaining. 
These are not subsidized houses, but 
homes built in the regular way, materials 
and labor secured through the conven- 
tional sources, and the houses are to be 
sold at prices that will return a profit. 

This demonstration should convince the 
lumber industry that it can successfully 
and with assurance meet the challenge 
of other materials and other methods, in 
quality, in modern design, in attractive- 
ness and in price. This type of promo- 
tion should be continued. 





In Years of Plenty, Pro- 
vide Against Crop 
Shortages 


ROP INSURANCE has come very 
& much to the fore during the past 
fortnight, and it is heartening to 
note that both the Republican and Demo- 
cratic candidates for the presidency have 
gone on record as favoring this method 
of assistance to the farmers and at the 
same time assuring a plentiful supply of 
food and feedstuffs. Readers of the 
AMERICAN LUMBERMAN who recall “A 
Plan to Promote National Security” 
offered by this publication in its issue of 
May 11, 1935, will be especially interested 
in noting the statement contained in a 
letter sent to Secretary of Agriculture 
Wallace by President Roosevelt on Sept. 
20, in which he advocated “crop insur- 
ance and a system of storage reserves, so 
that the surpluses of fat years could be 
carried over for use in the lean years.” 
Secretary Wallace refers to the plan as 
the “ever normal granary.” Prior to the 
President’s announcement of the appoint- 
ment of two committees to prepare spe- 
cific programs and legislation for so called 
“crop insurance,” Gov. Landon had pre- 
pared an address in which he advocated 
“crop insurance” as a desirable method 
of preventing shortages and aiding the 
farmer. This address, delivered at Des 
Moines, clearly indicated the policy to be 
that of encouraging orderly production 
of ample crops rather than an economy 
of scarcity. 

While the details of “crop insurance,” 
or an “ever normal granary” or “national 
security” as offered by leaders of the two 
dominant political parties or as finally 
determined by Congress may differ from 
the plan as suggested by the AMERICAN 
LUMBERMAN in its “Plan to Promote 
National Security” the principle will be 
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the same, and the object sought will be 
identical. Details are not so essential as 
are the ends to be attained, and every 
person engaged in the lumber industry, 
regardless of political faith or affiliation, 
could consistently get behind this move- 
ment—and should do so—in order to 
bring to bear on the next Congress all the 
influence possible so as to make certain 
the early adoption of a program that will 
assure a plentiful food supply at all times, 
prevent the necessity of the people of the 
United States having to depend upon for- 
eign countries for agricultural products 
to make up shortages caused either by 


Industry Studies 
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natural or artificial means; that would 
go far toward relieving the unemployment 
situation ; that would encourage that best 
type of farming and farm life described 
by Gov. Landon in his Des Moines speech 
as “the family type of farm”; and that 
finally would broaden and sustain a big 
market for lumber and building mate- 
rials. 

Although proposed by the AMERICAN 
LUMBERMAN at a time when the trend of 
both thought and action among those in 
authority was in an entirely different 
direction, this journal was convinced that 
the welfare of the farmer, the laborer, the 


2\ 


average citizen and the nation could best 
be served through a plan such as that 
which it suggested in May, 1935, and it 
is gratifying to note that a plan of this 
nature is now a vital part of the program 
of both the major political parties. Copies 
of “A Plan to Promote National Se- 
curity,” as published in the May 11, 1935, 
issue of this journal, may be secured by 
any of its readers upon request. As 
before stated, the details of the plan are 
not so essential, but the principle is vital 
and deserves the thoughtful and serious 
interest of every lumberman, every official 
and every citizen. 


Possibilities of Anti-Price Discrimination 
Law, Government Surveys of Trade Codes 


FTC Unlikely to Attack Dis- 


tribution Statement 


Wasuincton, D. C., Sept. 22.—Although it 
is known that the Federal Trade Commission 
has had investigators at work studying the 
effect and scope of the lumber industry’s “State- 
ment on Lumber Distribution” adopted in 
Chicago a year ago last July, the Commission 
has issued no complaint against the groups 
which fostered the statement. 

Such matters, it was pointed out upon inquiry 
of the Commission, are held in the strictest 
confidence, and unless a complaint is issued 
subsequent to an investigation, nothing pertain- 
ing to the case is made public by the Commis- 
sion. However, it did say that no complaint has 
been issued, and the fact that the investigation 
was concluded some time ago leads observers 
here to believe no grounds for complaint were 
found. 

It had been rumored that the Commission 
would make an effort to nullify the Distribution 
Statement as being “a combination in restraint 
of trade” in violation of the Federal Trade Act. 

The statement was drawn up by the National 
Lumber Manufacturers’ Association, the Na- 
tional-American Wholesale Lumber Association, 
(Inc.), and the National Lumber Dealers’ 
Association, and sent out to State associations 
for distribution to their members. 

It simply set forth established practices in 
the economical distribution of lumber, and out- 
lined a policy of distribution which the execu- 
tive officers or authorized representative com- 
mittees of the national associations endorsed 
and recommended to lumber manufacturers, 
wholesalers and_retailers. 

The Federal Trade Commission investigation, 
it is understood, originated when a Louisiana 
hardware concern complained that a local lum- 
ber dealer had attempted to influence him with 
threats. The dealer had placed erroneous in- 
terpretations on the distribution statement. 


Industry Seeks Light on New 
Pricing Law 
Wasuincton, D. C., Sept. 22.—Still bewil- 
dered by the contradictory provisions of the 
Robinson-Patman price discrimination law, and 
unable to obtain intelligent interpretation of it 
from the Government, the lumber industry 
leaders who were to have met in Chicago Oct. 
5 and 6, decided this week to postpone the 

meeting indefinitely. 

The purpose of the session was to bring to- 
gether retailers, manufacturers, wholesalers and 
commission lumber salesmen to consider the 


provisions of the Act, with a view to reaching 
an understanding as to its application to the 
lumber industry’s distribution practices. 

Unable, however, to obtain anything satis- 
factory in the way of clarification of the law 
from the Federal Trade Commission, the groups 
were faced with the question of what there 
was for them to discuss when they did meet. 
At present, indications are that the Lumber 
Industry Conference on Trade Relations, which 
both called and cancelled the meeting next 
month, will invite the trade to another confer- 
ence about the middle of November. By that 
time, it is anticipated, something of an enlight- 
ening nature may be put out by the Commission. 

Lumber industry representatives in Washing- 
ton, however, are hopeful that any interpreta- 
tion of the law as applied to this industry will 
be more understandable than that part of a set 
of proposed trade practice rules for the fertilizer 
industry, which touches upon the Robinson-Pat- 
man law, released here yesterday. 

Those studying the regulations here today, 
in an effort to throw some light on the func- 
tioning of the new price discrimination law, 
find the language of the regulations almost 
identical with the wording of the Act itself. 

The section of the regulations covering pos- 
sible practices coming under the provision of 
the Robinson-Patman law (which it is assumed 
will apply alike to other industries) follows: 

RULE 4. (a) Prohibited Discriminatory 
Differentials, Rebates, Refunds, Discounts, 
Credits and Other Allowances. It is an un- 
fair trade practice for any member of the 
industry engaged in commerce, in the course 
of such commerce, to grant or allow, secretly 
or openly, directly or indirectly, any price 
differentials, rebates, refunds, discounts, 
credits or other allowances which effectuate 
a discrimination in price between different 
purchasers of goods of like grade and quality 
where either or any of the purchases in- 
volved therein are in commerce and where 
the effect thereof may be substantially to 
lessen competition or tend to create a 
mononroly in any line of commerce or to in- 
jure, destroy or prevent competition with any 
person who either grants or knowingly re- 
ceives the benefit of such discrimination or 
with customers of either of them. Provided, 
however— 


(1) That the goods involved in any such 
transaction are sold for use, consumption or 
resale within anv vlace under the jurisdic- 
tion of the United States; 


(2) That nothing herein contained shall 
prevent differentials which make only due al- 
lowance for differences in the cost of manu- 
facture, sale or delivery resulting from the 
differing methods or quantities in which such 
commodities are to such purchasers sold or 
delivered; 


(3) That nothing herein contained shall 


prevent persons engaged in selling goods, 
wares or merchandise in commerce from se- 
lecting their own customers in bona fide 
transactions and not in restraint of trade; 


(4) That nothing herein contained shall 
prevent price changes from time to -time 
where made in response to changing condi- 
tions affecting either (a) the market for the 
goods concerned, or (b) the marketability of 
the goods, such as, but not limited to, actual 
or imminent deterioration of perishable 
goods, obsolescence of seasonal goods, dis- 
tress sales under court process, or sales in 
good faith in discontinuance of business in 
the goods concerned. 


(b) Prohibited Brokerages and Commis- 
sions. It is an unfair trade practice for any 
member of the industry engaged in commerce, 
in the course of such commerce, to pay or 
grant, or to receive or accept, anything of 
value as a commission, brokerage, or other 
compensation, or any allowance or discount 
in lieu thereof, except for services rendered 
in connection with the sale or purchase of 
goods, wares, or merchandise, either to the 
other party to such transaction or to an 
agent, representative, or other intermediary 
therein where such intermediary is acting 
in fact for or in behalf, or is subject to the 
direct or indirect control, of any party to 
such transaction other than the person by 
whom such compensation is so granted or 
paid. 

(c) Prohibited Advertising or Promotional 
Allowances Etc. It is an unfair trade prac- 
tice for any member of the industry engaged 
in commerce to pay or contract for the pay- 
ment of advertising or promotion allowances 
or any other thing of value to or for the bene- 
fit of a customer of such member in the 
course of such commerce as compensation or 
in consideration for any services or facilities 
furnished by. or through such customer in 
connection with the processing, handling, 
sale, or offering for sale of any products or 
commodities manufactured, sold, or offered 
for sale by such member, unless such pay- 
ment or consideration is available on pro- 
portionally equal terms to all other cus- 
tomers competing in the distribution of such 
products or commodities. 

(ad) Prohibited Discriminatory Services or 
Facilities. It is an unfair trade practice for 
any member of the industry engaged in com- 
merce to discriminate in favor of one pur- 
chaser against another purchaser or pur- 
chasers of a commodity bought for resale, 
with or without processing, by contracting 
to furnish or by furnishing, or by contribut- 
ing to the furnishing of, any services or 
facilities connected with the processing, 
handling, sale, or offering for sale of such 
commodity so purchased upon terms not ac- 
corded to all purchasers on proportionally 
equal terms. 

(e) Wiegal Price Discrimination. It is an 
unfair trade practice for any member of the 
industry or other person engaged in com- 


(Continued on page 51) 
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The Whittier (Calif.) plant of the San Pedro Lumber Co. is large 
and handsome, as a result of recent new construction 
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Somebody, aspiring to be the life of the party, has told us 
that Los Angeles is an emotion and not a city. 

Well, it looks a lot like a city to us; one without terminal 
facilities, if you know what we mean. Like Tennyson’s brook, 
it seems to go on forever. It’s practically all over southern 
California; and when it finally lets up, there’s ring after ring 
of smaller cities all around it, thinking its thoughts and feeling 
its emotions, if you like. It sticks its conduits hundreds of 
miles into the mountains and is getting ready to drink the 
Colorado River, via Boulder Dam. It has the movies, that 
youthful and incredible art or industry or whatever it is. Its 
traffic flows in endless tides and shoals. It is becoming a great 
manufacturing center, has some of the world-famous scientific 
enterprises in its environs, is a university center, breaks out 
with new developments and subdivisions like the measles in the 
fourth grade, is up and down, rich and poor, ready to try any- 
thing and to chuck it if something slips. But what’s the use? 
It’s just Los Angeles! 

Building runs the gamut from low to high, little to big. 
Such places as Beverly Hills have the palaces of the movie 
stars; though not all the stars, contrary to current belief, live 
in marble halls and swimming pools. Some of them rent 
modest little places that wouldn’t be out of scale in Gopher 
Prairie. But some, of course, go in for architecture and land- 
scaping in a big way; and the building of these places is an art 
and science of its own. Certain of the beach towns and cities, 
they tell us, have never ceased to build; and there, as we under- 
stand it, construction is likely to follow the quantity-produc- 
tion idea, whole streets at a crack. This makes for a type of 
building-material merchandising a bit alien to other areas. 

But it wouldn’t be quite fair to create the impression that 
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it’s all beer and skittles. Totals are up, of course, but capacity 
to supply materials has not yet been overstrained. Some of 
the boys, with a frankness that is un-Californian, say right out 
loud that volume isn’t large enough yet to quiet the jitters in 
the price-adjustment nerve. And Los Angeles still has a diff- 
cult relief problem. These items are mentioned to induce 
second thought in the minds of mechanics and foot-loose re- 
tailers who may be feeling the urge to go West and grow up 
with the country. Certainly there are opportunities, and the 
signs are set for a continued growth of development out here 
on the Coast. There’s lots of unused room in this big State. 
But, at the moment, most of the immediate opportunities are 
surrounded by large numbers of takers already on the ground. 


A Tour of Los Angeles Suburbs 


Well, this stretch of the Realm is going to touch a few places 
on the outskirts of the city. We can’t hope to create a typical 
picture of this area which isn’t typical of anything but itself; 
so we'll be content to note some of the things seen on a couple 
of warm days. The visitor from out of the State probably 
notices first the endless orange groves in the eastern part of the 
county; something the middle West knows only by pictures. 
He’ll note the good roads that wind up into the hills and lead 
to residence towns. California seems to be largely valleys be- 
tween ranges of mountains, little and big. And he'll become 
aware of the fact that irrigation water is a big factor. Some 
one remarked to us that the desert comes up to the end of 
your hose. 

Let’s begin with the San Pedro Lumber Co., in Whittier; 
head office in San Francisco, and associated with the Valley 
Lumber Co., of Fresno. This company has done considerable 
building of late and has a handsome and attractive plant. Like 
many California enterprises, it has expanded its sales line to 
include much of the material going into the house. Also, as 
you will note in an accompanying picture, it handles lawn 
mowers and hose, the twins which create the California lawns. 

The interior of the office is done in knotty pine, a favorite 
finish. The salesroom is spacious and capable of containing many 
more display tables when they are needed. At the far end, 
where it should be, is the order counter with the office behind 
it. Along one side is the shelving for paints, and along the 
other are the cupboards for small hardware. Not all the dis- 
plays had yet been attached to the doors; and these doors, by 
the way, are of plywood faced with some kind of hard board. 
The hardware counter has a double range of nail bins along 
the front. On either side of the entrance is a slanting rack 
with compartments. In one are pieces of printed matter, fur- 
nished by manufacturers, advertising their products. In the 
other are the small samples likewise furnished by manufac- 
turers. Arnold R. EnEarl, the manager, tells us that an amaz- 





The doors of the San Pedro Lumber Co.'s hardware cupboards 

are of plywood faced with hard board, and display pieces had not 

yet been attached to eae on the counter are two rows 
of nail bins 
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An Unusual Sales Plant--Getting Man- 
ufacturers’ Advertising to the Prospect 
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--Colleges in the Real Estate Business 
--Building on the Rapid Increase 


ing quantity of this material is taken away by callers. They'll 
take it if it’s where they can see and get it. That’s the idea 
back of furnishing it, and the compartments turn the trick. 
The department was especially interested in an end-storage 
shed in the yard. It has open ends and an open cross alley. 
When more space is needed, the shed can be extended either 
or both ways; simply leaving another cross alley where the 
end is now located. Long sticks are placed in the center bins. 
The building is solidly braced against the possibility that as 
the stock is taken out the remainder might all be leaning one 





nc 
Paes 


This 48 x 51-foot end-storage shed of the San Pedro Lumber Co. 
protects 120,000 feet from the sun, providing for long lengths 
at center; the design is such that it may be readily expanded 





way. The cross alley is wide enough to allow the longest 
pieces to be handled easily. We noted some 2-inch stock, 24 
feet long in the shed. The two factors sought in this shed are 
protection from the sun and maximum storage space on the 
ground area. We were told that this building, measuring 48 
by 51 feet, including of course the cross alley, when completely 
filled will hold 120,000 feet of lumber. 


Get Not Loans But Assurance from FHA 


The Barr Lumber Co., with head offices in Santa Ana, has 
a handsome office, with fine landscaping, including palm trees, 
around it. It is beautifully finished. One feature which caught 
our notice especially is an unusual “rail”, dividing the lobby 
from the working office. Instead of being the usual fence of 
turned spindles or what-not, this is a narrow show case; not 
more than a foot or so from front to back. The top and front 
are of glass, and the case has a carefully arranged display of 
small articles, paint and other finishes, brushes, and the like, 
right where the customer must see them. Outside, and under 
the front window, is a display of clay products. 


“Sales are on the increase,” said J. A. Christiansen. “We 





At the end of the sales room of the San Pedro Lumber Co. is the 
order counter with the office behind it, all attractively finished in 


knotty pine 
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the shelving for paints; in the foreground there's a compartment- 
top table, and a floor display of "the twins who create the Cali- 
fornia lawns" 





think one reason for this is the help we are offering our cus- 
tomers with financing. The company has employed a man who 
was formerly with Federal Housing Administration who divides 
his time among our several yards. He knows the FHA thor- 
oughly and can answer any questions. We feel sure he has 
increased our sales materially; though it’s difficult to put a 
finger on a single job that he’s sold. He talks to these people, 
explains the Federal financing, advises them about details; 
but they don’t borrow the money. However, they or their 
neighbors who have gotten some of the effect of his promotion 
do make a purchase; build a house or do some remodeling. I 
don’t know how to explain it; unless it may be that financing 
is a deep and dark mystery to many people, one that holds 
them back from doing what they want to do. Once explained, 
they lose their fear and find other ways of financing the proj- 
ect. It seems that what some people need is a sense of under- 
standing and assurance rather than an actual loan. Really the 
chief use of the FHA in our towns has been made by con- 
tractors who build to sell. They get these loans for their cus- 
tomers, thus making the whole deal possible.” 

Adjoining the Barr office is a building given over wholly to 
displays. 

C. W. Pinkerton, of the Whittier Lumber Co., was away when 
we called. He has a long record of association service. Ralph 
Zinn, with whom we talked, gave the FHA credit for stimu- 








24 AMERICAN LUMBERMAN 


lating local agencies. The Whittier building and loan asso- 
ciations came through the difficult times in good condition ; but 
for a period they were reluctant about making more loans. The 
sight of FHA loans in the process of negotiation led them to 
change that policy. 


An Educational Center 


The little city of Claremont is given over almost wholly to 
education; Pomona College, Scripps College and Claremont 
College. All are closely associated; Claremont College, as we 
understand it, being the graduate department supported by the 
first two named. Of course it was summer vacation when the 
Realm visited the town, and a very large proportion of the 
residents were away. Mid-summer is a “breathing time” for 
many California towns; the period between the finishing up of 
spring construction and the starting of fall projects. Naturally 
it is more than ordinarily quiet in Claremont during the sum- 
mer. We were told that the colleges own something like half 
the houses in Claremont. All the houses are in excellent re- 


pair; and when a Federal bureau proposed a survey to dis- 
cover what repairs and remodeling might be needed, the sug- 
gestion caused considerable amusement. 

W. R. Vanderwood, of the Vanderwood Lumber Co., said 
that, discounting the.summer slackness, the general volume of 





building is distinctly higher. A. A. Hoel, of the Claremont 
Lumber Co., whom we discovered out in the main alley helping 
the men get some new stock stored, said there was little field 
in Claremont for building loans, save what were handled in- 
formally among friends. We began hearing some complaint 
in this town that Los Angeles isn’t always a good neighbor in 
the matter of setting prices. vie 

The neighboring city of Pomona seemed to understand the 
meaning of this complaint, too. G. V. Curran, of Curran Bros., 
told us he was figuring a bill of 600,000 feet; a simple process 
if one knew everything likely to happen to an inquiry of that 
size. “Nothing will correct this situation,” Mr. Curran said, 
“unless it is a very great increase in demand. If we could have 
a seller’s market, prices would perhaps 
stop doing these unpredictable nose 
dives.” R. N. Ervin, of the O’Neil Lum- ‘ 
ber Co., added a few stories of his ex- | 
periences along like lines; as did also 
C. C. Condit, of the Kerckhoff-Cuzner 
Mill & Lumber Co. This strong line com- 
pany is old and well established. It has 
been operating this yard in Pomona for 
more than fifty years. This is orange 
country and raising citrous fruit takes 





The Gibbs Lumber Co., at Anaheim, has 
an unusual office, finished with timbering 
and stucco; inside it shows the use of nearly 
every kind of flooring and finish handled 
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Besides a window 
display featuring its 
line of paints, the 


Barr Lumber Co., 
Santa Ana, has a 
showing of clay 


products on a stand 
in front 








a big investment in groves but not so much in buildings. At 
the Patten-Blinn Lumber Co.’s yard we found the manager 
away. This is another notable line company. 

A. J. Kelley, of the Brown & Dauser Co., Fullerton, told us 
that residence construction was picking up. While we were in 
the office a young couple was trying hard to rent a house; 
probably the only house, Mr. Kelley told us later, for rent at 
the time in the city. This company operates yards at Brea 
and at LaHabra. Some years ago for quite a long period the 
company’s Fullerton yard averaged the sale of slightly more 
than one house for each working day. The three yards at the 
same period together averaged the sale of more than a car of 





The handsome office of the Barr Lumber Co., of Santa Ana, has 

an unusual division between lobby and office—a narrow show 

case. Underneath the front window is the clay products display 

shown more clearly in another picture. Adjoining the office is a 
building given over wholly to displays 





cement each working day. The recovery has not yet reached 
that level, but business is on the way up. 

The Patten-Blinn Lumber Co. and the Gibbs Lumber Co. 
operate yards at Fullerton. 

The Gibbs Lumber Co. has its head office in Anaheim, and 
here we met H. M. Adams. Here, too, trade is much on the 
mend. This company has an unusual office. Outside it is 
finished with timbering and stucco. Inside, the company has 
managed, while retaining a good architectural effect, to make 
use of nearly every finish and kind and grade of flooring car- 
ried. All building mechanics in the town are busy, and there 
is a shortage of contractors. Contractors out here, we gather, 
are licensed and must have an established financial responsi- 
bility. The hard years took their toll, and some former con- 
tractors could not meet the requirements. Hence the shortage. 
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Some Precautions to Observe 


in Cashing Checks 


The use of checks is rapidly increasing, 
and every dealer should know how to handle 
them with safety. The store which is pre- 
pared to handle payroll checks affords an 
appreciated service in communities where 
working men are numerous. Ability to size 
up a check quickly, and with entire safety 
to accept it with a smile, when others 
scrutinize, awkwardly question, and perhaps 
finally refuse, is a tremendous asset in build- 
ing good-will. Of the millions of checks 
which are tendered in stores each day only 
one in perhaps thousands is a forgery—a 
“bad” check. The percentage of checks 
drawn on accounts which have insufficient 
balances—“short” checks—is very much 
larger. If the situations in which checks 
demand special scrutiny are known, and 
especially watched, risk in handling them 
can be reduced to almost nothing. 

It can be stated as a fundamental that 
every store handling checks in numbers 
should hold membership in the local credit 
bureau, and should follow closely all check 
information supplied by the bureau through 
its bulletins and otherwise. Credit bureaus 
exist in part as a method of exchanging 
check information, not alone within com- 
munities, but throughout the country. In 
consequence, they quickly get before their 
membership full details of check artists 
operating in the vicinity. Short-check 
“chronics” become known to the credit bu- 
reau, and danger of loss from this source is 
immediately eliminated or reduced. The 
merchant should keep in close touch with 
all check information distributed by his local 
credit bureau. 

A second fundamental is scrutiny of 
checks in proportion to the general risk. A 
large proportion of checks tendered are im- 
mediately known to be safe. This goes for 
checks tendered by men and women whose 
good standing is known to the store. Each 
check will, as a matter of course, be 
“flashed” to see that it is properly made out, 
signed and endorsed. Almost never does a 
man or woman known to the merchant to 
have a good credit standing offer a “bad” 
check. If such a thing should happen, per- 
haps through tendering a check given the 
customer by another person, such a cus- 
tomer of course will stand good. 

“Short” checks are far more numerous 
than “bad” checks, and quite often come 
from customers who are well known. Some 
are accidental. In other cases, the check 
is given with honest intent, the customer 
planning to have money in the bank in 
time to meet it. The general experience 
with “short” checks is that 75 to 95 percent 
of them will be paid if put through the 
bank a second time—the customer mean- 
while being notified of the procedure. 

Checks tendered by strangers hold the 
greatest possibility of loss. By far the 
greater proportion of “bad” check frauds 


are put over on Saturday afternoons, giving 
the “artist” a full day to get out of town 
before the swindle is known. A high pro- 
portion of bad checks are made out, also, on 
“counter” check forms. Many of them re- 
quire that change be given. Don’t hesitate 
to require sufficient identification. 


A Novel Molding Rack 


A novel molding display, in which each 
item corresponds with the molding catalog 
as to order of its position and catalog num- 
ber, has greatly simplified selling of this ma- 
terial for the Hammond Lumber Co., Pasa- 
dena, Calif. Before the display was installed 
customers had difficulty in deciding what 
moldings they wanted, being unable to vis- 
ualize the material from the catalog illus- 
tration. Now a person unable to decide what 
he wants immediately can be left with the 
display to make his decision. 

The fixture used is a simple one, made by 
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Unusual Sign Presents Perfect 


Optical Illusion 

Spanning the two mill buildings of the 
Green Bay (Wis.) Planing Mill Co. is a 
bridge about eight feet wide, supported at 
the third points by A-frames of heavy tim- 
ber. The bridge is used as a runway and 
connecting unit between the two build- 
ings. One of the railings is boarded in 
solidly, and on the exposed side is the 
name of the company. Built on above 
railing height are the shrubs and what, in 
the accompanying photograph, appears to 
be a house. Actually, the house and the 
shrubbery are nothing more than one 
layer of one-quarter inch plywood nailed 
to six-inch D&M lumber, the latter sup- 
ported on two-inch by four-inch studs, 
then cut and painted to create the illusion. 
A local artist did the painting, and did it 
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Sign of Green Bay (Wis.} Planing Mill Co. compels attention from passers-by 


yard employees. It has a high base, con- 
sisting of a center post and two cross-pieces, 
on which the whole fixture rests. Mounted 
on the top of this post is a circular wood 
piece having diameter of about 24 inches. 
About 18 inches above it, and connected to 
it by wood dowels, to which are fitted the 
panels used for the molding, is another wood 
disk of the same size. Fitted between the 
circular wood sections, all the way around 
their edges, are the molding panels—12 of 
them. They swing back and forth on the 
dowel rods which connect the two circles. 
The panels, which measure 18 by 24 inches, 
are held to the dowels by metal rings. 
Beside each molding sample shown on one 
of the panels is a paper marker, giving its 
order number as listed in the catalog. The 
samples are shown in the same order as they 
are listed in the catalog. Each panel in the 
display corresponds to a page from the cata- 
log. The display shows not only molding 
but also a few samples of flooring, knotty 
pine paneling, siding, shingles etc. Any 
number of small items can be thus shown. 


so well that from any distance more than 
100 feet away there is cause for the ob- 
server to wonder momentarily whether he 
sees a house or something else. The illlu- 
sion is greatly aided with distance and the 
unusual background that a longer perspec- 
tive supplies. 

Immediately behind the bridge are a 
number of coal docks on which are piled 
stacks of coal twenty-five to thirty feet 
high. From a distance of three to five 
city blocks away the longer perspective 
angle causes these coal piles to rear their 
tops above the bridge, completely block- 
ing out the light under the bridge, and 
making the house appear to stand alone 
on top of a black dirt hill several hundred 
feet behind the bridge. The scene is so 
bizarre that one can not help driving 
closer to see if such a fine house is really 
perched atop a dirt hill. An AMERICAN 
LUMBERMAN representative, not caring to 
trust his own faculties without confirma- 
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tion, stopped at the company office where 
Manager J. M. Crevcourse assured him 
the experience was not unusual. 

Perhaps the most interesting feature of 
this great plywood sign, however, is the 
fact that it has stood for seven years, and 
has required no maintenance. Nothing 
has been done to it since it was erected. 
Even the original paint is still in very 
good condition. 


Pays to ‘Nurse’ Small Orders 


“We have concentrated on serving the 
small customers,” says H. A. Sprague, one 
of the managers of the Murphy Lumber Co., 
10202 Long Beach Blvd., Lynwood, Calif. 
“When we opened the yard about 2% years 
ago we established as our first policy that 
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we would spend as much time with a man 
who has a hog-pen to build as one who had 
a house. The small yard, especially, should 
concentrate on taking care of the little 
orders. In the aggregate they are profit- 
able business. Large orders are always 
highly competitive ; small orders seldom are. 
By concentrating on giving service for small 
orders we are able to show on the average 
as large a net profit as though we disre- 
garded these and went out after the large 
orders. 

“If a man wants us to plan a hen-house 
for him, we do it. When someone comes 
in with a small order, such as kitchen re- 
modeling, we give him as careful attention 
as though he were an important architect 
or builder. Thus we make regular custom- 
ers of people who are unaccustomed to such 
care with their small orders.” 





like. 
this.” 





ON’T REMODEL YOUR YARD without first photographing it. 
Many owners proudly photograph the modernized plant, after all im- 
provements have been completed, but never think of how interesting it would 
be, in later years, to compare the modernized yard with the original one. 
As time passes, owners and workers forget just what the original yard was 
“It used to be this way,” says one. 
Photographs taken before as well as after remodeling would settle 
all such points, and form a valuable permanent record. After demolition, 
or alteration, has started, it is too late to get pictures showing the yard 
‘‘as was’; therefore the first step in any yard-modernization program should 
be the taking of a number of photographs, exterior and interior, from various 
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“No,” says another, “it was like 





angles; then, when the modernization has been completed, taking another 
set of pictures from about the same positions. And the final step, of course, 
should be sending a set of the “before” and “after” photographs to the 
AMERICAN LUMBERMAN. Your modernized yard might achieve the dis- 
tinction of being selected for illustration and description in “the world’s 
greatest lumber journal.” This course was followed by John Koenig, man- 
ager Lampert Lumber Co., Breckenridge, Minn., who sent in the “before” 
and “after” photographs herewith reproduced, showing that company’s re- 
cently modernized yard before the job was begun, and after its completion. 
A story explaining just what was done to make this one of the most con- 
venient and attractive retail units in that section, together with a sketch 
showing the yard layout, and an interior store view, will be found on page 28 
of this issue. 
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Well Known to Retailers Ils New 
Member of J-M Staff 


New York, Sept. 22.—Addition of Paul 
E. Kendall, former FHA Director for Mis- 
souri, whose entire business experience has 
been in the builaing materials field, to the 
staff of the Housing Guild Division of 
Johns-Manville, has been announced by 
Arthur A. Hood, manager. 

Mr. Kendall will specialize in problems 
pertaining to the merchandising of building 
materials to farmers. He will deal with 
this phase of the busi- 
ness during a series of 
training courses for 
dealer personnel to be 
sponsored by the Hous- 
ing Guild division of 
J-M during this fall and 
winter. He also will 





PAUL E. KENDALL, who 

has lately joined the Hous- 

ing Guild staff of Johns- 
Manville, New York 





assist Johns-Manville in 
the formation of sales 
plans to reach the farm 
trade. 

After spending a 
number of years in the 
retail lumber business in Missouri, Texas 
and Oklahoma, Mr. Kendall entered the ad- 
vertising phase of this business when the 
Southern Pine Association began its na- 
tional advertising campaign. In addition to 
handing most of the Southern Pine dealer- 
cooperation literature, he also wrote the 
first full page advertisement taken by the 
lumber industry in the Saturday Evening 
Post. In 1919 he became advertising man- 
ager for the Long-Bell Lumber Co., where, 
under his direction, a widely used dealer- 
cooperation service was developed. He has 
been advertising adviser to the National 
Lumber Manufacturers’ Association, Oak 
Flooring Manufacturers’ Association, Cel- 
lized Oak Flooring (Inc.), a member of the 
board of governors of the merchandising 
council of the National Lumber Dealers’ 
Association, and president of the Home 
Building Exhibit in Kansas City. 

In 1934 Mr. Kendall was given a furlough 
by the Long-Bell Lumber Co. to organize 
the Federal Housing Administration work 
as Director for the State of Missouri. He 
resigned a position as secretary-manager of 
the National Door Manufacturers’ Associa- 
tion in Chicago to enter upon his new work 
with Johns-Manville. 








Insulation Need Is Recognized 


SPOKANE, WASH., Sept. 21.—Recognition 
of the need for a well constructed, well in- 
sulated building regardless of the size of 
the home, is one of the outstanding develop- 
ments of this year, in the opinion of C. A. 
Bartleson, president of Building Supplies 
(Inc.), this city. 

“Another noteworthy development is the 
fact that business is so good that practically 
every yard in town is being forced to in- 
crease its personnel and equipment,” Mr. 
Bartleson said, “which means a_ very 
healthy condition.” 
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"Latest Ideas on Home Re- 
modeling and Building" 


Not in the entire lumber industry has 
there been a more striking example of suc- 
cessful modern merchandising of lumber 
and building materials than that demon- 
strated by the Edward Hines Lumber Co., 
of Chicago. Aroused to the fact that with 
changing times methods also would have to 
change, this company completely revamped 
its program. Through intensive selling, in- 
telligent promotion and vigorous advertising, 
this progressive concern has revolutionized 
lumber and building material merchandising 
and done much to improve the quality of 
home building and to assure to the home 
owner proper construction. 

In line with its efforts to adequately serve 
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the public the Hines company has just pub- 
lished and made available a booklet, entitled 
“Latest Ideas on Home Remodeling and 
Building,” that not only is unusually attrac- 
tive in appearance, but contains a wealth 
of valuable information for the prospective 
home builder and for the owner interested 
in remodeling and modernizing his home. 
The booklet, profusely and beautifully illus- 
trated, is a veritable encyclopedia of infor- 
mation on methods and materials. It will 
serve the dual purpose of answering in- 
quiries developed from the company’s ad- 
vertising and giving its salesmen a strictly 
“Hines” piece of literature to leave with 
prospective customers. 

Typical “before” and “after” remodeling 
jobs in Chicago territory are attractively 
illustrated, and included are a double-page 
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spread on the company’s great Ponderosa 
mill at Hines, Ore., and one devoted to the 
new Hines Bonded Precision Lumber. 


Then, to make the service complete, in- 
corporated in the booklet are pages for some 
of the larger nationally-advertising manu- 
facturers whose materials are distributed 
through the Hines warehouse and the 21 
yards of the company. In connection with 
this feature, Henry P. Goertz, manager of 
the retail sales and advertising division of 
the Hines company said: “We are endeavor- 
ing to standardize our line as far as it is 
feasible to do that in this kind of a market. 
However, this new booklet does not cover 
all of the various manufacturers with whom 
we do business.” 


While this attractive booklet is intended 
primarily for distribution among prospec- 





“Fix It Man’ Has Good Trade 
and Gets Leads for Big Sales 


Hastincs, Micu., Sept. 21.—He repairs 
anything but domestic troubles, and the 
genial smile which flashes on every few mo- 
ments during his conversation would prob- 
ably be a remedy for those, too, if given a 
chance. No job is too big or too little to 
receive capable attention by H. L. Newton, 
the “Fix it Man” of the Home Lumber Co. 
in this pleasant little city of something over 
5,200 population. His success is borne out 
by the fact that David Boyes, proprietor, 
wishes that Mr. Newton had been identical 
triplets to take care of the available business. 

A year and a half ago Mr. Newton, shown 
in an accompanying picture with his travel- 
ing lumber yard, was employed by the local 
firm on an hourly basis to tour Barry County 
with a small truck stocked with building 
material items, and sell home owners on the 
idea of letting him make any repairs needed 
on the house or out-buildings which they 
had been delaying for one reason or another. 
Fifteen years as a cabinet maker in a local 
furniture factory had well fitted him for 
the job. The venture was a success from 
the start, and Mr. Boyes is looking for two 
more men who are good all-around fixers. 

Mr. Newton has become almost as well 
known throughout Hastings and Barry 
County as the mail carriers. 
are direct and simple. 


His methods 
Driving his rolling 





workshop up to a house he goes to the door 
and asks the home owner whether there are 
any repairs that need to be made around the 
place. Maybe there is a broken pane of glass 
in a window, a screen door in need of new 
wire, porch flooring that is rotting and 
hazardous, or any of dozens of other little 
jobs which are usually neglected. The 
“Fix it Man” offers to do the work for a 
nominal amount, and in most cases is told 
to go ahead. While he is working, he has 
an opportunity to look at the roofs on the 
house and other buildings, and, if they are 
in bad condition, introduce a sales campaign 
for new roofing. Mr. Newton inquires of 
the lady of the house as to whether her 
kitchen is a convenient workshop, and, if it 
isn’t, sketches the kind of cabinets he could 
build to fit her needs and space. Naturally 
she is interested, and is going to tell her 
husband. Perhaps the buildings need paint- 
ing; he suggests that the owner have the 
work done as a protective measure against 
the elements. 

The well-equipped truck itself is conduc- 
ive to sales. Folks usually take a peek into 
it, and often see some material which would 
fix a defect around their place. The writer 
was surprised that any vehicle smaller than 
a moving van could contain such a variety 
of items. Among the stock was: Paint, 





H. L. Newton of the 
Home Lumber Co., Hast- 
ings, Mich., is pictured 
beside his “rolling build- 
ing materials yard,"' 
which is described in the 
accompanying story 











This National cash register occupies a prominent 
place in the office and gets a lot of use with the 
improving times 


varnish, enamel, shellac, all sizes of nails, 
glass, molding, a quantity of lumber, hinges 
and other building hardware, a stepladder, 
wire screening, and complete screen doors 
held tight to the top inside. 

During the cold, snowy weather last win- 
ter Mr. Newton was kept busy at the yard 
making three large kitchen cabinet sets and 
several smaller units. He expects to have 
even more jobs in hand for the coming in- 
clement weather when it is difficult to get 
a truck through some rural districts. 

All this gives the reader an idea of the 
promotion work possible by Mr. Newton in 
behalf of the lumber yard he works for. The 
best thing about the promotion is that it 
bears fruit, and scores of sales of sizable 
bills of materials are directly traceable to 
the missionary work thus done. 

Mr. Boyes said that business was good, 
and that a number of property owners were 
remodeling and improving their residences. 
He was aiding Dr. Gordon F. Fisher, a 
young physician and surgeon, with plans for 
adding a suite of offices to his home at the 
time of the writer’s call. The side wing to 
the house was to be in harmonious archi- 
tecture with the rest of the dwelling, and be 
insulated and sound-proof. The job was 
expected to cost over $2,000, and was to be 
started in a few days. 

The office of the Home Lumber Co. is 
partitioned off from the large display room 
with counters. The office is well equipped 
with typewriters, a Burroughs adding ma- 
chine, and a National cash register which 
is shown in an accompany picture. Every- 
thing is workmanlike and efficient. 
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tive home builders or those interested in re- 
modeling, the information will be of value 
to dealers, contractors and home owners 
alike, and the Hines company has generously 
offered to send copies of the booklet to read- 
ers of the AMERICAN LUMBERMAN who re- 
quest them. 





Lumber Firm Gives Chicken 
Dinner for Village Officials 


STRASBURG, Oun10, Sept. 22.—The Garber 
Lumber & Construction Co., which built the 
new municipal building, played host to the 
village officials recently. A delicious chicken 
dinner was served to fifteen men at tables 
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erected in the new building. There was 
plenty of chicken and “oodles” of good 
things to accompany. The group of officials 
and their hosts enjoyed it to the full. 

It all came about in this way: When 
work was started on the building by the 
Garber company, W. B. Winters, foreman 
in charge for the company, was “kidded” by 
some of the village officials about a chicken 
dinner. The work having been completed, 
Mr. Winters arranged that the joke became 
a reality. 

Following the dinner a smoker was in 
order, the cigars being furnished by Tracey 
Garber in honor of the birth of a son, named 
Charles Edward, at his home on Sept. 3. 
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Says Business ls Good 

Very good business is reported by Cecil 
Green, manager Fred A. Smith Lumber 
Co. yard at Rossville, Ill. In response to 
an inquiry from the AMERICAN LUMBERMAN 
he says: “Am glad to inform you that 
not only do prospects in town and country 
look bright, but business actually is good 
right now. To give you some idea of what 
is going on, will state that we have one new 
home under construction, besides two re- 
modeling jobs; also three new barns, two 
cribs, and one large tool shed. Besides 
this new construction, there are scores of 
repair jobs under way.” 





Customers Like This § \ 
Modernized Yard 


Stories telling how retail yards have been 
advantageously rearranged and modernized 
are always of interest to dealers, hence the 
AMERICAN LUMBERMAN is glad to present 
this account of recent remodeling of the 
Lampert Lumber Co.’s plant at Brecken- 
ridge, Minn., told principally in the words 
of Manager John Koenig. 


[Notre—Before reading further turn to 
page 26 and observe the “before” and 
“after” pictures printed under the “Timely 
Tip” heading.—EbprrTor. ] 

“In remodeling,” said Mr. Koenig to the 
AMERICAN LUMBERMAN, “we first decided 
to move our old office from the left of the 
main shed to the right side; made the old 
office into a warehouse, by enlarging it; 
then built a new office 20x34 feet on the site 
of the old one. The roof of the main shed 
was then continued out over the new office 
and warehouse. A full basement was put 
under the office, complete with hot air fur- 
nace, shower, bath, and ample storage 
space for stock of glass and surplus paints 
and oil. The office proper is of frame con- 
struction, insulated with wall-thick Balsam- 
Wool; interior and exterior were sheathed 
with shiplap, 6-inch lap siding being used on 
the exterior. The lower 4 feet of the in- 
terior was wainscoted with plylock, above 
which is Celotex bevel plank in 6-, 8-, and 
12-inch widths. The ceiling was covered 
with Celotex tile, 12x12 and 24x24. 

“The floor is of 20th Century Masonite 
cushioned flooring. To cover the matching, 
desk edges and corners, Nu-Metal Nu-Art 
chrome-plated moldings were used. Curtis 
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Display of hard- 

ware and paints §J 

by Lampert 
Lumber Co. 
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weather-stripped Silentite windows were in- 
stalled throughout. A 12-foot display win- 
dow in front, and a 6-foot window on the 
north of the building, afford fine facilities 
for displaying merchandise, including paints 
and builders’ hardware, of which we carry 
full lines. Ample display counters and 
shelves for these items also were installed. 
The private office, 10x15 feet, is finished 
the same as the main office. 

“Above the office is ample storage space 
for the stock of window and door frames, 
ladders, etc., and above the warehouse is 
storage for Balsam-Wool, flooring, etc. In 
the warehouse proper are stored roofing and 
paper, plylock, hardboard and the like. 

“The old scale, formerly in front of the 
office, was removed, and a new 15-ton Howe 
scale was installed in the driveway of the 
main shed, where it will be protected from 
rain and snow, insuring accuracy, as well 
as preserving the mechanism. After the 
scale was installed, the driveway of the main 
shed was planked throughout, it having 
previously been dirt surfaced. Believe me, 







this planking surely makes a big difference 
in working conditions, and in the appear- 
ance of our main shed. Our old warehouse, 
in which we store building paper and roof- 
ing, also was remodeled. It is now used 
for sash, doors and other millwork, to- 
gether with heavy hardware, including our 
surplus stock of nails. 

“Our large lumber shed takes care of 
most of our stock of lumber, with the ex- 
ception of the longer dimension stock, which 
is kept in an open shed built on the back of 
the main warehouse. Shingles, lath, steel 
posts, etc. are also kept in this open ware- 
house.” 

Undoubtedly the Lampert company’s 
Breckenridge yard and office now rival the 
best to be found in the Northwest. The 
modernization, Mr. Koenig assured the 
AMERICAN LUMBERMAN, has resulted not 
only in greatly improved appearance, but 
has made it much easier to handle the trade. 
“Customers notice and comment on the 
change, and seem to enjoy coming here 
to do their buying,” said Mr. Koenig. 
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GREAT NORTHERN TRACKS 


Sketch showing new arrangement of recently remodeled yard of the Lampert Lumber Co., at Breckenridge, Minn. 
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Sales Resistance Overcome 
by Complete Job Quotation 


When Customers Got Inclusive Price, Their Potential 

Needs Became Actual Orders -- Now Company Is 

Extending Line to Profit on All the Big Volume of 
Business Created by Its New Sales Methods 


At the time Title I of the NHA was announced, the C. L. 
Morris Lumber Co., Plymouth, Ind., made a survey of its 
town, and listed each house with its owner’s name, the value, 
monthly rental, and apparent need for improvement. The result 
of the survey indicated that the greatest immediate potential 
sales possibilities were in new roofing and siding. An effort 
was made to make such sales, and the results were extremely 
disappointing. C. L. Morris, Jr., was convinced, however, that 
his conclusions were right, and that such sales could and should 
be made, so he set out to analyze the sales resistance, discover 
what it was, and devise means to overcome it. He learned 
shortly that there was a genuine demand for new roofing and 
siding, and that owners were reluctant to buy it only because 








Flat roof job on a downtown office building. C. L. Morris, Jr., 
at right 


they were unable to find a competent and responsible organiza- 
tion to apply it. Mr. Morris went to work in a hurry to or- 
ganize an application force in his own company, and thereby 
relieve the buyer of all difficulties and place himself in a position 
to guarantee the performance of his materials. 


EXPERIENCED ROOFERS HARD TO SECURE 


Organizing such a force proved to be more difficult than 
had been expected, and led to a greater appreciation of the prob- 
lems that confronted the owners of houses. It was only after 
combing the town and the countryside thoroughly that Mr. 
Morris was able to find four experienced roofers to place on 
his payroll. With a complete roofing and siding service to 
offer, the barrier to sales was removed, and almost at once pros- 
pects were converted into customers. Only two problems have 
presented themselves since the crew was organized. The first 
of these, still unsolved, is how and where to obtain more roofers. 
Sales work has to be stopped frequently to allow the applicators 
to catch up. At one time during the spring, all sales efforts 
were suspended for three weeks only because it was impossible 
to find enough workmen to handle the business that would have 
been obtained. 


WEATHERSTRIPPING BRIDGES WINTER 


The other problem was to devise a means for keeping the 
applicator crew busy during the coldest winter months. This 
was solved very handily and profitably by launching a cam- 
paign to sell weatherstripping, and using the roofers to apply 
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New Ford delivery truck, a recent ad- 
dition to the company's fleet 


it. Preliminary to the concentrated winter selling campaign, 
the erstwhile roofers were put through a complete training 
course in the application of weatherstripping. Bringing them 
to a high point of efficiency in a very short time was not difficult, 
because in Plymouth, as in many small towns, although building 
tradesmen identify themselves with some particular craft, most 
of them are fairly well versed in at least the fundamentals of 
several construction trades. The proficiency of these rapidly 
trained men in the exacting accuracy of their new job is attested 
. by the large number of jobs installed without a single com- 
piaint. 

The best time to sell weatherstripping, according to Mr. 
Morris, is in the late fall and winter, when a salesman can step 
into the house of a prospect, and ask him to place his hand at 
the window sash rabbet and feel the infiltration of cold air in 
steady drafts. Little persuasion is required after that to con- 
vince the prospect that a comparatively small investment in 
weatherstripping will both reduce fuel bills and add to com- 
fort. So successful has been the effort to sell weatherstripping 
that the roofing crew was kept busy practically all last winter 
applying it in houses and schools. 


MAKES JOB PRICE EASY TO QUOTE 


To facilitate quick estimating, Mr. Morris has prepared price 
sheets to be filed in loose leaf books and carried by everyone in 
the organization who has occasion to sell. In the case of roofing 
and siding, the sheets show the various kinds of material, and 
for each one the weight, number of pieces per square foot, price 
of material per square, and price of application per square. There 
are a few convenient and simple rules for figuring areas and 
making allowances for valleys, hips and other irregularities. 
After a quick calculation of the area to be covered, a price for 
the complete job can be quoted in a very few minutes. Roofers 
are paid $1.50 per square, which amounts to about $1 per hour 
for work that is to be applied over the old material. Where 
the old material is to be removed before the new is applied, $2.50 
per square is the price. 

The method of figuring weatherstripping is similar. Here, 
the price sheet shows the various styles, and for each size, the 

(Continued on Page 46) 





Farm house recently reconditioned with new roofing and siding 
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We'd seen lumber trucks pass our place 
two or three times, and curiosity being what 
it is, we'd heen guessing whether the Rhodes 
were putting up a new barn, or if it were old 
man Edmonds building those hog sheds he 
talked about. But when the neighbors went in 
to help Mrs. Rhodes for silo-filling we found 
out where the lumber had gone. She really 
didn’t need us much in that new kitchen! 

We went in the back door as usual, only now 
there’s a big screened porch out there. Mrs. 
Rhodes said they did the “dirty work” out on 
the porch. There is a basin where vegetables 
brought in from the garden can be washed, and 
soap and towels for the men as they come in 
from the field. There is a little coat-room to 
the right, and from there the men can go on 
into the dining room without trailing through 
the kitchen. f 

Inside the kitchen everything is planned to 
progress right on around the room. The wall 
joining the porch is cut by the back door and 
a window, so there is no furniture along that 
side. But the first thing along the wall to the 
right is the refrigerator; then a storage cabi- 
net, so that groceries and garden products can 
be put away. The remainder of that wall is 
made up of built-in cupboards, with the sink in 
the middle. On both sides of the sink there is 
a drain-board, and a pass shelf about a foot 
high in back of each drain board. The door to 
the shelf on the right slides back, and permits 
the passing of dirty dishes in from the dining 
room. On the left side is the china cupboard, 
with doors opening in both the kitchen and 
dining room sides. The dishes of food are 
passed through here to prevent mix-ups with 
the dirty dishes returned on the right. Mrs. 
Rhodes told us that she had meant to count 
the steps required to serve a meal before she 
got the pass shelves, when she had to walk 
around the corner into the dining room so 
many times. She knew without counting, 
though, that the shelves saved a lot of energy. 
Those of us who have dining rooms adjoining 
our kitchens began to figure right then how we 
could manage to get pass shelves in our walls. 

The range is across the room from the sink, 
and there are windows in that wall too, so that 
there is plenty of light wherever one is work- 
ing. In the corner between the stove and the 
wall of the porch is a closet, and the owner 
of the kitchen displayed this addition as the 
most desirable portion of the entire room. She 
burns coal, and in that closet there is a dumb- 
waiter which goes to the basement. It can 
be lowered, and the coal buckets filled without 
removing them from ‘the dumb-waiter at all. 
Then the pulley is turned and the coal is in 
the kitchen. No lifting, and no need for carry- 
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"We Planned It That Way” 
Handy Farm Kitchen 


[By Zelma Whiteside] 





A separate room where 
the men can hang their 
outer garments and wash 
up before meals 
the housewife'’s time and 


saves 


disposition 





ing coal through the house—leaving a sooty 
path. She said she sent up jars of fruit and 
such things at the same time, and returned 
empty jars to the basement in the same manner. 
And her husband had built it all himself. Well, 
you could just see those other women that 
very night telling their own husbands about it. 











This built-in cabinet utilizes space over stairway, 
the drawers being cut short to fit stairway 


Some of them burn wood, though, and bring 
it in from the outside, but they thought of 
having a door open on the porch side as well 
as inside the kitchen, so that the wood could 
be put in from outside and save a lot of steps 
and clutter. They did agree with Mrs. Rhodes 





Water conveniently avail- 
able is a prime essential 
for the efficient kitchen, 
and well-built cupboards 
of course are indispens- 


able 
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that the fuel closet was one of the outstanding 
features of her kitchen. 

There was anower thing we all decided we 
could have as easily as not, and that was a 
little table on casters. If one is working at 
the sink and needs extra room there, it rolls 
there easily. If she is at the stove, it is made 
to resume its normal place beside the range 
by being pushed lightly. There are mixing 
spoons, egg beaters etc. in the drawer of this 
table. In the drawers on either side of the 
sink the other equipment is kept, according to 
the place where it will most likely be used. 
The dish pans are provided for by shelves 
under the drain board. Everything has its 
place. That place is the very handiest one 
that could be figured out, and for that reason 
things are kept in their places. 

Well, after that silo-filling a person couldn't 
hear a car pass on the road without looking 
out and seeing a lumber truck. Farm wives 
convinced their husbands that a good kitchen 
would save as much as the barn was making. 
They numbered the cans of fruit and vegetables 
that were preserved in a year, the pounds of 
lard, gallons of hominy, and such things. There 
were immediate results. A few entirely new 
kitchens were built, and there wasn’t a woman 
who didn’t get some improvements in her 
kitchen after she realized that it could be done. 
Careful planning, a wise selection of lumber 
and accessories, and some well-spent hours; 
and the production per-woman-power of that 
community practically doubled. 

It took some ingenuity, too, for the kitchens 
had been rather neglected, and were found in 
most unusual places. One woman got a beau- 
tiful built-in cupboard, which her husband had 
to plan and fit under a staircase. Any number 
of basins went into former pantries, to make 
wash-rooms; or out on the back porch, which 
may or may not have existed before this build- 
ing epidemic began. Several pitcher-pumps 
were installed to bring water into the house, 
too, and in a few cases an entire new water 
system. It just started, and when a neighbor 
did a thing and showed it could be done, every- 
one else did the best he could to equal it. 

There’s not one who regrets it, either. The 
men, as well as the women, will tell you that 
their kitchens represent the wisest expenditure 
for lumber that they’ve ever made. And they’ll 
give you plenty of hints on planning kitchens, 
too. Efficiency, they'll say, is the main ob- 
jective. Save steps, and you save energy and 
time. Save these, and you save your wife. 
And then they’ll go on to list pointers for 
kitchen planning. 

For instance, if you’re planning a new 
kitchen, one on the northeast will be warmed 
by the morning sun and will not be heated by 
its warmer rays in the afternoon. However, 
a pleasant view is even more important, and the 
windows should admit more than mere sun- 
shine. And sperkine of windows—there can’t 
be too many. Certainly there should be win- 
dows in at least two sides of the room, so that 
the worker is never in her own light, and to 
permit cross-ventilation. Windows in opposite 
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walls are best for this purpose. And artificial 
lighting should be planned so that workers at 
stove, sink or cupboards receive plenty of light 
and no shadows. 

The best kitchens are no larger than neces- 
sary, for unused space means unnecessary 
steps. The woodwork should be planned for 
durability and for ease of cleaning. Surfaces 
must be free from cracks, non-absorbent of 
grease, and attractive. Floors should be com- 
fortable to stand upon, and easily cleaned. A 
floor of 24-inch edge-grain yellow pine is often 
recommended. It may be stained, shellacked, 
and waxed. Hardwood floors of quarter-sawed 
white oak, red oak, and hard maple are also 
used; and newer floor materials are being tried 
with satisfactory results. 

Washable walls are highly desirable in the 
kitchen. Plaster is usually satisfactory, and 
offers two choices. The smooth, hard, trowel 
finish, painted with a half flat tone to avoid a 
glaze, is very clean if wiped occasionally. Or a 
rough tinted finish may be wiped occasionally 
and re-tinted annually. 

Woodwork must be planned to prevent cracks 
and grooves for the collection of dirt. Smooth 
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are a great improvement for this purpose, and 
are certainly needed in the kitchen. 

The equipment should be arranged in logical 
order, and must be adjusted to the worker’s 
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(1) Dining room door; (2) pass shelves from 
dining room to kitchen; (3) cupboard, opening in 
both rooms; (4) drain boards; (5) sink); (6) 
refrigerator; (7) windows; (8) back door, open- 
ing on screened porch; (9%) fuel closet; (10) 
range; (11) movable table; (12) an opening may 
be made in this wall for wood from outside 
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needs. The height of sinks and tables is espe- 
cially important; a woman should not have to 
stoop to do her work. Blocks of wood prop- 
erly attached will raise equipment already on 
hand, and new equipment can be placed at the 
proper height when installed. 

In installing built-in cupboards it is well to con- 
sider what will be stored in them. Shelves too 
far apart waste space. Usually more shelves 
can be placed in a cupboard, some close 
together for low articles, and a few farther 
apart for the taller ones. Depth in shelves is 
not particularly desirable, either; for if they 
are very deep the user must search back 
through several rows of bottles and cans to 
find that which she wants. If the contents to 
be placed on each shelf are determined before 
the cupboard is built, it will probably prove 
much more satisfactory. 

These suggestions, and others which will 
occur to anyone planning a kitchen for special 
needs, will help make this work-room a 
pleasant place for the woman who spends much 
of her day there. And the improvement in 
the health and disposition of farm women will 
be great enough to repay anyone who advises 
them about new or modernized kitchens. 





curved upper and lower edges on baseboards 





Hoosier Yard Is One of 
Most Complete in Area 


The yard of the Henderlong Lumber Co. at Crown Point, 
Ind., is frequently referred to by other dealers within a radius 
of 100 miles as the most complete building material layout they 
have ever seen. Stories appearing in the AMERICAN LUMBER- 
MAN the past six months have discussed various lines of 
merchandise handled by the concern, and in the Aug. 29 issue 
reference was made in a fence article to the manner in which 
the firm stocks and sells wire fence. An accompanying picture 
shows part of the stock of cedar posts carried by the company 
in its large yard close to the shed where fencing is stored. 

A well known line of barn equipment is sold by the Hender- 
long firm. During the past year and a half, sales have been satis- 
factory in this line of goods since business men and insurance 
companies securing farms in the vicinity of Crown Point have 
spent considerable money in not only repairing buildings but 
installing modern equipment. Many drain tile are sold annually 
by the company, and all sizes are stocked along with connecting 
elbows. A view of the tile section of the yard is shown on this 
page. This business has likewise improved with the renovating 
of farms under the new owners, who believe that it is unbusi- 
nesslike to be unable to till land just because the ground is wet. 

Especially conspicuous at the Henderlong yard are the four 
huge silos, where sand, gravel, screenings and various sizes of 
stone are stored until sold or used. Each silo holds twelve 
carloads of material, and the containers can be divided into 
sections, if it is necessary to keep more than one type of stone 
in one of the structures at the same time. The towering bins 


are equipped with electrically-operated, labor-saving conveyors, 
which elevate from an adjoining pit where the material has 
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Any type of tile wanted for drainage could be found in this stock, it would 
seem, and sales are improving as more money is spent on farms 





A novel feature 
of the Hender- 
long yard is the 
quadruplet silos 
where stone, sand 
and gravel are 
stored pending 
sale or use in 
making cement 


blocks 








been dumped a carload of sand or gravel into the silos in half an 
hour. Between 150 and 200 carloads of materials are sold a 
year on the average, it was estimated. Cement blocks are made 
in large quantities at the yard, and find a ready market. Arthur 
Henderlong, president of the company, reported that one of the 
reasons for the high quality of the blocks is the way they are 
“cured.” The newly-made cement blocks are put into a room 
for four days, and during the time are drenched in a heavy mist. 





When people buy fence, they are prospects for some good white cedar posts, 
and here they are by the hundreds piled within view of the fencing shed 
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. ~~ Northern Operation 
RRevamps Logging and 
Manufacturing Set-up 











View of south mill pond, sawmill, planing mill, and buildings hous- 
ing shaving baley and hog fuel storage, Neopit, Wis. 


Located in upper Shawano County, Wisconsin, are 231,681 acres 
of richly and heavily timbered woodland, the rugged topography of 
which is set in relief by sixty-two sparkling, spring fed lakes, and 
cut into irregular sylvan concourses by three rivers and countless 
tributary brooks and streams. This is the Menominee Indian Res- 
ervation, playground and workshop of some 2,000 men, women and 
children who comprise the remnant of the Menominee Tribe. These 
are a peaceful, friendly people of sober, industrious habits, who 
believe that the life of a community may be sustained happily and 
honorably only through applying mental and physical effort to the 
proposition of wresting food and shelter from nature’s bounty. 
Their answer to the depression instead of being a cry for help was 
a demand for more economical and more intelligent operation of 
the Menominee Indian Mills, the logging, timber and lumber opera- 
tion that is almost the entire source of the tribe’s income. 

Recently, an AMERICAN LUMBERMAN representative visited the 
mills, and gleaned these facts together with others that make an 
interesting story of the operation of a selective logging enterprise, 
which is unique in several respects, including the use of native 
Indian foremen and superintendents. 

The reservation consists of about 682 million feet of merchantable 
timber. Of this, about 125 million feet is virgin northern white 
pine, which is one of the last large growths in existence. Over eight 
million feet is Norway pine, while 30 million feet of red oak com- 
prises one of the few good stands of this species left in Wisconsin, 
The remainder is hemlock, maple, basswood and other hardwoods 
and softwoods. 

The plant includes a fireproof planing mill equipped with uptodate 
fast feed matchers, resaws, cut-offs, rip saws, and other machinery 
required to do all the standard millwork operations, including the 
production of such items as log cabin siding. All dimension lumber 
is finished with eased edges for easier and safer handling. Sales 
are in charge of G. C. Robson, for many years well known as sales 
manager of the Kinzel Lumber Co., Merrill, Wis. Forestry on the 
reservation is in charge of Richard Delaney, a graduate forester, 
who in August of this year came to the Menominee mills from 
the U. S. Forest Service, after having served for a number of 
years in Michigan, Minnesota, Montana and Idaho. 


OPERATION REORGANIZED; PLANT MODERNIZED 


During the past twelve months the operating organization has 
been subjected to sweeping changes, production methods have been 
completely revamped, and a program of plant improvements and 
modernization was instituted and practically completed. All of these 
changes resulted from the appointment about one year ago, of H. W. 
Johannes as general manager and disbursing agent. When he took 
charge he found one of the most modern mills in existence. A 
review of production figures, however, convinced him that he could 
operate it at much higher efficiency. Further investigation revealed 
that the cutting schedule, the logging methods and the basis of 
timber selection were not at all to his liking. Mr. Johannes has 
a broad experience both as a timberman and a lumberman, and is 
a skillful executive. He works with quiet, unobtrusive but relentless 
certainty toward fixed objectives, each of which is part of a care- 
fully conceived pattern. Almost before anyone was aware that 





changes were about to take place, they were under way, and in 
some cases consummated. 


GAVE FOREMEN AUTHORITY; RESPONSIBILITY 


One of Mr. Johannes’ first moves had to do with revamping 
departmental superintendence in both forest and mill operations. 
Prior to his coming, the Menominees who held minor executive 
positions were subject to so much supervision and checking of all 
their decisions that they exercised no genuine control, and conse- 
quently felt no real responsibility. Mr. Johannes called the 
Menominee foremen and superintendents in one at a time, laid out 
each man’s job for him, acquainted him with the responsibility that 
was to be his, and gave him full sway to exercise it within the 
limits of his job and the jobs of other departments. He told them 
further that if they got into trouble he would advise them and help 
them as often and for as long as it seemed that they were develop- 
ing into competent leaders. He added that if any of them proved 
incompetent, they would be replaced by other men. Freed of 
restraint and red tape, and allowed the use of initiative, the Menom- 
inees have developed into highly capable leaders. Of the 2,000 
Indians on the reservation, about 500 are employed on the timber 
operation. 


MOTOR TRUCKS PERMIT SELECTIVE CUTTING 


Coincident with revamping the personnel was the abandonment 
of the railroad which had been used for transporting logs down 
from the cutting areas to the mill ponds at Neopit. Timber cruises 
had indicated that cutting should be on a highly selective basis in 


order to maintain the forest on a 20-year self-sustaining cycle of 
renewal. A quick survey by Mr. Johannes showed a large number 
of blow-downs and mature and overgrown timber in spots remote 
from the railroad and its spurs—conclusive evidence that high 
selectivity had not been practiced because of the relative inflex- 
ibility of railroad transportation. The road was abandoned at once, 
and motor trucks were obtained to operate over main arteries 
built to the areas in which it was decided to log last winter. Last 
year, about 11,000 widely scattered acres were entered, and from 
these all blow-downs, and overgrown and mature trees were taken. 

In country like that in which the reservation is located, the only 
feasible schedule is to do all cutting in the winter when much of the 
snaking and hauling to the main arteries can be done over the 
frozen surfaces of lakes, streams and marshes, thus eliminating 
costly detours over additional secondary roads. This is the method 
which will obtain, and, in order to secure fairly hard surfaces for 
the main truck roads, these are built far enough ahead of operations 
to give them the benefit of spring and fall rains before they are 
put into use. Secondary roads are merely rough trails, which are 
cleared as needed. Main roads are allowed to follow the lines of 
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Efficiency of Good Mill Increased 

Greatly by Modernization; Trucks 

Permit Selective Logging That 

Insures Sustained Yield; Quality 

Northern Pine, Maple and Red 
Oak Stocks Available 


least resistance to points of heaviest timber concentration. These 
secondary roads, hardened by winter frost, cost about $150 per mile, 
while similar roads for summer use would cost from $300 to $500 
per mile. 


TRUCKS EFFECT BIG SAVING IN COSTS 


Discounting for the purpose of absolute comparison of costs, 
the great advantage of high flexibility with the use of trucks, 
which incidentally must be considered as a real capital asset, 
the actual truck hauling costs from logging areas to mill ponds 
last winter averaged $2.24 per thousand, as compared with $4.40 
with the railroad. If to the former figure are added the costs 
of building and maintaining main and secondary roads, truck 
repairs and incidentals, the truck hauling cost is about $3 per 
thousand on an average. If to the $4.40 railroad figure are added 
maintenance and construction of roadbed and tracks, repairs on 
rolling stock, coal, supplies, and incidentals, the average cost is 
$6.40 per thousand. Thus, the railroad cost, not counting the 
added disadvantage of low flexibility, is more than twice the cost 
figure for motor trucks. 

“Generally,” said Mr. Johannes, “an efficient selective logging 
operation demands a high degree of flexibility to enable the 





LEFT — Blow-down area 
from which logs and 
cordwood have been re- 
moved. This is typical of 
clear cutting, and stands 
in sharp contrast to— 


RIGHT—Area selectively 
logged. Remaining stand 
consists of clean, healthy 
trees that will produce 
excellent quality timber 





operator to cover a large area as cheaply as possible, while keeping 
the forest at a maximum peak, free from blow-downs, and with 
a minimum of overgrown and mature timber. It will take us a 
little time to get our forest in top shape, but we made a good start 
last year, and it is pretty clean right now. Last year we took out 
about 30 million feet, and the data I have to work with indicate 
that we can take about 5 million feet of northern white pine a 
year. We have ordered another cruise, however, to check these 
data. We want to be sure that our operations really are on a 
20-year sustaining cycle.” 


PLANT OVERHAULED AND RE-EQUIPPED 


Enough of the winter yield was put through the mill to set up a 
varied stock of 22 million feet of finished lumber in the yard and 
in the sheds, and the mill came in for the same sort of overhauling 
that the personnel and forest had undergone. The mill is a modern, 
direct-motor-driven steel and concrete plant. During the summer 
all of the machinery was overhauled, the plant was equipped with 
an air system throughout, air dogs and set works were installed 
on the carriage, steam feeds were replaced, and all the cylinders 
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Showing part of large stock of lumber on hand at Menominee 


Indian Mills, Neopit, Wis. 


were rebored. At the time this was being done, what remained 
of the railroad was being dismantled and scrapped. It is anticipated 
that later in the year, construction of a set of dry kilns will be 
started. 

Just outside the mill are two brick buildings, one a shaving baler 
plant, and the other a hog-fuel storage plant. All screenings are 
thoroughly screened before they are baled, and the dry sawdust, 
being separated, is shipped in cars in bulk. Finished, cured and 
surfaced lumber is all piled neatly in weatherproof sheds. 


MAPLE AND WHITE PINE OF HIGH QUALITY 


From a standpoint of quality, rather than quantity manufactured 
or marketed, one of the most important products of the Menominee 
mills is maple lumber. Shawano County maple, perhaps due to 
the chemical content of the soil in which is grows, is peculiarly 
free from mineral stains of any kind. Indicative of the fine stand 
of northern white pine the company has in its forest was a 1700 
foot log in the north mill pond. 

Slash is removed by cutting body cordwood, kilnwood, bolts and 
pulpwood. Grading rules and standards are rigidly adhered to. 
All lumber, regardless of whether it is so ordered or not, is grade 
marked, and the grade markings are affixed after the lumber has 
been machined and before it is loaded. The mills have a member- 
ship in the National Hardwood Lumber Association, are subject 
to monthly inspection by association field men, and guarantee all 
grades. 

Under the direction of Forester Delaney, a highly efficient fire 
fighting crew is maintained with watch towers and a connecting 
telephone system. There is also a tree nursery in connection with 
the operation. 





Old Concern Has Enviable Reputation 


CHATTANOOGA, TENN., Sept. 21—The Williams & Voris Lumber 
Co., of this city, was represented at the annual convention of the 
National Hardwood Lumber Association in New York City by Lyle 
Motlow, sales manager, who was accompanied by J. P. Bertrand, 
manager of the Williams & Voris Lumber Co. at Jackson, Miss. 
The official personnel of the Williams & Voris Lumber Co. at Chat- 
tanooga is as follows: 

President—M. J. Voris. 

Vice president and chairman of the board—S. A. Williams. 


Vice president and sales manager—Lyle Motlow. 
Secretary and treasurer—E. P. Carter. 


Following the sudden passing several months ago of the late S. A. 
Williams, Sr., the active management of the company was placed under 
the direction of S. A. Williams, Jr. This is one of the old established 
lumber concerns that has made for itself an enviable reputation in the 
trade, both for the quality of its product and the service it renders. It 
is a large manufacturer of hardwoods, oak flooring, cedar lining etc., 
and reports an active demand for all of its products. 





THE HOME FENCE is again gaining in popularity. At one time it was 
symbolical of a man’s domain, but in recent years long lines of unbroken 
green lawn from one end of the block to the other have been considered 
“the thing.” Public taste is swinging to fences, which serve a triple 
purpose. They add to the appearance of a property, they set off the 
boundary lines, and they prevent trespassers from trampling grass and 
flowers. Picket and wire type may be found in various styles. 
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Michigan Operation Starting 
After 5-Year Closedown 


Capittac, Micu., Sept. 21.—Arrangements 
have been completed here whereby the Cadillac- 
Soo Lumber Co., of Sault Ste. Marie, will begin 
operations about the middle of October after 
being closed down for five years. 

Work is being started immediately on the 
construction of a 5-compartment dry kiln which 
company officials expect to have in operation 
when sawing begins in October. Logging opera- 
tions will be started immediately, and the re- 
habilitation of logging camps and railroads will 
be under way soon. Chemical operations, how- 
ever, will not be started at this time, but will 
be indefinitely postponed. 

The company owns 67,000 acres of land in 
Chippewa and Mackinac counties, in northern 
Michigan, and will employ 250 men on starting 
operations. When work closed five years ago, 
the company was employing between 350 and 
400 men. 

The sales office, which has been located here, 
will be moved to Grand Rapids and will be situ- 
ated nearer the consuming market. John Colby 
and Ben Sax will be in charge of the office 
there, with Colby acting as sales manager. 





Philippine Mahogany and 
Hardwood Imports 


Los AnGerrs, Cauir., Sept. 19.—Imports of 
Philippine mahogany and Philippine hardwoods 
into the United States in August, consigned to 
various ports, amounted to a total of 2,258,000 
board feet, one percent of which was logs. To- 
tal imports for the year to Sept. 1 (eight 
months) were 23,170,000 board feet, three per- 
cent of which was logs. 





New Edition of Rating Book 
Reflects Upward Trend 
of Lumber Industry 


An interview this week with William Clancy, 
president Lumbermen’s Credit Association 
(Inc.), Chicago, resulted in gathering some 
statistics of decided interest and significance to 
the lumber industry. The above association 
publishes the Lumbermen’s Credit Rating Book, 
the new fall issue of which (bearing Date 
October, 1936), is now being distributed. This 
is the 110th edition of this monumental work 
for the lumber industry. 

A preview of the book shows that during 
the twelve months since preceding issue there 
have been 3,456 new ventures, in some branch 
of the lumber business, by individuals. firms 
and corporations; and 2.120 individuals and 
concerns have discontinued business, thus show- 
ing a net gain of 1.336 in  industrv-listed 
traders. There were 273 fires and 178 failures 
of sufficient importance to be reported. 

Significant of improved conditions is the fact 
that 9,524. or a little over 19 percent of the 
listed traders had their credit ratings chanced 
during the twelve months, most of them 
upward. This evidences a more stable condi- 
tion and better business. as a whole, than pre- 
vailed during the year preceding. 

“From early spring on.” said Mr. Clancy, 
“the drouth was the topic of conversation. 
but nevertheless we found it necessarv to 
report to our subscribers 41 cases of individ- 
ual flood damages, all of good size. The flood 
damages were confined to a few States in the 
northeastern and southeastern parts of the 
country. 

“The figures quoted reflect in a small measure 
the activity of the industrv as a whole during 
the last twelve months. There were thousands 
of other items handled during the year, such as 
changes in post-offices, in purchasing deparment 
locations, and in corporate setuns;: also law- 
suits and judgments against traders, deaths, etc. 

“It is worth mentioning also that during the 
twelve months just passed there was a notice- 
able increase in requests for special credit re- 
ports, which always indicates a picking-up in 
the industry. There was betterment in the co- 
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operative spirit between traders, and between 
the trade and our association, us indicated by 
the voluntary sending in to us, by manufactur- 
ers, wholesalers and jobbers, of 24,566 delinquent 
account exreriences, all of which co-operation 


plays a part in helping to clarify the credit 
atmosphere.” 


Specialist in Wide, Thick Cali- 
fornia Pines Increases Cut 


Qutncy, Ca.ir., Sept. 19.—Beginning a pro- 
gram aimed at better service to its customers, 
the Quincy Lumber Co., of this city, started its 
Quincy sawmill plant, Sept. 1. The company 
owns plants at Quincy and at Sloat, Calif., about 
fifteen miles distant, both mills being located in 
the same section of the Feather River district. 
For the past two seasons the company operated 
only the Sloat plant, the one here remaining 
closed. 

The company’s cut this year will approxi- 
mate 30,000,000 feet, due to the late start of the 
Quincy mill. Next year it expects to cut 40,- 
000,000 feet. The principal products are Cali- 
fornia sugar pine and Ponderosa pine. Because 
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Booklet on Boulder Dam Project 
of Real Interest 


An especially well written and informative 
booklet containing pictorial and descriptive data 
of popular interest about the construction of 
Boulder Dam has been prepared by the Barrett 
Co., 40 Rector Street, New York City. Among 
the many construction features illustrated and 
described is the roof on the U-shaped power 
house group, the intake towers, and the canyon 
wall outlet works, where 180,000 square feet 
of Barrett roofing was used. Called “the great- 
est roof ever built,” it is designed to protect 
over $8,000,000 worth of power house machinery 
from the elements and from rock that may be 
expected to shake loose from the canyon walls 
and crash down from time to time. The roof 
is 4 feet, 6 inches thick. From bottom to top, 
it consists of the following strata—concrete 
structural slab, heavy mopping of coal tar pitch, 
cobble stones and pea gravel, natural earth fill, 
sand cushion, concrete auxiliary slab, water- 
proofing membrane, concrete protective slab, 
cobble stones and pea gravel, natural earth fill, 


= eee = 
qrameammalionas ae e-maremaame ten 


Some of the wide and thick sugar and Ponderosa pine items which the Quincy Lumber Co. is able 
to furnish from its two sawmills operating in the big pine district 


of the size of the timber in this district, the com- 
pany is especially well equipped to furnish wide 
and thick lumber in both California sugar and 
Ponderosa pines. 

E. D. (Dan) Baldwin was recently made as- 
sistant manager of the Quincy Lumber Co. C. A. 
King, of Lake Charles, La., is general man- 
ager. Mr. King, a well known southern opera- 
tor with many interests there, spends his sum- 
mers in the West and his winters in the South. 
Mr. Baldwin, who will be able to relieve Mr. 
King of many onerous duties, is well equipped 
for the position. He was formerly with the 
Spanish Peak Lumber Co., at Spanish Ranch, 
Calif., and is experienced in the Feather River 
Canyon, having operated there for the past 
twenty years. 


Equios Sash and Door Plant 


SuMNER, WasH., Sept. 19—Frank Cher- 
venka, prominent Puyallup Valley bulb grower, 
has purchased the site here formerly occupied 
by the Triangle Lumber Co. The buildings are 
being remodeled and equipment is being in- 
stalled so that the plant can be reopened late 
this month as a sash and door factory. H. C. 
Kohl will manage the factory. 





sand cushion, coal tar-sand mastic. The con- 
struction has been designed to absorb shock 
without permitting it to be transmitted to the 
structural slab. While the part played by 
Barrett is high-lighted on certain pages, the 
book as a whole provides general information 
of value. Copies may be obtained from Barrett 
as long as the supply lasts. 





Los Angeles Furniture Market 

e 7 

Reports Big Gains 

San Francisco, Cauir., Sept. 19.—Marked 
optimism is expressed by men prominent in the 
furniture trade over the present situation and 
future prospects of the industry, according to re- 
ports from Los Angeles. Results following the 
July Market Week have been very satisfactory. 
Sales during August are reported between 15 
and 25 percent over August a year ago, and 
about 25 percent ahead of July of this year. 
Prices are approximately 15 percent higher than 
they were a year ago. According to the monthly 
summary of business conditions of the Security- 
First National Bank, one manufacturer reports 
that if he should not receive another order,’ Sep- 

tember would still be a good month, 
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Proposed Changes in Fir 
Plywood Standard 


WasuinectTon, D. C., Sept. 21.—The Bureau 
of Standards, United States Department of 
Commerce, is sending to producers, distributors 
and users of Douglas fir plywood for their con- 
sideration, recommended revision of the Com- 
mercial Standard for Douglas Fir Plywood 
(CS45-33). This covers certain proposed 
changes submitted by the Douglas Fir Plywood 
Association, which have been approved by the 
standing committee originally appointed to con- 
sider such revisions. Copy of the proposed re- 
vision, together with acceptance form may be 
obtained by those interested from Harry H. 
Steidle, Division of Trade Standards, Depart- 
ment of Commerce, Washington, D. C. 


Buy Wisconsin Electric Mill 


Antico, Wis., Sept. 21—The sale of the 
electrically operated sawmill at Elcho has been 
announced by Charles J. Hanzel, who several 
months ago purchased the property of the 
Joannes interests of Green Bay, known as the 
Elcho Corp. The two buyers, both of Shawano, 
are Ira Weeks and Charles Gilmer. They have 
entered into a contract with the Kohler Co. 
to supply crate and box lumber. The manu- 
facturing firm is known as the Northern Wood- 
stock Co. 








Building Verges on Boom 


San Francisco, CAuir., Sept. 21.—Ground 
was recently broken in Ross for the first of a 
series of 25 model FHA California homes to be 
built in the San Francisco Bay area this fall. 
Building will be under Government inspection 
and supervision for financing under the FHA 
insured mortgage system. 

Reports from Lodi, in the San Joaquin Val- 
ley, are that the present building spurt in that 
territory is about equal to the building boom 
times of the past. 





Woodworkers, Retailers Report 


Big Gain in Business 


MILWAUKEE, WISs., Sept. 21.—Woodworking 
firms in Milwaukee have been noting increases 
of from 20 to 50 percent during the first eight 
months of this year, according to a survey 
here, which also showed that, at present, busi- 
ness is somewhat dull, due to the usual seasonal 
decline. The present lull is traced to the 
scarcity of skilled cabinet workers rather than 
lack of orders, the outlook continuing bright. 

A 50 percent increase in business is reported 
for Builders Woodwork, by E. J. Wahlen, man- 
ager. At present, 26 men are employed in the 
shop, a much smaller crew than in 1928 and 
early 1929, but the current outlook is for a 
normal force in 1937. 

A. J. Gast, vice president of the West Side 
Manufacturing Co., reported that while activity 
of his firm is still far below normal, current 
business is at least 40 percent better than a 
year ago. Mr. Gast said that, “judging by the 
figures for the past eight months, the climb 
toward more prosperous days is in progress.” 

The Badger Sash & Door Co. is now run- 
ning about 30 percent ahead of last year, 
although at present it is experiencing a seasonal 
dullness. John Dierchsmeier, president of the 
firm, said that he expects normal volume to be 
reached in about two years. 

The increase in building has also aided lum- 
ber companies, which show increases up to 30 
percent for the first eight months of the year. 
A pick-up of 25 to 30 percent over a year ago 
ls reported by the Coerper Bros. Co., while 
the John Eller Lumber, Steinman Lumber, 
John Schroeder, A. Lentz Co. and Hilty-For- 
ester Lumber companies all agreed that the 
usual slump during July and August did not 
make an appearance this year, and that no 
effect has as yet been felt as a result of the 
slight decline reported by builders since the 
first of September. 
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Announcement... . 


Having acquired the Lumber Division of the Toledo Guar- 
anty Corporation, and retaining the personnel formerly 
in charge, we are prepared to supply all requirements 


in West Virginia Hardwoods. 


A large and varied stock 


of lumber is on hand ready for prompt shipment, and 
inquiries and orders should be directed to: 


THE APPALACHIAN COMPANY, 


936 Woodville St., 


TOLEDO, OHIO 
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Fair Treatment... 


In all our business dealings we try to bear in 
mind the viewpoints of our customers—and to serve 
them as we would want to be served. We are not 
infallible—but mistakes are speedily rectified. Folks 
must like our policy for they’re coming back with 
lots of repeat orders for our Good Shortleat. 


r Company 
Camden, Ark. 

















Loss Prevention Through Our Inspection Service 
ls Better Protection Than Full 
Payment of Any Claim 


rT Vw + 


ASSOCIATED LUMBER MUTUALS 


Central Manufacturers Mutual Ins. Co. 

Lumber Mutual Fire Insurance Co. 

Lumbermens Mutual Insurance Co. 
Pennsylvania Lumbermens Mutual Fire Ins. Co. 
Indiana Lumbermens Mutual Insurance Co. 


Northwestern Mutual Fire Assn. 
Seattle, Washington 


COMBINED ASSETS 


$23,353,943.41 


Established 
1876 

Van Wert, Ohio 
1895 

Boston, Mass. 

1895 

Mansfield, Ohio 
1895 

Philadelphia, Pa. 
1897 

Indianapolis, Ind. 
1901 


COMBINED SURPLUS 
$11,918,035.22 


Detailed statement of each or all of the companies sent upon request. 
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Late News 


Insulated Home Now On View 


BurraLo, N. Y., Sept. 22.—An_ insulated 
home, erected by R. C. Dewey, is now open for 
inspection at 177 Woodcrest Avenue. It is 
one of a series of homes built as part of a 
nationwide program to demonstrate the triple- 
insulation methods of the Johns-Manville Co. 
The plan provides freedom from maintenance 
expense, protection against fire and more com- 
fort through better control of air, heat and 
cold. On the first floor are a combination liv- 
ing and dining room, kitchen, hall, and an at- 
tractive entrance. A recreation room, a model 
of its kind, in the basement provides ample play 
space. The bedrooms on the second floor over- 
look an attractive garden. There is a shower 
bath and lavatory, and plenty of closet space 
in the bedrooms. 


Sees Wood Growing in Favor 


Spokane, WasH., Sept. 21.—Milton McGold- 
rick, secretary McGoldrick Lumber Co., said 
recently that he believes that, in spite of in- 
creasing talk of pre-fabricated houses of ultra- 
modern design, wood construction over the coun- 
try is increasing. 

“I first noted the trend in Los Angeles last 
year,” Mr. McGoldrick said. “Since then I 
have checked up and have found the condition 
to be general. Wood construction is becoming 
increasingly popular in territories where other 
types were all the rage until last year. Such 
things seem to run in cycles and I believe that 
the present trend presages excellent business for 
lumber for several years to come.” 


Canada Moves Toward Insured 


Modernizing Loans 


Toronto, Onrt., Sept. 21.—The Canadian 
Government has taken an important step for 
widening its assistance to housing. The origi- 
nal Domin‘-- Housing Act is restricted to 
loans for building of new houses. Ever since 
the Act was put into operation, last fall, strong 
representations have been made by the Ontario 
Retail Lumber Dealers Association and other 
trade and labor interests and groups, urging 
the Government to extend its assistance to those 
who wish to repair and remodel. This step has 
now been taken, according to an announcement 
by Prime Minister W. L. Mackenzie King. 

The Ontario Retail Lumber Dealers Asso- 
ciation urged the Canadian Government to 
adopt a plan similar to that of the Federal 
Housing Act of the United States, to insure or 
guarantee loans for repair, remodeling, etc. 
The plan now announced includes a guaranty 
to the lending institutions, by the Canadian 
Government, against loss up to 15 percent for 
loans, to a maximum of $50,000,000, to home 
owners, for repairs and improvements on ex- 
isting dwellings. The Prime Minister said that 
all preparations would be complete for the in- 
troduction of such legislation when Parliament 
meets in January. The chief features of the 
proposal are: 


The operation of the Dominion Housing 
Act is to be extended to cover loans up to 
$2,000 to home owners, without endorsement, 
at a maximum of 5 percent interest, for 
terms up to 5 years. 

The Dominion Government will guarantee 
against losses up to 15 percent of the total 
loans over a given period, the total liability 
thus assumed being fixed initially at $7,500,- 
000, covering $50,000,000 worth of loans. 

The loans are to be made by chartered 
banks and other approved lending institu- 
tions. 

The Government retains the right to an- 
nounce at any time that no further loans 
will be guaranteed for all lending institu- 
tions, or for a particular one. 

The Government administrative action is 
to be confined to accepting and recording 
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From the Building Field 


loans for guarantee, 
paying them, 

The loans are to bear not more than 5 per- 
cent discount rate, repayable in monthly in- 
stalments over one year, or a pro rata dis- 
count rate for other periods. There are to be 
no additional charges of any kind, except as 
provided for arrears. 

The loans are to be used solely for re- 
habilitating and improving existing real 
property owned by the borrower. Fixtures, 
but no removable attachments or appliances, 
are to be considered as improvements. 


Florida Cities Score Great 
Gains in Residential Building 


Miam1, Fta., Sept. 21—Two of the most 
important communities in Florida have so much 
of a showing on new residences that particular 
note is made of building gains as Chamber of 
Commerce records. John Morris, executive 
secretary of the Miami Chamber, finds that, in 
his city and Miami Beach, 167 single-family 
residences were authorized in August. James 
T. Daniels, chamber manager at Jacksonville, 
discussing the eight months of 1936, observes 
along the same line: “The principal building 
construction in Jacksonville for the period cov- 
ered has been residential, and our thought is 
that it will continue at about the same rate 
for some time to come.” 

Students of social as well as business life 
find cause for congratulation on this seeming 
trend to home-life in the very great revival 
for all building in the State in the past eighteen 
months. Added to the 137 single family per- 
mits in Miami were four two-family dwellings 
and four multi-family buildings, bringing the 


receiving claims and 





cost of places for family life to $706,759 for 
August, in which the full cost of all construc- 
tion was $1,145,161. A further significant fact 
was the item of $62,999 for repairs on resi- 
dential structures. At Miami Beach there were 
30 single-family residential permits with cost 
listing of $372,300. ‘ 

Miami and Jacksonville are setting a great 
pace for all the State in building of all kinds. 
What they are doing is, also, indicating much 
the same sort of pace in every part of the com- 
monwealth. For 1936, through August, Jack- 
sonville averaged $332,890 in permits per month, 
compared to $281,137 for the same time in 1935, 
which was also a good year. The Miami 1936 
total for all building was very much over that 
for the same period of 1935, and the same is 
true .of Miami Beach. The totals for eight 
months of 1936, and for all of 1935, make 
rather wonderful reading to those who struggled 
through the real estate crash of 1926-1927, and 
the nation-wide panic of 1929-1930. 





Builds Single-Family Homes at 
Rate of Four Per Day 


LouIsvitLe, Ky., Sept. 22.—Fred Erhart, 
building inspector, has reported that more than 
four one-family homes were built for each of 
the 365 days of the city’s fiscal year ending 
Aug. 31. The value placed on the homes was 
$1,142,500. The 1,792 homes represented 377 
more than were built in the previous fiscal 
year. 

The total value of the 6,202 permits issued 
during the year was $5,786,395, an increase of 
1,130 permits and an increase of $1,908,006 in 
value, compared with the previous fiscal year. 


Lumber Houses Ready for Preview 


Wasuincton, D. C., Sept. 22.—Elaborate 
ceremony will mark formal opening of the 
lumber industry’s demonstration houses in 
Bethesda, Md., a nearby suburb, built under 
the low-priced house program originated by the 
Federal Housing Administration. Averaging 
in cost $500 per room, the three houses will 
be shown at a special preview to officials and 
representatives of leading interested organiza- 
tions on Monday and Tuesday next. Opening 
ceremonies will take place at the United States 
Chamber of Commerce building, with addresses 
by representatives of the government and the 
industry. Following this, an inspection trip has 
been arranged, with transportation to the prop- 
erty provided by the National Lumber Manu- 
facturers’ Association. 

The public already will have been acquainted 
with the nature and purpose of the low-cost 
home building program in a nation-wide radio 
broadcast originating in Washington Sept. 25. 
During this program, Wilson Compton, 
secretary, National Lumber Manufacturers Asso- 
ciation, and Deputy Administrator L. R. Gignil- 
liat of the Federal Housing Administration, will 
be heard in a discussion of “Low-priced 
Homes.” 

The industry is anxious to impress the public 
that these are not “slum clearance” nor “mass 
production” homes, but small, detached dwel- 
lings, making it possible for families of mod- 
erate incomes to enjoy better conditions of 
health, sanitation, modern conveniences. 

It is the purpose of the sponsors of the move- 
ment to interest the lumber industry of the 
nation in a broad program of encouraging con- 
struction of homes of this type, in which lumber 
can be used to advantage. 

The three Bethesda houses, developed in 
lumber, using average-skill labor and without 
the advantages of special price or mass produc- 
tion, are being completed well within the 
Government estimates of $2.500 to $2,900. The 
financing is on a basis of 20 percent down and 


deferred payments as low as $25 per month. 

Built as a lumber demonstration and not as 
a real estate venture, there has been neverthe- 
less an unexpected buying demand for the 
houses. Bearing in mind that similar demon- 
stration small homes are being built by various 
groups throughout the country and that home 
building is a subject of growing national in- 
terest, it is easy to imagine that the coming 
months will see still further stimulation and 
increase of the demand for small homes. 

The houses selected for the Bethesda demon- 
stration are the four-room bungalow, the four- 
room two-story house and the six-room 
two-story house described and illustrated in FHA 
Technical Bulletin No. 4, where they are listed 
as houses “B,” “D,” and “E,” with costs from 
$2,500 to $2,900, exclusive of the building lot. 

gaa Compton is gratified with the re- 
sults. 

“These small houses,” he said, “have been 
built within the price limits set in the FHA 
publications, and our demonstration shows that 
even in the highcost area of Washington, 
ay houses that are truly low-cost can be 
built. 

“All steps of construction and financing have 
followed regular building routine. There have 
been no donations of materials or services, and 
no special prices. Results show that single 
houses of standard lumber frame construction, 
properly designed, can be built at as low a cost 
as those which have been forecast, but general- 
ly not realized, in plans for standardized mass- 
production houses.” 

Details of special interest are: The low cost 
of the houses, the high quality and good ap- 
pearance of the finished structures, and the fact 
that each house has all public service utilities 
—gas, electricity, water, sewerage, and a com- 
plete basement and. heating plant. . 

Costs may be expected to vary slightly in 
proportion to cubic-foot building costs in 
various sections of the country. 
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39th Annual of “National Hardwood” 


Reviews record of notable achievements of a great lumber asso- 
ciation which has raised the standards of Production, Grading and 
Distribution, to the benefit of the consuming public 


(Continued from front page) 
resources, reserves and inspection volume as 
evidence that the association is keeping pace 
with the steady upward trend of conditions in 
the hardwood industry. 

In his financial statement he showed the net 
worth of the association including the invested 
reserves as $85,101.66 as compared with $77,- 
682.72 a year ago, an increase of exactly 
$7,418.94. The balance one year ago plus re- 
ceipts of the year totaled $132,178.38 and the 





GEORGE N. HARDER 
Wells, Mich.; 
tetiring President 


J. J. LINEHAN, 
Cincinnati, Ohio; 
First Vice President 


disbursements $120,174.38, leaving a balance in 
the treasury of $12,004.00. 

In the inspection department the total of or- 
iginal inspections was 48,797,047 feet. The vol- 
ume of original inspections is a fairly accurate 
barometer of the trends in the hardwood trade 
and the increase of 38% percent over the pre- 
vious year is an encouraging sign. 

The increased volume of inspections reduced 
the net loss to $2,559.82 in the operation of the 
department for the year including overhead 
costs, compared with the loss of $9,614.10 for 
the previous year. The improvement amounts 
to $7,054.28. It is interesting to observe that 
this improvement in the operation of the in- 
spection department accounts almost entirely for 
the increase of $7,418.94 in the net worth of 
the Association for the year. 

There has been a continuous demand for in- 
structional services by National inspectors and 
the commendatory reports received from mem- 
bers indicate that such services have not only 
proved to be profitable but in many instances 
have returned large dividends as compared to 
the moderate cost of the service. 

The membership report showed 72 new names 
were added to the rolls during the past year as 
compared with 63 for the previous year, while 
29 names were dropped during the year, as com- 
pared with 35 for the previous year. The net 
gain for the year just closed was 43, as against 
29 for the same period a year ago. The mem- 
bership figures on Sept. 1, 1936, were 523 active 
and 26 associate members, a total of 549, as com- 
pared with 506 a year ago. 

Secretary McClure proceeded to tell of trade 
development, saying that sentiment through- 
out the hardwood trade, on the urgent need 
of co-operative effort to hold and expand 
the markets for hardwoods, is slowly but 
steadily crystalizing into action. The move- 


ment is gaining impetus and definite results 
are beginning to appear. 

Three regional groups, the Northern Hem- 
lock & Hardwood Manufacturers Association, 
the Appalachian Hardwood Manufacturers 
(Inc.), and the Southern Hardwood Producers 
(Inec.), are engaged in well-planned cam- 
paigns for promoting the hardwood species 
in their respective territories. Three species 
groups, the American Walnut Manufacturers 
Association, the Mahogany Association and 
the Philippine Mahogany Manufacturers’ Im- 
port Association, are also conducting aggres- 
sive campaigns for their respective woods. 
The National Lumber Manufacturers Associa- 
tion has established a hardwood division to 
serve as a clearing house for co-ordinating 
the activities of these regional and species 
groups, and to conduct a general campaign 
designed to serve as a necessary background 
for general hardwood trade promotion. All 
of this represents real progress, and points 
clearly to a definite determination by hard- 
wood men to get in step with progressive 
trade development methods and to keep wood 
in its rightful position as “the most univer- 
sally useful material known to man.” 


THURSDAY AFTERNOON 


Following luncheon the company reassembled 
to enjoy another highlight of the convention pro- 
gram, in an address by Merle Thorpe, editor 
of Nation’s Business, published by the 
United States Chamber of Commerce. From 
the viewpoint of a student of affairs and trends 
in Washington he traced developments of the 
past four years and then declared: “If our coun- 
try wants business activity, we can pay the price 
and get it.” Continuing he said: 


The price for business activity is not 
money, but the conquering of the envy and 
hate we are taught to hold for those who 
gain success in their work as enterprisers. 
We must return to the one-time sentiment of 
commendation for those successful in pro- 
ducing and marketing materials. Business 
activity may be broken down into demands 
for the bare necessities of life and demands 
for things not absolutely necessary. Profit 
is the motive for the stimulation of exchange 
in goods. Not simply a money profit but 
what money represents. There is one agency 
which is time tried that alone can stimulate 
the individual to trade. It is made up of a 
group of men and women who have peculiar 
abilities in that direction and may be called 
enterprisers. The enterprisers of the nation 
constitute a small group of the population. 
They anticipate potential desires, provide for 
the financing of the operations to produce, 
sell, transport and distribute goods. This 
small group maintains the constant pressure 
of progress. Without their energy and di- 
rection our famed standard of living would 
collapse. They are our most important na- 
tional asset and should be stimulated to do 
their best to give full play to their distinc- 
tive talents. 

In the past 50 years, 18 new industries have 
been created and developed in the United 
States. Today these industries employ be- 
tween nine and ten million men and women 
—nearly one-fourth of the total number gain- 
fully employed in this country. 


The balance of the afternoon session was de- 
voted to reports of important standing commit- 
tees. John W. Bailey, Laurel, Miss., chairman 
of the inspection rules committee, took the plat- 
form to present the report and recommendations 
for rules changes developed during the year. He 
presented a new booklet of 48 pages covering 
standard specifications for structural stress 
grades of hardwoods authorized at the last an- 
nual meeting. This was approved by vote as 
were all other recommendations for rules changes 
offered by the committee, consisting chiefly of 
a series of minor changés calculated to clarify 
the existing rules. The complete official rules 


as amended will soon be in the hands of all 


members, 
The Annual Banquet 


Four hundred members assembled in the eve- 
ning in the main ballroom of the hotel for the 
annual banquet. A fine galaxy of professional 
entertainers performed. Entertainment for the 
visiting ladies was provided from Monday to 
Friday, inclusive, and included lunches, after- 
noon teas and visits to many points of interest 
in and about the city. 

Under the guidance of Frank Niles, well- 
known New York wholesaler, as many of the 
members as wished gathered at his office in East 
40th street at 10 A. M. for a motor trip to the 
Wingfoot Country Club, in Mamaroneck, 20 
miles east of the city, for a day of golf. 

On Friday evening following adjournment of 
the convention the “Thirty-Year Club,” com- 
posed of men who had held membership in the 
N.H.L.A. over a period of thirty years sat down 
to an excellent dinner served in one of the spa- 
cious parlors of the hotel. It proved to be an 
exceedingly informal affair, and a fitting climax 
to this annual gathering of the hardwood clans. 

Below is the Honor List of the Thirty-Year 
Club: 

Adler Manufacturing Qv., Louisville, Ky.; 
Anderson-Tully Co., Memphis, Tenn.; *Bab- 
cock Lumber Co., Pittsburgh, Pa.; Richard P. 
Baer & Co., Baltimore, Md.; Chas. H. Barnaby, 
Greencastle, Ind.; Bellgrade Lumber Co., 
Memphis, Tenn.; *Brunswick-Balke-Collender 
Co., Chicago; Buffalo Hardwood Lumber Co., 
Buffalo, N. Y.; J. M. Card Lumber Co., Chick- 
asaw, Ala.; Columbia Hardwood Lumber Co., 
Chicago; J. W. Darling Lumber Co., Cincin- 
nati, O.; Davenport, Peters Co., Boston, Mass.; 
Dennis Lumber Co., Grand Rapids, Mich.; 
Emporium Forestry Co., Conifer, N. Y.; M. B. 
Farrin Lumber Co., Cincinnati, Ohio; Theo. 
Fathauer Co., Chicago; *Faust Bros. Lumber 
Co., Jackson, Miss.; Fry-Fulton Lumber Co., 
St. Louis, Mo.; L. H. Gage Lumber Co., Provi- 
dence, R. I.; Earl Hart Lumber Co., Cincin- 
nati, Ohio; *Heidler Hardwood Lumber Co., 
Chicago; H. Herrmann Lumber Co., New 
York; *Hobart & Co., Boston, Mass.; Hoffman 





J. W. McCLURE, 
Chicago; 
Secretary 


R. B. GOODMAN, 
Marinette, Wis.; 
Director 


Lumber Co., Columbia, S. C.; *Holt Lumber 
Co., Oconto, Wis.; *Chas. Holyoke Lumber 
Corp., Boston, Mass.; *W.T. Hubbard. Lumber 
Co., Toledo, Ohio; Jackson & Tindle, Inc., 
Buffalo, N. Y.; Jones Hardwood Co., Charles- 
town, Mass.; *The T. T. Jones Lumber Co. 
Minneapolis, Minn.; Keith Lumber Co., Chi- 
cago; ‘i . King Lumber Co., Chicago; 
*MacLea Lumber Co., Baltimore, Md.; *Maley 
& Wertz Lumber Co., Evansville, Ind.; Mc- 
Lean-Arkansas Lumber Co., Little Rock, 
Ark.; Mengel Co., Louisville, Ky.; Miller Lum- 
ber Co., Buffalo, N. Y.; Mowbray & Robinson 
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Lumber Co., Cincinnati, Ohio; National Cas- 
ket Co., Long Island City, N. Y.; Oval Wood 


Dish Corp., Tupper Lake, N. Y.; *Palmer & 
Parker Co., Boston, Mass.; Parker & Page 
Co., E. Cambridge, Mass.; Penrod, Jurden & 


Clark Co., Kansas City, Mo.; *Thos. E. Powe 
Lumber Co., St. Louis, Mo.; Sawyer Goodman 
Co., Marinette, Wis.; ‘*Schofield Brothers, 
Philadelphia, Pa.; *John I. Shafer Hardwood 
Co., So. Bend, Ind.; on a | oe Mfg. Co., 
Philadelphia, Pa.; *P. V. Shoe alnut Co., 
Cincinnati, Ohio; S. E. Slaymaker & Co., Inc., 
New York City; E. Sondheimer Co., Sond- 
heimer, La.; Standard Hardwood Lumber Co., 
Buffelo, N. Y.; Steele & Hibbard Lumber Co., 
St. Louis, Mo.; *I. Stephenson Co., Wells, 
Mich.; J. V. Stimson Hardwood Co., Dumas, 
Ark.; *Tendal Lumber Co., Inc., Waverly, La.; 
Thomas & Proetz Lumber Co., St. Louis, Mo.; 
Turner-Farber-Love Co., Lemoyen, La.; Up- 
ham & Walsh (Inc.), Chicago; Van Keulen 
& Winchester Lumber Co., Grand Rapids, 








Cc. D. HUDSON, 
Washington, D. C.; 
Wood Box Manager 


JOHN W. BAILEY, 
Laurel, Miss.; 
Inspection Rules 


Mich.; Von Platen-Fox Co., Iron Mountain, 
Mich.; Williams & Voris Lumber Co., Chat- 
tanooga, Tenn.; *John M. Woods & Co., Bos- 
ton, Mass.; E. J. Young, Madison, Wis.; *Bald- 
win Co., Cincinnati, Ohio. 


*Names appearing on this Roll of Honor 
for the first time. 


FRIDAY MORNING SESSION 


Many of the hardwood fraternity were aware 
of the fact that there had been labor difficulties 
and a protracted strike at the hardwood plant 
under the management of President George N. 
Harder, at Wells, Mich. At the opening of this 
session Mr. Harder read a brief telegram, just 
received from his company, which said: “Strike 
settled; no concessions.” The announcement 
was greeted with prolonged applause. 

The Robinson-Patman Act put through by the 
last Congress was handled without gloves at the 
morning session by Dr. Willard L. Thorp, di- 
rector of economic research for Dun & Brad- 
street. 


At best, he declared, it is a badly written 
law and the more you struggle with the legal 
aspects of it the surer you are of getting 
nowhere. 


He proceeded to trace the effect upon business 
of the Sherman Law, the Clayton Act, the Fed- 
eral Trade Commission and finally the N.R.A. 
“And now comes the Patman Act, with its at- 
tempt to control price discrimination in large 
transactions. As the law is written, if price 
discrimination is found, the producer, the dis- 
tributor and the buyer may be equally liable, 
and anyone or all might have to go to jail. The 
biggest danger as I see it is that the ambulance- 
chaser type of lawyer may encourage litigation 
on agreement to split the amount recovered, if 
any. In any event, intrastate transactions are 
not involved, as such regulation is the function 
of the State. There is a feeling that when the 
Supreme Court rules on the validity of this law 
all or much of it may be thrown out.” 

C. D. Hudson, of Washington, D. C., man- 
ager of the National Wooden Box Associa- 
tion, urged co-operation between the Hardwood 
association and his group, pointing out that the 
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box shops of the country cut up $37,000,000 
worth of low-grade lumber annually. 


CLOSING SESSION 


Assembling after lunch on Friday for the final 
session greetings were extended from many visit- 
ing association officials. Vice-president John I. 
Coulbourn, and Secretary W. W. Schupner, of 
the National-American Wholesale Lumber As- 
sociation responded for that association; Rod- 
ney E. Browne, of New York, for the National 
Association of Commission Lumber Salesmen; 
Jerome J. Farrell, of Poland, N. Y., president 
Northeastern Lumber Manufacturers Associa- 
tion. Mr. Farrell made the very pointed state- 
ment that: “For a number of years we manu- 
facturers have been working chiefly for the 
banks, the insurance companies, the tax collec- 
tors and the manufacturers of red ink, and it is 
about time that they all combine to give us a 
break.” 

Fred Hooton, of C. Noel Legh & Co. (Ltd.), 
of Liverpool, reviewed trade conditions in Eng- 
land. F. C. Babcock, son of former President 
E. V. Babcock, of Pittsburgh, had that morning 
stepped from an ocean liner, completing a sea- 
son in Europe which included a motor tour of 
the British Isles and much of northern Europe. 
He said that the war situation over there was 
critical. There was much need of housing in 
most of the countries, and from a casual study 
of the manufacture and use of native lumber he 
was impressed that they produce and use much 
lumber that must be classed as very poor. 

The committee on resolutions presented a 
series of resolutions, all of which were unani- 
mously adopted. They included these: 

Resolved, That we, the National Hardwood 
Lumber Association, assembling at our 39th 
milestone, wish to give voice to our appre- 
ciation and to acknowledge our debt and 
gratitude to our lumber trade press. In the 
annals of all industrial development there has 
been no more loyal and helpful trade press 
than these comrades who serve the lumber 
industry. Year after year, in prosperity or 
adversity, they have not only reflected ac- 
curately the news of the trade and industry, 
but beyond this scope they have given wise 
counsel supported by constructive leadership 
which we consider and cherish as a most 
valuable asset to our industry. 

Resolved, That we extend this expression 
of our gratitude to all those metropolitan 
lumbermen and organizations who have given 
so generously of their time and their means 
in a successful effort to make this one of 
the most enjoyable annual meetings ever 
held by this association. 


OFFICERS ELECTED 


Jerome J. Farrell, Poland, N. Y., chairman of 
the committee on nominations, explained that 
the selection of new members of the board of 
directors had been approached with a view to 
having strong representation from each section 
of the country. Of the 11 directors whose terms 
expired with this meeting six were re-elected, 
and five new members were added, whose terms 
will expire in 1939. This group includes: 

R. C. Stimson, Memphis, Tenn.; Harry E. 
Kline, Louisville, Ky.; . W. Hutcheson, 
Huntsville, Ont.; F. G. Christmann, St. Louis, 
Mo.; Gibson MclIlvain, Philadelnhia. Pa.; 
Joe Thompson, Memphis, Tenn.; D. C. Wilson, 
Perry, Fla.; George N. Harder, Wells, Mich.; 
Thomas Blagden, New York, N. Y.; H. Brooke 


Sale, Columbia, S. C.; B. C. Tully, Memphis, 
Tenn. 


_ To fill vacancies for the unexpired term end- 
ing 1938: 

R. B. Goodman, Marinette, Wis.; George H. 
Henderson, Keltys, Tex.; O. L. Miller, Buf- 
falo, N. Y.; Fred Bringardner, Lexington, Ky. 


To fill vacancies for the unexpired term end- 
ing 1937: 


J. C. Rodahafer, Kansas City, Mo.; James 
C. Walsh, Chicago. 


To head the organization for the ensuing year 
these officers were chosen: 


President—W. H. Lear, Philadelphia. 

lst Vice President—J. J. Linehan, Mowbray 
& Robinson Lumber Co., Cincinnati, Ohio. 

2nd Vice President—Gordon Reynolds, 
Reynolds Bros. Lumber Co., Albany a. 

3rd Vice President—E. B. Maxwell, E. J. 
Maxwell, Limited, Montreal, Canada. 

Secretary-Treasurer — John W. McClure, 
Chicago. 
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BIG PROFITS 
LUMBER DEALERS 


in Selling 


The 


PEACOCK 
LINE 


of Wallpapers 
oe 


Our new 1937 Line--- 
the largest and finest 
we have ever prod- 
uced --- is now ready. 
Write for SPECIAL PROPOSITION 
for lumber dealers. 


LENNON 


Wall Paper Company 
JOLIET, ILL. 
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THIS IS A SILO YEAR 


You ve never had a better chance to 
sell Mattson Temporary Silos. Grains 
are short but continued 
rains are producing addi- 
tional ensilage—the farm- 
ers’ best bet this year for 
Winter feeding. Don't waitl 
Write TODAY for dealer 
literature on Mattson Tem- 
rary Silos and Portable 
orn Cribs. 


Mattson. Wire and Mty (4 ; 


OLIET * ILLINOIS 
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ALBION 
a af 


PRESSURE 
GUN 


USE 
CAL3AR 
CAULK 
-0- 
SEAL 


Reg. U. 8. Pat. Off. 


Super - plastic. non - 
staining. elastic 


for CAULKING 
and GLAZING fons or pois 


Trouble -free gun. use. Makes perma- 

Nothing to get out nent seal; saves fuel 

of order. Power, costs. Black and 9 

strength, dependabil- colors in tubes, cans, 

ity. ust-proof cad- drums and car- 
h. tridges. 

Order Direct or Through Your Jobber 


Send for cescriptive Circulars 


CALBAR PAINT & VARNISH CO. 
Mfrs. of Technical Products 
__ 2612-26 N. Martha St., PHILADELPHIA, PA, 

















BOOKS FOR LUMBERMEN— 
We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 











KNOWN 
QUALITY... 


specify WIER Long 
Leaf Yellow Pine. 


You're safe in recom- 
mending it for any 
building purpose—it's 
always dependable. 


And you can rely on 
WIER for prompt, 
careful filling of your 
orders. 


WIER LONG LEAF LUMBER CO. 


HOUSTON, TEXAS 
MILLS—WIERGATE, TEX. 














Eastman - Gardiner 


HARDWOOD CO. 


Laurel, Mississippi 


Manufacturers 


Poplar, Gum, Oak 


Rough and Dressed 
Air-Dried and Kiln Dried 


Inquiries and orders will receive 
prompt attention 




















TEXARKANA, ARK-TEX- 


SOUTHERN 
VYELLOW PINE 
and Hardwoods 


Mix—ED CARS OR STRAIGHT CARS 
RETAIL YARD STOCK 
A SPECIALTY. 
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Wholesale Distributors Meet 


New York, Sept. 21.—The fourth annual 
meeting of the National Wholesale Lumber 
Distributing Yards Association (Inc.) was 
held at the Hotel New Yorker on Wednesday 
and Thursday last. Most of the affiliated yards 
handle hardwoods exclusively and are also 
aligned with the National Hardwood Lumber 
Association. Its sessions were scheduled for 
Wednesday evening when the directors met to 
elect officers for the ensuing year, and Thursday 
noon when the annual luncheon was held. 

Executive officers were chosen as follows: 

President—D. C. MacLea, MacLea Lumber 
Co., Baltimore, Md. 

First vice-president — Theodore Fathauer, 
Theodore Fathauer Lumber Co., Chicago. 

Second vice-president—Henry Swafford, E. 
J. Stanton & Son, Los Angeles, Calif. 

Secretary-treasurer—J. Jeckson Kidd, Jr., 
Kidd & Buckingham Lumber Co., Baltimore, 
Md. 

Counselor—Daniel Forbes, Washington, 
a 

Directors—Thomas Blagden, I. T. Williams 
& Son, New York; D. J. Cahill, Western Hard- 
wood Lumber Co., Los Angeles, Calif.; Walter 
T. Chamberlin, John M. Woods & Co., East 


Cambridge, Mass.; Fred G. Christmann, 
Christmann Veneer & Lumber Co., and T. W. 
Fry, Fry-Fulton Lumber Co., St. Louis, Mo.; 
W. H. Lear, Wilson H. Lear Lumber Co., and 
Gibson Mcllvain, J, Gibson MclIlvain Co., Phil- 
adelphia, Pa.; W. B. McEwen, McEwen Lum- 
ber Co., High Point, N. C.; Mr. Kreutzer, .Chi- 
cago; Roger Sands, Ehrlich-Harrison Co., 
Seattle, Wash.; A. C. Sconce, Omaha Hard- 
wood Lumber Co., Omaha, Neb.; Don Wal- 
lace, J. P. Scranton & Co., Detroit, Mich.; 
Cc. W. White, White Brothers, San Francisco, 
Calif. 


At the luncheon meeting Thursday noon there 
was discussion by members covering trade 
trends in each section, and in no instance was 
the comment other than favorable. The con- 
sensus was that the tide had definitely turned, 
and that consumption of hardwood lumber in 
1936 would be double that of 1935. Practically 
all mill production for the balance of the year 
was already covered by orders. 





DvE TO co-operative efforts of railway man- 
agements and employees in promoting Safety 
First, the number of fatalities among railroad 
employees in 1935 showed a reduction of 70 
percent compared with 1923. 


Among the Lumbermen’s Clubs 


West Side Club Reports Good 
Business, Stronger Prices 


CAMDEN, ARK., Sept. 21.—In opening the 
monthly meeting of the West Side Hardwood 
Club at Pine Bluff last Thursday, President 
Paul Nichols commented on the large attend- 
ance, which he thought was due in large meas- 
ure to better general business conditions, and a 
definite upturn in the lumber industry in par- 
ticular. ° 

Statistics compiled and presented by Secre- 
tary O. S. Robinson showed, for 21 mills re- 
porting : 

Stocks of 4/4 flooring oak amounted to 
3,802,000 feet green; and 2,313,000 feet dry; 
with orders totaling 2,350,000 feet. Orders 
on hand for other hardwoods totaled 3,669,000 
feet. Log stocks totaled 985,000 feet. Total 
of green and dry stocks on hand was 38,896,- 
000 feet. These figures, comparing favorably 
with those of the previous months, showed 
no great increase or decrease in stocks of 
green and dry flooring oak. Reporting on 
green and dry gum lumber, 23 mills showed: 
PLAIN Sap Gum 4/4: Dry—FAS, 653,000 feet; 
No. 1 & select, 263,000 feet; No, 2 common, 
614,000 feet. Green—FAS, 396,000 feet; No. 1 
and select, 883,000 feet; No. 2 common, 783,000 
feet. QUARTERED Sap Gum, 8/4: Dry—FAS, 
242,000 feet; No. 1 and select, 245,000 feet; No. 
2 common, 131,000 feet. Green—FAS, 105,000 
feet; No. 1 and select, 175,000 feet; No. 2 com- 
mon, 85,000 feet. PLAIN BLack Gum, 4/4: Dry 
—FAS, 82,000 feet; No. 1 and select, 259,000 
feet; No. 2 common, 166,000 feet. Green— 
4/4 FAS, 65,000 feet; No. 1 C&S, 119,000 feet; 
No. 2 common, 143,000 feet. QUARTERED BLACK 
Guo, 8/4: Dry—FAS, 82,000 feet; No. 1 and 
select, 173,000 feet; No. 2 common, 50,000 feet. 
Green—FAS, 28,000 feet; No. 1 and select, 
68,000 feet; No. 2 common 20,000 feet. Of 5/4 
and 6/4 No. 2 common and better sap and black 
gum, there is a total of less than 2,000,000 feet 
in green and dry stock. 


Recent sales were reported of 4/4 No. 1 
common plain sap gum at $21, mill, and black at 
$20, mill; FAS sap, at $28; black at $27, mill. 
These are the heaviest moving items, and fur- 
ther sharp advances are expected. While both 
were plentiful two months ago, with prices low 
the stocks of FAS sap gum and black gum 
have rapidly diminished, but with the price of 
common grades increasing, naturally the FAS 
grade will have to advance. 

Flooring oak has declined considerably, and 
some sales were reported as low as $23 for No. 
1 common. However, more recent sales were 


at $15, $20.50, and $26, mill, for mixed red 
and white oak. There is no surplus of flooring 
oak and, with building increasing, it was 
thought that prices on all items of oak again 
will come back in a short time. 

All items of hardwoods have been moving 
at fair prices, and everyone expects continued 
good business, with prices strengthening all 
along the line. 

As the fiscal year of the club ends in Oc- 
tober, the annual election of officers will be 
held at the next monthly meeting. President 
Nichols appointed a nominating committee, as 
follows: J. E. Townsend, Stuttgart, Ark., chair- 
man; H. B. Houck, Little Rock, Ark.; and 
Cliff Morgan, Bradley Lumber Co., Warren, 
Ark. This meeting will be held at Pine Bluff 
on Thursday, Oct. 15, and, in view of the fact 
that the club is entering upon its thirteenth year, 
a fitting celebration will be held to commemor- 
ate this event. 





Baltimore Exchange Managers Meet 


BattrmoreE, Mp., Sept. 18—The managing 
committee of the Baltimore Lumber Exchange, 
meeting again in monthly session after the sum- 
mer recess last Monday, found various routine 
matters, such as the periodical reports, to take 
up, but no business of general importance called 
for consideration. Some members of the com- 
mittee had not yet returned from their sum- 
mer vacations, and as a consequence the at- 
tendance was not full. Charles Howard, of the 
Colonna-Howard Co., the president, occupied 
the chair, and L. H. Gwaltney, secretary, kept 
the minutes. 


Tacomans Launch Social Club 


Tacoma, WasH., Sept. 19.—Tacoma lumber- 
men are prominently identified with a new so- 
cial group, the Tacoma Club, whose organization 
was announced here this week. The club has 
leased quarters on the 17th and 18th floors of 
the Washington Building, in the heart of Ta- 
coma’s business district, where club facilities, 
including dining rooms for men and women, 
lounge rooms, a tap room, gymnasium and 
locker rooms will be maintained. J. P. Weyer- 
haeuser, Jr., prominent Tacoma lumberman, is 
a member of the executive committee. Other 
Tacoma lumbermen included among the char- 
ter members are: Eugene Calloway, C. S. Chap- 
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man, Norton Clapp, Minot Davis, Ernest Dolge, 
Lee Doud, R. L. Dickman, Philip Garland, 
E. G. Griggs II, Charles H. Ingram, G. E. 
Karlen, A. H. Landram, George S. Long, Jr., 
L. B. Macdonald, W. L. McCormick, Dwight 
Orr, Axel Oxholm, F. R. Titcomb, Ralph 
Brindley, Joe Diven, Shelley L. Pearne, M. N. 
Saxton, N. O. Cruver, L. T. Murray. 





Next Meeting of Southeastern 
Hardwood Club 


JACKSONVILLE, FLA, Sept. 21—The next 
meeting of the Southeastern Hardwood Manu- 
facturers’ Club will be held Tuesday, Sept. 
29 at 10:30 a. m., in the Hotel Mayflower, 
this city, according to announcement by Secre- 
tary F. M. Richardson. 


Club Opens New Fall Season 


BALTIMORE, Mp., Sept. 21.—The Baltimore 
and Washington Lumber Sales Club held its 
first session of the new season last Monday 
evening at the Hotel Longfellow. The main 
business was announcement of standing com- 
mittees by President Thomas S. Hauck. 

The next meeting will be held Monday, Oct. 
5, at the Hotel Longfellow. 


Cincinnatians to Golf, Dine, Elect 


CINCINNATI, OHIO, Sept. 21.—The seven- 
teenth annual tournament of the Cincinnati 
Lumbermen’s Golf Association will be held at 
the Western Hills Country Club on Oct. 6. 
Following the tournament, in which there will 
be a number of handsome prizes offered, there 
will be a good fellowship dinner in the evening, 
and the annual meeting, at which election of 
officers will be held and trophies will be pre- 
sented. 


Walworth County Club Enjoys 
Outing 


ELKHOoRN, Wis., Sept. 21.—Forty-seven lum- 
ber dealers, with their wives and guests, at- 
tended the first “Ladies’ Party” of the Walworth 
County Lumbermen’s Club, at The Big Foot 
Country Club on Lake Geneva. President 
Wells D. Church, .presided at a steak dinner, 
which was followed by the business meeting. 
Speakers were Jen King, field secretary of the 
State association, and Jacques Willis, Chicago. 


Bridge and other entertainment was provided. 
—_——s 


Empire Salesmen Play; 


Guess Woods 


BurFa.o, N. Y., Sept. 21—The Empire State 
Lumber Salesmen’s Association held an outing 
at Nick Stoner’s Inn, Caroga, Fulton County, 
on Sept. 17. The program included a baseball 
game, a golf match and a wood-guessing con- 
test. The chairman of the arrangements com- 
mittee was R. M. Bardin, of Schenectady, rep- 
resentative of the Burton-Swartz Cypress Co., 
Perry, Fla. 











Exchange Plans Fall Outing 


BuFFaLo, N. Y., Sept. 22.—The twenty-third 
annual fall outing of the Buffalo Lumber Ex- 
change will be held at Sturgeon Point, on Lake 
Erie, twenty miles southwest of Buffalo, on 
Oct. 6. William P. Betts is chairman of the 
entertainment committee, and Fred M. Sullivan 
will head the corps of chefs. 

—_—_—_—_—_—___—— 


Dealers Compete for Golf Prizes 


Toronto, Ont., Sept. 21—The retail lum- 
ber dealers of Hamilton were hosts at a golf 
tournament at the Burlington Golf and Coun- 
try Club, Burlington, on Sept. 18. Over 50 
lumbermen accepted the invitation and enjoyed 
a splendid afternoon’s sport on one of the 
finest and most interesting golf courses in 
eastern Canada. In the evening the lumbermen 
had a splendid banquet. Charlie Lawson, Ham- 
ilton, presided. 
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Has Largest Stock of 
Longitudinal Siding 


Mosite, Axa., Sept. 21.—An important item, 
not generally found in large quantities at any 
single mill cutting yellow pine, is longitudinal 
car siding, and a well known concern located in 
Mobile has the distinction of carrying the larg- 
est individual stock of this item in the United 
States. The Stover Manufacturing Co., of this 
city, is a large exporter of yellow pine, and in 
addition specializes in 2x6-inch longitudinal sid- 
ing and resawn ceiling. The company operates 
a circular mill, cutting longleaf yellow pine; a 
planing mill and dry kiln; and about 85 per- 
cent of its product is exported. At present the 
company has in stock at its plant near Mobile 
40,000 pieces of 2x6-inch longitudinal car sid- 
ing, which it is now offering to the trade. While 


4| 


this is a larger stock of this item than can be 
found at any other mill in the United States, 
C. D. Garrison, president of the company, an- 
ticipates little trouble in finding a market for 
it. As a demonstration of the beauty of pine 
paneling, Mr. Garrison’s office is panelled with 
short pieces of 1x4-inch car siding that de- 
veloped in the production of a large order for 
Argentina, Since he has finished his office with 
this narrow pine panelling, it has attracted so 
much attention that Mr. Garrison has been 
called upon to supply panelling for a number 
of new homes recently constructed in this vicin- 
ity. The Stover Manufacturing Co. attracted 
nation-wide attention several years ago through 
pioneering in the production and sale of alumi- 
num-primed siding. The company has largely 
expanded its operations during the past few 
years, and this plant is now one of the busiest 
industries in Mobile territory. 





Decide Your Campaign NOW! 


There are several more laps to go in the great political race. We 
haven't seen such a spirited campaign for decades. 


The rallies, oratory and excitement will continue for another 
month. Then the people will gather to make their choice. 


In the lumber business, you don’t have to WAIT—or abide by 
the votes of others. You can make your decision RIGHT NOW. 
The issues are quite clear—more sales and better profits for 
dealers—better values and better buildings for customers—ad- 
vancing the industry by supporting the cause of better wood 


construction. 


ESSCO makes it easy for you to have the lumber items cus- 
tomers need—and the old-time lumber quality and value that 


always satisfies. 


ESSCO Quality is backed by a broad-gauged service that as- 
sures every dealer, promptness and accuracy in the filling of his 


orders. 


Doesn't that sound like a ticket that will put new life and strength 
in your Fall selling campaign, offering your customers the maxi- 


mum values in 


ESSCO SOUTHERN PINE 
ESSCO KLAMATH SOFT PINE 
ESSCO HARDWOODS 

ESSCO WEST COAST WOODS 
ESSCO OAK FLOORING 


EXCHANGE SAWMILLS SaALes Co. 
1111 R. A. Long Building, 
KANSAS CITY, MO. 
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What the Associations Are 
Planning and Doing 


COMING MEETINGS 


Sept. 29—Southeastern Hardwood Manufacturers’ 
Club, Hotel Mayflower, Jacksonville, Fla. 


Oct. 5-9—Twenty-Fifth National Safety Congress 
and Exposition, Atlantic City, N. J. Sessions 
held in Atlantic City Auditorium and Chelsea, 
Ritz-Carlton and Ambassador Hotels. The 
Wood Products Section meets at 2 p.m. Oct. 
5 in Room No. 2, second floor of Auditorium. 

Oct. 7-10—Pacific Logging Congress, Eureka, Calif. 
Annual. 

Oct. 15—West Side Hardwood Club, Pine Bluff, 

Ark. Annual. 


Nov. 17—Southern Hardwood Industry, Memphis, 
Tenn. Fall meeting, sponsored by Southern 
Hardwood Producers (Inc.). 

Nov. 10-12—-Associated Cooperage Industries of 
America (Inc.), Brown Hotel, Louisville, Ky. 
Semi-annual. 

Jan, 19-20—Canadian Lumbermen’s Association, 
Mount Roya! Hotel, Montreal, Que. Annual. 

Jan. 27-29—Southwestern Lumbermen’s Association, 
Municipal Auditorium, Kansas City, Mo. An- 
nual. 

Feb. 2-5—Michigan Retail Lumber Dealers’ As- 
sociation, Civic Auditorium, Grand Rapids, 
Mich. Annual. 





Cancel Proposed Lumber Industry 
Conference at Chicago 


WasuinctTon, D. C., Sept. 22.—The Lum- 
ber Industry Conference on Trade Relations, 
scheduled to be held in the Drake hotel, Chi- 
cago, Oct. 5-7, has been postponed indefinitely, 
according to announcement from headquarters 
of the National Lumber Manufacturers’ Asso- 
ciation, this city. 


Dates Are Fixed for Southwestern 
Convention at Kansas City 


Kansas City, Mo., Sept. 21—E. E. 
Woods, secretary-manager Southwestern Luin- 
bermen’s Association, with headquarters here, 
announces that dates for the 49th annual con- 
vention of the Southwestern Lumbermen’s As- 
sociation will be Jan. 27-29. 

The convention will be held in Kansas City’s 
new Municipal Auditorium. This structure is 
now complete, and all its facilities will be avail- 
able for the gathering. 

The following general convention committee 
has been appointed by President C. J. Cowley: 

A. L. Wilson, A. L. Wilson Lumber Co., In- 
dependence, Mo.; D. R. Hale, Hodges Bros., 
Olathe, Kan.; Warren W. Mack, W. W. Mack 
Lumber Co., Kansas City, Kan.; Albert Tamm, 
4. O. Thompson Lumber Co., and Ford Fos- 
ter, Foster Lumber Co., Kansas City, Mo. 


Roofer Men Rap Uninsulated Steel- 
Roof Cars—Demand, Prices Up 


Cotumsia, Ga., Sept. 21.—Members of the 
Roofers Manufacturers’ Association, in recent 
regular meeting at the Ralston Hotel, here, 
were urged by Andrew J. Jones, Donaldson- 
ville, president, and others, not to sacrifice their 
yard stocks at low prices. Mr. Jones pointed 
out that many mills now have but little stock 
on their yards, and are unable to fill orders at 
prices being quoted by some. He referred to 
instances of mills, able to fill orders, receiving 
better prices than in several years, where they 
are demanded. Others also discussed the market 
trend, now pronounced decidedly upward. 

Thos. H. Griffin voiced protest against ship- 
ment of lumber in steel or steel-roofed cars 
that are not wood-insulated, calling attention 
to the damage done to lumber shipped on such 
cars, which he described as having about the 
same effect as placing in a kiln, especially 
during the summer months. 

On motion by Hallman Bell, Richland, 
Tormer president, Mr. Teal, Roofer Club agent 
here, was instructed to circularize members re- 
garding the use of such cars. Some of the 
members said they have not yet had experience 





with such cars, but would refuse shipment in 
such equipment on the experience of others. 

Freight rates were discussed, and the secre- 
tary was instructed to obtain data as to the 
railroads favorable to a fair reduction in rates 
from this territory, that they may be favored 
by shippers in the routing of shipments. Dis- 
appointment was expressed by those present at 
no results having yet been obtained in the 
matter of lower freight rates from this section, 
in order that shippers of Georgia and Alabama 
may be on a fairer basis for competition with 
other lumber-producing sections, especially the 
West Coast. 

The next meeting of the association will be 
held at Columbus on Tuesday, November 10. 

Those attending the session voiced hearty 
optimism over the outlook for the industry, 
both as to demand and prices. 

————— 


Ontario Wholesalers Hold First 
Meeting of Fall Season 


Toronto, Onrt., Sept. 22.—The Wholesale 
Lumber Dealers Association yesterday held its 
first fall meeting, at the Albany Club. J. L. 
MacFarlane, of the Canadian General Lumber 
Co. (Ltd.), Toronto, presided. There was a 
good attendance. 

W. Harvey Greene, Toronto, secretary-man- 
ager of the Lumber and Timber Association of 
Ontario, gave an interesting talk upon “Timber 
and its Possibilities in Construction.” 

The Association decided to add another to 
the series of golf tournaments for lumbermen 
which have been so successfully carried out 
this year. It will take place at the Mississauga 
Golf Club on Oct. 2. The wholesalers are 
counting upon active co-operation from Toronto 
Retail Lumber Dealers in making the event a 
success. ; 

A brief outline of the work accomplished by 
the Lumber and Timber Association of Ontario 
was given by D. C. Johnston, president of the 
new association. 


Cooperage Industries Announce 
Convention Dates 


Sr. Louis, Mo., Sept. 21.—Announcement 
has been made from headquarters of the As- 
sociated Cooperage Industries of America 
(Inc.), 411 Olive Street, this city, that the 
2ist semi-annual convention of the association 
will be held at the Brown Hotel, Louisville, 
Ky., Nov. 10-12. 


Fall Meeting of Southern Hardwood 
Industry to be Held Nov. 17 


New Or.eans, La., Sept. 21.—Announcement 
is made from headquarters of Southern Hard- 
wood Producers (Inc.), this city, that the Fall 
Meeting of the Southern Hardwood Industry 
will be held in Memphis, Tenn., Nov. 17. 

According to prospectus, the program will be 
snappy and to the point. Problems of the in- 
dustry will be presented by competent speakers, 
with opportunity for discussion of each sub- 
ject. There will be no long, formal addresses, 
as it is planned to make this a meeting of, by 
and for the southern hardwood industry. Some 
of the subjects for consideration are listed 
tentatively as follows: “Danger of Over-Pro- 
duction”; “The Immediate Future of Sap 
Gum”; “Southern Oak Problems”; “The Hard- 
wood Export Situation”; “Hardwood Freight 
Rates”; “Southern Hardwood Trade Promo- 
tion’; “The Robinson-Patman Law and the 
Southern Hardwood Industry.” 

Southern Hardwood Producers (Inc.) is 
sponsoring this meeting of the southern hard- 
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wood industry. All operators, sales managers, 
salesmen, mill superintendents and logging 
bosses are urged to attend. 

At the directors’ meeting recently held in 
Memphis, it was decided to increase activities 
along the following lines: 

At least two more bulletins similar to those 
on gum and oak will be prepared and dis- 
tributed before the next annual meeting. 
Bulletin No. 3 will be on tupelo and black gum. 

The executive committee was authorized to 
investigate the possibilities of building a 
Southern hardwood home, or homes. The first 
home will probably be built in Memphis. If 
the project proves feasible homes will be built 
in other cities. These are to be medium-priced 
houses of wood, with southern hardwoods used 
in all proper places. 

Another field man is to be put on. 

The question of affiliation with the National 
Lumber Manufacturers Association will come 
up for discussion at the general meeting on 
Nov. 17. ; 

—_—_—_—_—_—_— 


Nine "Schools" for Sales Staffs 
of Building Supply Firms 
Are Planned by J-M 


New York City, N. Y., Sept. 21.—Nine 
training courses for sales staffs of building 
material dealers will be sponsored in as many 
strategically located cities during the coming 
fall and winter by the Housing Guild Division 
of Johns-Manville, Arthur A. Hood, manager, 
announces. Plans for the sessions are included 
in a new booklet, “Training for Profits,” which 
Mr. Hood has prepared for general free dis- 
tribution to explain the organization and ob- 
jectives of the guild’s system of consumer 
selling. The well-prepared publication replaces 
pre-school clinics held last year in New York 
City and Chicago to present the guild plan to 
dealers in building needs. Following the in- 
troductory meetings a year ago, two 12-day 
training courses were conducted in both Chicago 
and this city with a total enrollment of 300 
sales managers and salesmen. 

The sites for the special training schools this 
season are: 

Atlanta, Nov. 16-25; New York City, Jan. 
4-16; Chicago, Jan. 18-30;- Cleveland, Feb. 
1-13; Kansas City, Feb. 15-27; Minneapolis, 
Mar. 8-20; New Orleans, Mar. 29-Apr. 10. From 
April 26 to May 8 there will be a school held 
in a city not yet selected on the south Pacific 
coast, and from May 17-29 another in a north 
Pacific coast city to be named later. 

Successful operation of more than a score 
of local Housing Guilds, such as the one in 
Gary, Ind., which was discussed in the Sept. 12 
issue of the AMERICAN LUMBERMAN, that have 
been organized since last year’s schools plus 
the appreciation expressed for the training by 
those who attended the schools have encouraged 
Johns-Manville to increase its new schedule. 

Mr. Hood, who for fifteen years has made 
an intensive study of the problems of retail 
distribution of building materials, developed the 
guild system and will be in charge of the train- 
ing again. The course of study, which is free, 
develops a selling plan to include all the mate- 
rials stocked or supplied by dealers and em- 
braces his six major markets. Mr. Hood’s 
companion teachers will be: G. Meissner, Paul 
FE. Kendall, J. L. Wood, H. M. Schackelford, 
and R. L. Johnson. 





Loading of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freight for the two weeks ended 
Sept. 12, 1976, totaled 1,464,539 cars as follows: 
Forest products, 66,223 cars (a decrease of 
7,096 cars below the amount for the two weeks 
ended Aug. 29); grain, 60,397 cars; livestock, 
34,656 cars; coal, 251,362 cars; coke, 18,803 
cars; ore, 107,877 cars; merchandise, 320,780 
cars, and miscellaneous, 604,441 cars. The total 
loadings for the two weeks ended Sept. 12 show 
a decrease of 24,176 cars below the amount for 
the two weeks ended Aug. 29. 
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Northwest Labor Situation 


Strike of Mill and Woods Men 
Fails to Close Plant 


McCreary, WaSsH., Sept. 19.—Operations are 
continuing 2t the McCleary Timber Co. plant 
here, despite a strike called earlier this week 
by a number of union men against alleged dis- 
crimination. A few pickets were reported pa- 
trolling the entrance to the sash and door fac- 
tory, but there was no large picket line and no 
disturbance. 

Company officials said that a few union men 
had left the job since the strike was called, but 
that other workers had been hired to take their 
places and that the factory was operating with 
its normal crew of about 325 men. They said 
that operations had not been seriously affected. 

Operations were reported suspended at some 
of the adjacent camps, where crews were en- 
gaged in logging McCleary timber. It was said 
that truck drivers had refused to go through 
picket lines when union men picketed the log- 
ging shows. Company officials said their log 
supply would not be seriously affected, as ar- 
rangements had been made to obtain logs from 
other sources. 

State patrolmen were summoned to the plant 
here to prevent disorder. The controversy, it 
was said, is over demands of the district coun- 
cil of forest products unions that the company 
sign a union agreement. It was reported that 
company officials had declined an offer of the 
State department of labor and industries for aid 
in mediation. 


Furniture Workers Still on Strike 
for Closed Shop 


Tacoma, WasH., Sept. 19.—Although more 
than a week has elapsed since the strike of 
Seattle furniture factory workers was reported 
terminated, the strike is still in effect so far 
as Tacoma furniture workers are concerned. 
Hope that the differences between employers 
and employees of the plants here will be ad- 
justed soon is expressed by Fred Shoemaker, 
president of the manufacturers’ association. The 
Tacoma factories, employing between 800 and 
900 men, have been closed since Aug. 17. It is 
reported that the difficulty is over a demand 
of the furniture workers union that all men em- 
ployed in the factories be required to join the 
union within 30 days of the time they accept 
employment. 





State Unemployment Insurance 


Held Invalid 


OtympiaA, WasH., Sept. 19.—Washington 
lumber mill and logging operators, in common 
with other industrial operators, welcomed a 
decision handed down here this week by the 
State supreme court declaring the unemploy- 
ment insurance law enacted by the last State 
legislature inoperative. 

The law was passed by the 1935 legislature. 
to become operative Jan. 1, 1936. At that time, 
employers began contributing 2 percent of their 
payrolls, and employees were taxed 1 percent 
of their wages for the insurance fund. This 
money has been collected by employers from all 
industrial payrolls since Jan. 1, 1936, and has 
been deposited in escrow in various banks, pend- 
ing a decision by the State supreme court as 
to the validity of the Act. 

Following announcement of the court’s deci- 
sion, G. W. Hamilton, State attorney general, 
said the State would not ask the supreme court 
for a rehearing, and that the money held in 
escrow would be refunded by the employers to 
the contributors. 

Validity of the Act was challenged on the 
grounds that the State Act was invalid because 


it was to become operative upon passage of 
the Wagner-Doughton bill by Congress. This 
bill failed of passage and, instead, Congress 
approved the present social security law. 

Although the State law is inoperative, em- 
ployers still must continue to contribute unem- 
ployment insurance funds under the Social Se- 
curity Act. However, under that law they are 
required to contribute only one percent of their 
payrolls. 


When Plant Can't Earn Union 


Scale, Labor Takes Less 


SPOKANE, WaSuH., Sept. 19.—Since the shut- 
down of the White Pine Sash Co. on Sept. 4, 
when Henry Klopp, company president, an- 
nounced the firm would be unable to meet the 
payroll called for under a strike settlement, fix- 
ing a 45-cent wage, union men have submitted 
a proposition that they would go back to work 
at the old scale of 40 cents an hour until Nov. 
1, when the pay is to be raised to 42% cents, 
according to an announcement made here by 
C. J. Hall, secretary of the White Pine Sash 
Co. The plant has reopened and is running “full 
tilt. 








Lumber Unions of Pacific 
Northwest Federate 


PortLAND, Ore., Sept. 21.—Formation of a 
federation of all non-beneficial affiliates of the 
United Brotherhood of Carpenters and Joiners 
of America in the lumber and woodworking 
industries in the Pacific Northwest, was the 
principal achievement of the three-day conven- 
tion of lumber and sawmill, plywood, and coop- 
erage and box and shook workers, boom men 
and rafters and shingle weavers which ad- 
journed last night. 

This federation becomes the largest such 
group in the West, and its establishment ac- 
complishes the main purpose for which the con- 
vention was called, leaders said. More than 
72,000 workers in the Pacific Northwest are 
under the jurisdiction of the federation. 

Harold Pritchett, of the British Columbia 
Coast District Council of Sawmill and Timber 
Workers, was elected to lead the newly formed 
organization; Henry Morris, of Aberdeen, 
Wash., president of the plywood branch of the 
industry, was elected vice president; E. B. 
Webber, financial secretary of Portland Local 
2597, Lumber & Sawmill Workers, was elected 
secretary-treasurer, 





Plans for the Wood-Built Trailer 


When an insistent demand arises the supply 
usually arrives at the same moment if not a 
little before. This was not the case however, 
in the rapidly increasing clamor for information 
about motor car trailers. More inquiries than 
can be answered come from all parts of the 
country about building tourist trailers, or as 
they used to be called “house cars.” Therefore 
a little book which has just appeared will find a 
ready market, as it appears to be the first an- 
swer to the growing demand. The book is en- 
titled “Motor Car Trailers,” with a subtitle, 
“How to Build, Equip and Furnish Them.” It 
was written by A. Frederick Collins, and is one 
of the well-known “Woodworker Series.” It 
contains complete specifications and detailed 
drawings for two types of trailer, the one an 
ordinary low-cost tourist trailer, the other a 
“De Luxe Stream Line” trailer with elaborate 
fittings and conveniences. An appendix gives 
a brief list of concerns selling materials needed 
for construction. The book consists of 122 
pages with line drawings and plans for every 
part, and can be purchased from The AMERICAN 
LUMBERMAN for $2.00. 
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MIXED CAR SPECIALISTS 


Fidelity Lumber & Timber Company 


DURANT, MISS. 








SOUTHWEST 
LUMBER CO. 
Alamogordo, New Mexico 
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DOUGLAS FIR 
PONDEROSA PINE 
ENGELMANN SPRUCE 
WHITE FIR 


LUMBER, BOX SHOOKS and CRATES 

High altitude Fir especially ited for 
Railroad timbers — fine, smooth-textured 
Ponderosa. Backed by a supply of more 
than 1!/2 billion feet of timber. 




















FOSHEE LUMBER CO. 


Manufacturers 


Southern Pine Lumber 
MONTGOMERY, ALA. 


Specializing in 1/2x6 Poplar 
SHED STOCK | Bevel Siding-- 
and BOARDS Mouldings 




















ow “Anaconda” 


Operates Line of Retail 
Yards -- Local Control of 


Credit Sales Results 
Satisfactorily 


The Anaconda Copper Mining Co. is one 
of those great industrial corporations whose 
extensive operations lead them naturally 
into a variety of fields that a first glance 
might not seem to be related. The Ana 
conda, as the industry knows well, is an im- 
portant producer of lumber; and it also en- 
gages in lumber retailing. This came about 
by reason of the fact that the company 
needed great quantities of mine timbers. 
But the production of mine timbers involves 
the production of lumber not suited to mine 
uses; so the company found it necessary to 
market this surplus in the regular way. 
About ten percent of its lumber production 
is sold through its own line of retail yards, 
some eleven in number. That part of the 
stock not used in mining operations or sold 
through its own yards is wholesaled to the 
trade. 

The retail corporation, known as the In- 
terstate Lumber Co., has its general offices 
at Missoula, Mont. The big mill is located 
at Bonner, a few miles east of Missoula; and 
here is produced some of the finest ponderosa 
pine of the West. 

The general offices of the Interstate are 
located on the grounds of its own big Mis- 
soula yard. A fire some time ago damaged 
these offices, and the company rebuilt them 
with the purpose in mind of providing ex- 
tensive sales displays and utilizing modern 
merchandising methods. The displays were 
not installed nor the interior work quite 
done at the time the AMERICAN LUMBER- 
MAN representative called; but the work 
was near completion. The rooms are fin- 
ished in knotty pine wainscoting, with 
pressed-board above. The ceilings are in- 
sulating board. 

This organization includes a number of 
the widely known lumbermen of the West. 
W. C. Lubrecht is president; H. W. Trask, 
general manager of the retail yards; A. W. 
Lammers, known everywhere as “Art,” is 


wy 








H. W. Trask, general manager of retail yards, Interstate Lumber 
Mont., seated in his new office 


Co., Missoula, 
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Merchandises Lumber 








Gateway of yard of Interstate Lumber Co., at Missoula, Mont. Note log construction 


manager of the Missoula yard; and T. Roy 
Hazelrig is general cashier. At the Bonner 


(Left) W. C. Lubrecht, president, and 
(right) A. W. Lammers, manager, Inter- 


state Lumber Co., Missoula, Mont. 


plant the AMERICAN LUMBERMAN 
sentative met H. F. Root. 

The lumber department of the Anaconda 
has long followed sound merchandising 
methods. In former years, certain con- 
cerns that manufactured or retailed lumber 
as a sideline to other occupations did not do 
this. They looked upon their surplus lum- 
ber as something to be got out of the way 
for what it would bring; and the result was 
demoralizing to the markets. The Anaconda 
does not do this. Each part of its vast 
business must maintain and justify itself by 
sound methods appropriate to that particular 
line. During the depression numbers of 
lumbermen said, in effect, to the executives 
of the Interstate: “Well, you're all right. 
You’ve got a rich uncle.” In one sense 
this was true; for the Anaconda is a not- 
ably rich uncle. But the implication that 
the head company would carry the lumber 
department, no matter what the latter did, 
happened not to correspond with the facts. 
The lumber department was told to solve its 
own problems; and this was part of the 
general policy that that department must 
operate according to sound methods of pro- 
duction, wholesaling and retailing. It is not 
considered merely an outlet but a business. 
Its executives are keen merchandisers, fol- 


repre- 





Showing attractive interior finish of the display room and office 
of the Interstate Lumber Co., Missoula, 


Mont. 
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lowing and improving the practices ap- 
» r propriate to their own field. 

“T believe in giving a local manager con- 
siderable responsibility, including responsi- 
bility for local credits,” Mr. Trask said. “We 
like to have men of initiative. A local man- 
ager, if he’s intelligent and is encouraged to 
do his own thinking, can always get local 
sales that he’d lose if he were hedged in with 
a large number of rules. I think you can 
crowd a local manager too hard on the point 
of losing nothing on bad accounts. Of 
course we don’t like to lose money by failing 
to collect; but unless we take a reasonable 
risk we’re sure to turn down a good many 
sales on which we could collect. An intelli- * 
gent local manager can determine which are Trim appearing office and yard front of Interstate Lumber Co., Missoula, Mont. 
safe sales better than the head office can, and 
we couldn’t fix up a set of rigid rules'cover- but a quarter of one percent. Lumbermen higher than that without being excessive. 
ing every possible case. Our losses run to generally believe that losses can run rather “Western Montana has done well this 

~_- year, and the volume of sales has been quite 
satisfactory. A good many additional people 
have come in, and this meant additional 
houses. Industries are doing well, and the 












































uction mountainous area of the State is rapidly 
working up an extensive tourist trade. This 
repre- is a center for a large number of forest 
rangers and CCC camps.” 
conda The Interstate co-operated with the CCC 
dising men in an interesing development. The ex- 
con- ecutives helped work out a standard pattern 
amber of sleeping bunk for the camps, and as a re- 
10t do sult. sold 250,000 feet of lumber to build 
; lum- them. 
; 7 New Freicut Cars placed in service the 
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_SCREEN WIRE 








CUT GLASS in a jiffy without breakage 


Every Lumber Dealer who sells glass should have a Marvel 
Glass Holder. Fastens on your shelf or wall. Holds glass 
on edge. Takes salvage off smooth and clean all at one 
time. One eight inch strip of glass can be removed the full 
length of the pane of glass with the Marvel Safety Breakin 
Device. Write TODAY without obligation, for literature an 

of Lumber Dealers using. Special introductory prices. 


Sell More Screen Wire This Way 


In screen season a Marvel Roll Display Rack placed inside 
your front door, or in good weather outside, will double or 
triple your screen sales. ow agg your wire—cuts, winds and 
measures automatically. Write for circular NOW! 
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Sales Resistance Met by Complete Job Quotation 


(Continued from Page 29) 
price per lineal foot. Measurements can be taken by practically 
anyone, and, with the price book at hand, estimates are ready 
with no delay. The average house requires about 400 lineal feet 
of weatherstripping, and generally two men can complete a 
house in One day. 


LEARNS WHAT BRINGS THE INQUIRIES 


The population of Plymouth is about 5,300. It is located near 
the geographic center of Marshall County, twenty-four miles 
south of South Bend. The company operates in a territory ex- 
tending beyond the city about seven miles. Most of the pros- 
pects for materials are obtained through advertising. There are 
two newspapers and a buyer’s bulletin, the latter published by 
a local printer, and circulated through the county. Mr. Morris 
tried display advertising in all three media, and, after fair trials, 
found, somewhat to his surprise, that 80 percent of his total 
inquiries came from the buyer’s bulletin. The remaining 20 
percent all came from one of the newspapers. In addition to 
using the bulletin, the firm has a multigraph machine on which 
it prepares its own personalized messages to lists of prospects 
from time to time. A standard sales rule is that no prospect 
shall be called on more than three times, except in special cases, 
rarely encountered, in which a fourth call is permitted. Practi- 
cally all sales are closed on the first or second call. No “cold” 
solicitations are made. 

Orders for new siding, and roofing, as well as for weather- 
stripping, are just as plentiful from farmers as they are from 
city dwellers, and very little recourse is had to FHA financing. 
Both city people and farmers seem to have cash to pay for work, 
and practically all of the company’s business is done on a cash 
or 30-day payment basis. 


FIRE CHASING—FOR SERVICE AND ORDERS 


One source of prospects that has been developed to a high 
degree results from fires. The Morris company found that quite 
frequently it was asked by insurance companies to estimate fire 
losses. After a time it occurred to Mr. Morris that, instead of 
waiting to be invited to figure such losses, a good deal of busi- 
ness could be obtained, and a genuine service rendered to all 
the parties concerned, if voluntary estimates were made on all 
fire losses. At present, the old system of “ambulance chasing”’ 
as practiced by certain elements of the legal profession, has been 
borrowed, and placed on a highly ethical plane. As soon as the 
fire siren blows, someone in the company follows the engines, 
waits until the fire is out, prepares estimate and files it with the 
insurance company, and then follows through for an order 


WHY NOT PROFIT ON ALL YOU SELL? 


Recently the company sold a bill of material for a new farm 
dwelling, the idea for which it had developed in the mind of 
the farmer. The actual construction was turned over to a con- 
tractor whose sales cost and effort were exactly nothing. On 
checking over all of the details of the job, C. L. Morris, Jr. 
discovered that his firm was able to supply only 26 percent of 
all the materials used. He concluded that the sales cost and 
effort were entirely too great to justify this kind of business. 
At the same time, he is convinced more than ever that selling 
the complete house and turning the work over to a reputable 
contractor is a necessary function for the lumber dealer who 
hopes to survive. He is also convinced that there is a large 
volume of such business available to the company that goes 
after it, and is therefore engaged at present in plans to expand 
and take on a full complement of building materials. 
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Mill Operators. 


slats or pieces. 















Specialists in CUT-TO-SIZE SPECIALTIES 


WE CATER particularly to Commission Men and Wholesalers who are 
seeking fine resawn products—cut-to-size specialties such as toy 
stock, manufacturers of juvenile furniture, high grade boxes, cut-to- 
length crating and all other resawn items. 


Also, the Industrial Trade, Sash and Door Manufacturers and Planing 


We have special resaw equipment which enables us to turn out the 
finished product with practically the same appearance as surfaced lum- 
ber. Naturally. we can make attractive prices on this class of material 
as compared with mills that would have to surface both sides of the 


Clover Valley Pine has just the right texture for fine work of this kind. 
Samples will be furnished gladly on request—and we'll be glad to re- 
ceive your specifications for estimates or quotations. 


We also specialize on Wide Shop, Selects and Mouldings. 


CLOVER VALLEY LUMBER CO, sais‘crice. LOYALTON, CAL. 


CHICAGO REPRESENTATIVE: M. L. Hansen, 308 W. Washi n St. 
4 NEW VORK REPRESENTATIVE: F. T. Staats, 1240 Chrysler Bidg., New York City 


Chicago, 111. 
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The Perfect Camp 


Last night I drempt that I was back 
Up yonder in a loggin’ shack. 

That section surely was O. K. 

For pine, and ev’ry other way. 

The timber all was of a size, 

And stood along an easy rise, 

No six-foot drifts, no frozen muck, 
Or any other loggers’ luck. 


So little swampin’ was to do 

You could ’ave drove a buggy through. 
The road was down a steady grade 
You'd think a section crew had made, 
Without a curve along the road 

To hit a stump and spill a load. 

You’d fall and saw and snag and skid, 
And just enjoy it while you did. 


The grub was good, the cookin’ swell, 

The bunkhouse like a town hotel. 

And you could buy things in the van 

As cheap as anybody can. 

They raised you ev’ry little while. 

The foreman always wore a smile. 

They saved the man and worked the team— 
It surely only was a dream. 


We See b' the Papers 


We should not be so opposed to war that we 
fix ourselves so we lose the next one. 

Italy defaulted on her June war debt pay- 
ment, but wants to borrow more. She must 
think that we run this country like some fel- 
lows run a lumber yard. 

Now we are to have crop insurance; and, 
we trust, eventually insurance of everybody 
against any kind of loss. 

In Chicago, when a candidate is indicted be- 
fore election it is just so much valuable pub- 
licity. 

We'll say this for the Spaniards, they evi- 
dently aren’t after the tourist trade. 

Had a letter from Maj. Bowes today telling 
us how he likes our stuff. All right, all right. 


What this country needs is a good five-cent 
nickel. 


The Alcazar is humanity at its worst. 
In 1877 Pittsburgh had a strike destroying 
$5,000,000 of property over railroad labor-saving 


devices. There are now 1,000,000 men employed 
on the railroads of America. 


It seems anybody must have the air, unless 
he pays for it. In that case, yes and no. 

We like to hear testimony to a man’s abili- 
ties, unless it is from an I-witness. 

President Roosevelt and this department will 
speak at a convention at Elkins, W. Va., next 
week, and may settle the whole thing right then. 

Sometimes we suspect that a bomb is the 
work of some glassworker. 

We have a feeling that Mr. Lemke’s cam- 
paign isn’t doing a great amount of good, and 
we suspect that Mr. Roosevelt feels the same 
way. 

‘ This crop insurance idea when it grows up 
is going to be surprised at the number of proud 
papas who will come forward to claim the child. 

The Dakotas may not have gotten a lot of 
relief, but they certainly got a lot of advertis- 
ing. 

In their prognostications the Republican and 
Democratic national committees seem to be as 
far apart as the polls. 


Next thing we expect to hear said is that the 
American Liberty League owns the Literary 
Digest. 


The Democrats can’t find anything in Alf 


Landon’s past, but they also say they can’t see 
much in his future. 


The thing to do with a budget is to balance 
it, and then not budge it. 


Better have the old radio set tested and see 
just what she’ll stand. Al Smith will be on the 
aw Oct. 1. 


The baseball season will soon be over and 
we can read something about our country. 


Monopolies should not be permitted. For ex- 
ample, there’s the postoffice. 


Between Trains 


Jamestown, N, Y.—This week we are mak- 
ing a non-political tour of New York State, 
carefully avoiding saying anything that might 
be construed as an endorsement of ourself. If 
anybody votes for us, it will be entirely their 
own idea, and won’t we be surprised. Tonight 
the Kiwanis Club gathered at the Masonic 
Temple, and we had a right merry time. This 
city is famous for the production of furniture 
and Scandinavian Americans, with the accent 
on the last word. Nearly every man you meet 
has a son on the end of his name, and several 
running around the house. In the pioneer days 
in the lumber business the Swedes took to it 
like ducks to water, and its high character as an 
industry is due in no small part to that fact. 
There were few Swedes on the poor list in those 
days, and we doubt if there are many now. 
They worked hard, saved their money, built 
their homes, and thought that was the way the 
father of a family was supposed to do. And 
maybe it is. 


Waverty, N. Y.—President Palmer, of Tioga 
Mills (Inc.), best known and, we have reason 
to believe, best-loved citizen of Waverly, had 
his salesmen in for a sales convention, and in 
that connection he had a bright idea. He in- 
vited in the townspeople tonight, having previ- 
ously invited us to Waverly, and we did the 
best we could to do what we do at the high 
school auditorium. This idea of a community 
get-together might not be such a bad idea for 
other communities. 


Port Jervis, N. Y.—We are probably the 
only middlewesterner who ever got within 68 
miles of New York and did not visit that hectic 
city. But we are just a plain lumberman, not 
a clothing buyer or a big butter and egg man. 
Anyway, we shall have to double back through 
Pennsylvania tomorrow for a further swing 
through New York State. Our visit here was 
well worth while, not only because of all the 
fine Rotarians who fed us here tonight, but 
especially because we made the acquaintance of 
Charlie Hunter, long the Y.M.C.A. secretary 
here, who is retiring to devote himself to public 
service, as though he always hadn't, but this 
time to spread the gospel of Rotary. None of 
the local lumbermen were out to greet us. We 
hope they were just too busy. 


Only Humanity 


Trees bend to the breeze, and flow’rs to show’rs, 
Knowing there shall be other days and hours. 
Only humanity will much complain 

When heaven hides the sun and sends the rain. 


Trees bend to the breeze, and sails to gales, 
Knowing that for a time the storm prevails. 
Only humanity will much despair 

When heaven hides the sun and sends us care. 


Trees bend to the breeze, the grass lets pass 
The wind that shakes it. Only men, alas, 
Only humanity, will much regret, 

The peace that they so soon forget. 


TIMBERS 


Here's a good seller for dealers 
—and we carry a large stock at 
all times of 4x4 and 4x6 No. 1 and 
No. 2, ready for prompt shipment 
in any quantity with our super 
quality Dimension. 


Long Leaf Timbers have long 
been noted for their strength and 
durability—and the “Zimmerman” 
brand assures your customers the 
best in Long Leaf—Timbers that 
will carry the loads and resist 
deterioration, providing the 
proper foundation for sturdy and 
dependable Zimmerman Dimen- 
sion Framing. 


ZIMMERMAN 
LONG LEAF YELLOW PINE 


DIMENSION AND TIMBERS 
Lignasan Treated Lumber 


JABENTLEY LUMBER CO. 








ZIMMERMAN. LA. 
BURRUSS ‘timstr co. 


LYNCHBURG, VA. 


Grade-Markead NN. C. PINE 


Grade-Marked 
A SPECIALTY 
Also manufacturers Appalachian Hardwoods 


PLANING MILLS: Blackstone, Va., Dillwyn, 
Va., Brookneal, Va., Roxboro, N. Cc. 











 +H.E.WEBSTE-R- 
LUMBER. CO. 


KANSAS CITY, MO. 


Coda. 
PNG 


Uniform in 


COLORT 
TEXTURE 
QUALITY 


CALCASIEU 
YELLOW PINE 


Complete line of kiln dried 
Yard and Shed Stock 





Eased Edge Dimension 


Timbers, chemically treated to 
prevent stain. 


[* DUSTREAT 
LUMBER CO.,Inc. 
ELIZABETH,LOUISIANA 
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National Production, Shipments and Orders 


Wasuinoton, D. C., Sept. 22.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Sept. 12, and for 
thirty-seven weeks ended that date, covering mills whose statistics for both 1936 and 1935 are available; also percentage comparison with statistics 


for identical mills for the corresponding period of 1935: 


TWO WEEKS: 

Softwoods: 

DP Ee 6 0654660e60000bb des b CO SECOeeRER 
WrGee. GORE ciccccesces (Oneeensaseresedeoos 
DVD ne.0 64 ce bbbadebteokdsebanees aes 
California Redwood ..ccccccccccce coccccces 
SD CINE, cocccverteereersensdesecese 
Northern Pine 


i ee 


re 


Ee SEs nc Oh cteeeeecee ens eoeenenes 
Hardwoods: 
Southern Hardwoods?®............ceececeees 
Northern Hardwoods 


ee 


DORE TOPO WOORR ccccecesvcevesevevecscoue 
CP SOUctriacaverccesneccveenteeeeences 
THIRTY-SEVEN WEEKS: 
Softwoods: 
Southern Pine.........-+++: 


ee ee 


ee 


Southern Cypress.........---.+..s22.. eeeeee 
Northern Pine 


eeeeee 
a 


Total Softwoods 


Hardwoods: 
Southern Hardwoods®..........ccceecccccecs 
Northern Hardwoods............eceee% 


re 


Pe Rs 6+. 0:00:90 906008 s00e60e00ene%n 
NS + we cca cadtebevensnenaeddend awe 


*1935 figures not available. **Estimated. 


Percent 





TUnits of production. 


Av. No Production Percent Shipments Orders Percent 
Mills 1936 of 1935 1926 of 1935 1936 of 1935 
103 60,767,060 113 64,007,000 128 64,143,000 132 
202 209,233,000 108 205,223,000 100 225,211,000 130 
115 158,771,000 102 138,745,000 114 136,120,000 100 
13 17,397,000 110 18,051,000 149 17,874,000 161 
11 5.990.000 157 5,043,000 171 4827.000 159 
7 9'604,000 122 5,219,000 108 5,342,000 130 
16 3,876,000 147 3,038,000 125 2'402,000 93 
467 465,638,000 107 434,326,000 110 455,919,000 124 
78+ 19,807,000 aa 16,766,000 oa 18,345,000 si 
16 2,591,000 93 3,067,000 113 2'678,000 110 
94 22,398,000 19,833,000 pre 21,023,000 
545 488,036,000 454,159,000 476,942,000 
114 1,197,128,000 122 1,245,315,000 116 1,247,435,000 114 
202 3,876,687,000 155 3,809,620,000 138 3:794,899.000 135 
115 2'155,647,000 121 2'078,506,000 117 2'155,538,000 118 
13 318,687,000 133 305,151,000 118 303,551,000 114 
12 101,080.000 138 105,694,000 118 94.600.000 116 
7 97°622.000 98 83°842'000 83 78,823,000 88 
17 70,493,000 106 52,081,000 94 54,401,000 94 
48 7,817,344,000 126 7,680,209,000 126 7,729,247,000 124 
71+ 285,071,000 ” 296,645.000 oa 292,391,000 ve 
17 83,849,000 129 73,147,000 118 71,958,000 108 
88 368,920,000 123** 369,792,000 123** 364,349,000 122** 
551 8,186,264.000 135** 8,050,001,000 125** 8,093,596,000 124** 








West Coast Review 


[Special radiogram to AMERICAN LuMBERMAN] 
WaAsH., Sept. 23.—The 202 West 
Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended Sept. 19 reported: 


Production 211,857,000 
Shipments 218,415,000 3.10% over production 
Orders 222,570,000 5.06% over production 


A group of 202 mills, whose production re- 


ports for 1936 to date are complete reported 
as follows: 


SEATTLE, 
Coast 


Average weekly cut for thirty-eight weeks: 


i avienrewneedonenncddons2ecs 6R.A7R.NN0 

SNE? os ith 2h bh 25 dv clatter Gi a 105,037,000 
Average cut for two weeks ended 

GP acen nue od dee ova encaeo cn 105,929,000 


A group of 202 mills, whose production for 
the two weeks ended Sept. 19 was 211,857,000 
feet, reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
Sr 89,884,000 93,130,000 127,716,000 

Domestic 

carg@o.... &84.990.000 81.2929 000 210.527.0900 
Export 22.252.000 26.470.000 89,115,000 
Local 21,378,000 EO ear 
218,415,000 222,570,000 427,358,000 


A group of 202 identical mills whose reports 
of production, shipments and orders are com- 
plete for 1935 and 1936 to date, reported as 
follows: 

Aver. for 2 
wks. ended Aver. for 38 wks. ended 
Sept. t. Sept. 


®-: 
=] 


19, 1936 19, 1936 21, 1935 
Production 105,929,000 105.037.000 68,578,000 
Shipments 109,208,000 103.328,000 75,611.000 
Orders 111,285,000 102,862,000 76,148,000 


IN KITCHEN planning the proper height of 
work tables and sink is important. While 34 
inches from the floor is a safe average for most 
workers, where it is possible to meet the needs 
of the woman who is going to use them the 
height should be judged thus: When she can 
place the palm of the hand on the surface while 
standing erect, without raising the hand above 
elbow level, the height is correct. 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Sept. 21—Following is a statement for seven groups of identical mills 
and two groups of flooring factories of unfilled order and gross stock footages on Sept. 12: 








No. of wa Orders Gross Stocks 

Softwoods— Mills 193 1936 1 
Southern Pine .............cc008 91 69, B40. 00 61,186.000 359.807,000 334.654,000 
PE CE ccstencnaeenaceowenwes 202 428,370,000 355.950000 1,090,970,000 904,002,000 
EE cnoeeeeneetseoeneoa 115 235,484.000 176.100,000 1,564,846.000 1,327,319,000 
California Redwood ............. 13 39,286.000 28.552.000 279,079,000 267.460.0000 
Southern Cypress. .............. 11 6,741,000 5,767,000 158.846.000 162,250,000 
PE PEO ceceveccecnaneaewe 7 5,861,000 4,555,000 142.912.000 134,675,000 
Northern Hemlock............... *9 4,570,000 2,982,000 76,379,000 65,069,000 

Total Softwoods ........... 448 789,852,000 635,092,000 3,672,839,000 3,195,429,000 
Hardwoods— 
Southern Hardwoods ........... No sepest 
Northern Hardwoods ........... 15 8,326,000 7,729,000 88,605,000 87,123,000 
Flooring— 
OR Se 7 36,913,000 10,999,000 63,233.000 53,154,000 
Maple, Beech & Birch........... 12 10,427,000 4,747,000 11,430.000 12,585,000 


*Unfilled orders reported by 9 mills; stocks by 15 mills. 
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Stresses Importance of Steel 


Distributors’ Services 


New York, Sept. 21.—With graphic illustra- 
tions of the wide variety of services he per- 
forms, the industrial importance of the steel 
distributor is dramatically emphasized in a cur- 
rent advertisement of United States Steel that 
will appear in Colliers, Saturday Evening Post, 
and Business Week on Sept. 26, and in the 
October issue of Nation’s Business. 

Though there is, in every community, at 
least one local merchant who sells steel or steel 
products, the general public sometimes fails 
to realize the part he plays in facilitating 
building and in meeting business crises. The 
advertisement points out, for example, that 
when an explosion wrecks a factory, throwing 
men out of work and stopping production, the 
steel merchant is the key to the situation. If 
contractors can obtain the necessary materials, 
they can rebuild the plant in a few days. Avail- 
ability of materials is of paramount importance. 
And in providing extreme availability of steel, 
dealers, jobbers and distributors have made a 
contribution to industry the extent of which 
can not be measured. 

Even the smallest home-owner profits by this 
thorough service, for when he needs nails for 
minor repairs or odd jobs, his nearby dealer 
is sure to have a full supply of all sizes on hand. 
In like manner, the advertisement explains, 
electricians can get cable, plumbers can obtain 
pipe, and scores of other workmen can readily 
secure the materials necessary for their con- 
struction problems. 

United States Steel, largest producer in its 
field, also calls attention in the advertisement 
to the fact that the distributor is the principal 
purchaser of steel—requiring more tonnage an- 
nually than either railroads, bridge- or ship- 
builders, or the construction business itself. 





Small Yard Unloads Four Car- 
loads in One Week 


IrvING, TEx., Sept. 21.—In the trade area 
comprising this town of about 800 population 
and its immediately adjacent territory there is 
considerable building going on, particularly of 
residences. Numerous houses are in various 
stages of construction, with many more pro- 
jected. At least three houses have been begun 
within the last week or so inside the town limits 
alone, and two or three more are being planned 
for early construction in the immediate vicinity 
of the town. The Irving Lumber Co. reports 
good business, and has replenished its stocks bv 
receiving within a single week four carloads of 
different building products; one of lumber, one 
of shingles, one of vitrified tile and one of 
plaster. 


Tells of Federal Plans for 
Sustained-Yield 


Tacoma, WasH., Sept. 19.—The sustained- 
yield and multiple-use management plans of the 
United States Forestry Service were explained 
here yesterday by George E. Griffith, of Port- 
land, Ore., regional forester, at a meeting of 
Tacoma business and industrial leaders sponsored 
by the Tacoma Lumbermen’s Club. 

Mr. Griffith advocated using timber in such 
a way “that it will put another crop back on 
the hillsides. We have developed the sus- 
tained-yield management plan,” he said. “It 
rieans living on our income instead of on 
our principal. The plan is simple. You may 
have a number of ownerships of an area, 
however, to deal with. We propose to make 
the national forest land fit into the picture 
along with the private lands for the sus- 
tained-yield program. 

“The only reason timber is being cut at a 
ruinous rate today is the tax the owner is 
struggling under. He says he is going to 
get his before the tax collector gets him. 

“We are not bureaucrats in Washington, 
wasting your resources. We forestry men 
are western men, working to make the best 
use of the timber, and we shall expect the 
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co-operation of every red-blooded man in 
this ‘Lumber Capital of America’ to keep it 
the center of the industry” 

The multiple use plan for forest lands con- 
templates not only production of lumber, but 
use of water power, grazing, preservation of 
wild life and recreation, Mr. Griffith explained. 
He advocated encouraging private initiative with 
due regard to the rights of the public, in main- 
taining sustained yield forests and warned 
against using in parks billions of feet more of 
merchantable timber for benefit only of tourists, 
who, he said, are satisfied with viewing much 
smaller areas of big trees. 





Southeast Rate Revision May 
Be Postponed 


JACKSONVILLE, FLA., Sept. 22.—J. S. Farish, 
of the Georgia-Florida Lumber Traffic Associa- 
tion, is informed that the chairman of the South- 
ern Freight Association has petitioned the In- 
terstate Commerce Commission for a_ six 
months’ extension of the Commission’s order 
under which the Southeastern rates on lumber 
—hboth intrastate and interstate—are to be re- 
vised, in purported compliance with the Com- 
mission’s order. It was stated that the carriers 
seek this additional time, in order that they 
may further study the situation. 


Build 2-Circular Mill 


San Francisco, Cauir., Sept. 18.—Reports 
from Dunsmuir, Calif., indicate J. M. Crahane 
and R. E. Yoder, owners of the Mountain Fir 
Lumber Co., Creswell, Ore., have started opera- 
tions of a newly-installed sawmill located two 
miles south of Dunsmuir. The mill was installed 
at a cost of $50,000. Mr. Yoder is in charge of 
operations. The mill is operated by a steam en- 
gine turning two 50-inch circular saws, and will 
run the year around. Expansion plans include 
building a railroad spur, enlarging the mill build- 
ing, construction of houses for employees and 
building a planing mill and dry kiln. 








Hardwood Dimension Makers 
Will Certify Standard Quality 


LovuIsvittE, Ky., Sept. 21—C. D. Dosker, 
secretary Hardwood Dimension Manufacturers’ 
Association, has advised that, beginning Oct. 1, 
members of the Hardwood Dimension Manu- 
facturers’ Association will send with all in- 
voices to customers a certificate advising that 
the material invoiced has been manufactured 
under the grade rules of the Hardwood Dimen- 
sion Manufacturers’ Association, the rules 
haying been approved by the United States 
Division of Trade Standards. This certificate is 
the customer’s assurance that stock is properly 
and carefully manufactured. Requirements for 
membership in the association are that equip- 
ment for seasoning must be of standard and 
recognized design, and facilities for manufacture 
must be standard mill equipment. Membership 
is open to any manufacturer of kiln dried hard- 
wood dimension stock who can comply with 
these requirements. 





Contract for Housing Colored 
Folk Is Awarded 


BIRMINGHAM, ALA., Sept. 21.—Contract cov- 
ering the superstructure of the slum clearance 
project known as Smithfield Courts, to cost a 
total of $2,250,000, has been let to Algernon 
Blair, Montgomery, Ala. Foundation work has 
been completed by the Southern Construction 
Co., Birmingham. The bid of the Blair Con- 
struction Co. was $1,555,000. Work is to be 
started at once. This ‘is the first building proj- 
ect in Birmingham for colored people; the 
Smithfield section is almost exclusively popu- 
lated by the better element of the colored popu- 
lation of greater Birmingham. Including this 
contract, Governmental building under way in 
Jefferson County totals above $5,000,000. 
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if is ARROW BRAND, 
ms THE Woop ETERNAL 


RROW BRAND Tidewater Red Cy- 
A oes as sold by the Florida Louis- 
Red Cypress Company is 
manufactured from virgin timber which 
originates in the tidal swamplands along 
the Gulf and South Atlantic Coasts. Its 
origin is a geographical guarantee that 
it is the true species of “The Wood 
Eternal." 


When you need cypress—trade and 
grade-marked Genuine Tidewater Red 
Cypress—remember that the Florida 
Louisiana Red Cypress Company with 
its five member mills is your most de- 
pendable source of supply. 


ALWAYS goecev ypress 
The vess 
Ar row Brand *The YP! Eternal* 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
Jacksonville... . Florida 
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WILLIAMS & VORIS 
LUMBER CO. 


CHATTANOOGA, TENN. 


Twenty Million Ft. 


HARDWOODS 
OAK FLOORING 
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Here's What's New— 


Big Help for the Fall Glass Business 


Glass is considered one of the steady all-year 
sellers, but every dealer knows there is a spurt 
in the glass trade every fall when threat of 
cold weather induces householders to hasten 
whatever glass installations they have been 
thinking about during the hot months. There- 
fore at this time of year the dealer who handles 
glass has need of a time, labor and space saving 
glass rack and cutter such as that made by the 
Marvel Rack Manufacturing Co. (Inc.), 215 
Blaisdel Avenue, Minneapolis, Minn. This rack 
is devised to minimize breakage, save space, 
automatically measure and square glass and has 
a safety breaking device which removes salvage 
all at one time. A catalog of Marvel glass 
racks and the well known Marvel screen racks 
will be sent by the maker upon request, to- 
gether with list of dealers already using them. 


Dealer May Offer Life-of-Building 
Guaranty on Insulation 


With the avowed purpose of helping to reduce 
“jerry building,” and to bring prospective build- 
ers and modernizers into the offices of reliable 
lumber dealers, the Celotex Corp., 919 North 
Michigan Avenue, Chicago, announces a “10- 
Point Life-of-Building Guarantee” on Celotex 
Cane Fiber Insulation Board. In making this 
announcement Harold Knapp, general sales man- 
ager, said, “We are building our fall merchan- 
dising campaign around guaranteed insulation 
It is the culmination of fifteen years of experi- 
ence during which Celotex has performed su 
well that we now confidently offer a guarantee 
in writing covering ten points important to home 
and farm construction. Most important of these 








ae” Criorex OO ein 
ial A a Ss 

Lite-of- Building Guarantee (= D, 

+ Celotex Cane Fibre Insulation Board ; 


wes ery chee one Fhe eats a Reed ceed 









— ~— ne ote ne es a att 


EG | 


CRITE @ CLARANTELD so emeanen tong <Acmmine (ae the Hie at toe sliding — 
CRLOTEA @ ULABANTELD to prenete rermmead - 
Gaia 














What tf, 
CELorex —4 
10 POINT LIFE oF BUILDING ade 7 


are the statements that Celotex is guaranteed 
to maintain insulating efficiency for the life of 
the building, and that it will give lasting fuel 
economy. These points are followed by eight 
others which comprise the written contract 
issued to the owner by us.” 

The guarantee is backed up by national adver- 
tising, including color pages in popular and 
building materials magazines, and for the dealer 


there is a new window transfer, a new embossed 
metal four-color yard sign, and a new job sign, 
all featuring guaranteed insulation. The new 
literature includes a 16-page book titled “What 
the Celotex 10-Point Life-of-Building Guaran- 
tee Means to You,” for the consumer, and a 
28-page book titled “Facts You Should Know 
About Insulation,” for the dealer’s use, explain- 
ing just why this 10-point guarantee can be 
offered. 


Preservative Treatment for Exterior 
Millwork 


After eighteen months of experimental work 
at its research laboratory in Portland, Ore., the 
Western Pine Association announces perfection 
of a new preservative treatment for sash, doors, 
frames and other exterior millwork, to which 
has been given the name of Permator. The 
outstanding properties claimed for PERMATOL 
are its high toxic value, oil-soluble qualities and 
its high degree of permanence after injection 
into wood. It is inexpensive, easy to handle and 
simple to apply on all woods commonly used for 
millwork. It does not affect color, finish, size, 
shape or paintability of the wood. The treating 
can be done on completely assembled products. 
Laboratory tests have shown highly satisfactory 
results and give every indication that wood 
products properly treated with it will be pro- 
tected for a period of time equal to the average 
life of the structure in which they are placed. 
The association has prepared a comprehensive 
8-page bulletin, designated as Technical Bulle- 
tin No. 6, and titled: “Permaror, a Preserva- 
tive Treatment for Exterior Millwork.” Single 
copies may be secured by writing the Western 
Pine Association, Yeon Building, Portland, Ore. 


New Display Board and Circulars 
Feature Kitchen Hardware 


The Stanley Works, New Britain, Conn., an- 
nounces an attractive new counter board for 
the display of kitchen hardware. In addition, 
there is a colorful circular for use as a counter 
piece or an envelope stuffer. This also features 
kitchen hardware. The counter board is 13 
inches wide and 18 inches high, and supports 
itself in a position slightly tilted back from the 
vertical. The color scheme is green on dull 
black, a combination that displays the brightly 
polished hardware to excellent advantage. A 
representative assortment of the usual items 
used in a modern kitchen is mounted on the 
board. The display stand is free, the only 
charge being for the hardware that is on it. 
The cover of the circular carries a picture of 
a modern kitchen with cabinets, while the re- 
maining sheets name, describe and identify by 
number the items on the display card. Either or 
both of these dealer helps may be obtained by 
writing to the manufacturer. 


Leaflet Advises Builders 
Use of Right Grades 


The West Coast Lumbermen’s Association, 
364 Stuart Building, Seattle, Wash., has issued 
a helpful four-page pamphlet headed: The Right 
Use of Lumber Grades in Home Construction. 
The purpose of the publication, it is said, is “to 
promote sound and economical construction by 
helping builders make sure that the right grade 
of lumber is used in the right place.” A full- 
page diagram of a section of a building shows 
what grades of lumber should be used in good 
construction. 

In the text of the leaflet it is clearly explained 
why the builder of a home should be sure that 
the proper grades of lumber are used, and the 
various grades are described. It is advised 
that the written specifications order all lumber 
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to be marked officially, and that the grade for 
joist, rafters, sheathing and other items be 
specified. 


New Type of Metal Shingle 


The accompanying illustration shows the Ed- 
wards Twin (2 in 1) Metal Shingle, something 
entirely new in roofing materials, made by the 
Edwards Manufacturing Co., 427-477 Culvert 
Street, Cincinnati, Ohio. These shingles are 
made of galvanized copper-bearing steel and 
galvanized open hearth steel. They are eco- 
nomical in application, as the size, 14x20-inch, 
permits rapid laying, reducing labor costs. They 
are attractive in appearance, lay perfectly and 





protect from weather, fire and lightning. It is 
claimed that these Twin shingles are not 
affected by high windstorms, even of tornado 
velocity. Following are some of the advantages 
claimed for the Twin (2 in 1) Metal Shingles: 
Over size interlocking side seam; positively 
leak-proof; large nailing flange; nails and nail 
holes covered; two large beads and right angle 
water stop; rain or snow can not blow through; 
high butts; heavy shadow lines; flat overlap- 
ping flange; unbroken lap lines; center bead 
guides the laying; flat surface; no danger of 
denting design where walking is necessary. 


Streamliner Door Introduced 


The office of the Wheeler Osgood Sales 
Corp., Tacoma, Wash., is announcing a new 
door for interior use, which Ralph Brindley, 
vice president in charge of operations, describes 
as providing exceptional advantages in light 
weight, economy, and attractive modern ap- 
pearance. 

The Laminex “Streamliner,” as it is called, is 
made with plain panel surfaces of three-ply 
Douglas fir or Philippine mahogany. Its rigidly 
braced hollow core provides strength with light 
weight, and has a series of channels, screened 
at exterior openings, allowing thorough circu- 
lation of air to resist warping. Laminex cement 
is used in the door to provide a permanent 
moisture-resistant bond. Many decorative ef- 
fects are possible with the plain panel doors. 
A new cupboard door built on the hollow-core 
principle offers similar advantages, it is said. 





Port of Sacramento Publicizes 
Its Low Rail Rates 


San Francisco, CAL. Sept. 19.—Data 
gathered by the Sacramento Chamber of Com- 
merce show carload rates on lumber from 
shipping points in superior California and 
southern Oregon to be lower to that city than 
to any other Pacific Coast port. This difference 
is found to be due to the shorter distance by 
rail from the mills to Sacramento. The study 
shows that the lumber rate, per 100 pounds, 
from Weed, Siskiyou County, for example, is 
14 cents to Sacramento, compared with 17% 
cents to Stockton, and 22 cents to both San 
Francisco and Portland. From Klamath Falls, 
the rate to Sacramento is 15% cents, while it 
is 17% to Stockton and 22 to San Francisco 
and Portland. 
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Industry Studies Possibilities of Anti-Price Discrim- 
ination Law, Government Surveys of Trade Codes 


(Continued from Page 21) 

merce, in the course of such commerce to 
discriminate in price in any other respect 
contrary to Section 2 of the Clayton Act as 
amended by the Act of Congress, approved 
June 16, 1936, (Public No. 692, 74th Congress), 
or knowingly to induce or receive a discrimi- 
nation in price which is prohibited by such 
section as amended. 

RULE 9. Withholding from or inserting in 
an invoice statements which make the in- 
voice a false record, wholly or in part, of the 
transaction represented thereby, with the 
purpose or effect of misleading or deceiving 
purchasers, prospective purchasers or the 
consuming public, is an unfair trade prac- 
tice. 

As herein used, the word “commerce” 
means trade or commerce among the several 
States and with foreign nations, or between 
the District of Columbia or any Territory of 
the United States and any State, Territory, or 
foreign nation, or between any insular pos- 
sessions or other places under the jurisdic- 
tion of the United States, or between any 
such possession or place and any State or 
Territory of the United States or the District 
of Columbia or any foreign nation, or within 
the District of Columbia or any Territory or 
any insular possession or other place under 
the jurisdiction of the United States; pro- 
vided, That this shall not apply to the Philip- 
pine Islands. 


Will Help Enforce Law Against 
Price Discrimination 


New York, Sept. 21.—At a recent meeting, 
the board of directors of the New York Lumber 
Trade Association (Inc.) adopfed a resolution 
with reference to the Robinson-Patman Act, 
which concluded the work of a special com- 
mittee known as the wallboard, panel and 
specialty committee of the New York Lumber 
Trade Association (Inc.). Copies of this reso- 
lution were sent to the sales managers and sales 
executives of forty-five manufacturers of these 
products, and Secretary Frank H. Alcott re- 
ports that letters are being received from them 
indicating that they purpose to study the resolu- 
tion with interest and to give it consideration 
in making their own plans for observance of 
the Act. The resolution setting forth, for such 
counsel and benefit as it may convey, the uni- 
fied position taken by the membership of the 
New York Lumber Trade Association as to 
the provisions of the Robinson-Patman Act, is 
as follows: 

WHEREAS, The membership of the New York 
Lumber Trade Association (Inc.) subscribes to 
the principle that the interests of the public and 
of industry are best served by moving lumber 
and allied products through the medium of 
lumber dealers of commercial responsibility and 
business integrity; and 

WHEREAS, We have always opposed dis- 
criminatory buying concessions in any form, 
quantity for quantity, to any person or firm in 
Metropolitan New York; and 

WHEREAS, The Robinson-Patman Act assures 
equal business opportunity, outlaws unfair trade 
practices and provides penalties for price dis- 
crimination, trade restraint and monopoly; and 

WHEREAS, The dealer members: of this body, 
established for service to industrial firms, fabri- 
eators, building contractors, mercantile houses 
and other dealers, are in the same classification 
as any and all other firms purchasing such goods 
for resale; be it therefore 

Resolved, That no manufacturer shall grant 
to any concern differentials in price not granted 
in like kind to the dealer members of this Asso- 
ciation; and be it 

Resolved, That the basic limit for pricing be 
predicated upon the carload quantity as estab- 
lished by railroad freight rates and approved by 
the I. C. C. for the respective commodities; and 
be it 

Resolved, That the differentials for less than 
carload quantities be inclusive of all items of 
cost of manufacture, sale and delivery and be 
comparably uniform and without discrimination ; 
and be it 

Resolved, That the New York Lumber Trade 


Association (Inc.) would view with great con- 
cern any reshaping of sales and pricing policy 
on the part of any manufacturer which policy 
would not conform to the purposes and prin- 
ciples of the Robinson-Patman Act; and be it 
further 


Resolved, That in behalf of its dealer mem- 
bership, the New York Lumber Trade Associa- 
tion (Inc.) will enlist the aid of the Federal 
Trade Commission against any person (firm or 
corporation) who either grants or knowingly 
receives the benefit of discriminatory prices, 
rebates, commissions, discounts or other in- 
equitable services based upon these established 
quantity limits for insulation board, plywood 
and other normal lumber yard specialty items. 


51 
To Produce Hardwood Flooring 


MELLEN, Wis., Sept. 21.—The Foster-Lati- 
mer Lumber Co. has sold its flooring factory, 
power house, dry kilns, lumber sheds, office 
buildings, nineteen small dwellings and equip- 
ment here to Julius P. Nordby and Otto P. 
Pearson, of Mellen. The two new owners 
have been associated with the firm for many 
years, Mr. Nordby“being a member for 31 years 
as superintendent, and Mr. Pearson for nearly 
30 years as general manager and in charge of 
sales. The new owners have taken possession 
and plan to purchase hardwood lumber and 
manufacture it into flooring. About thirty-five 
men will be employed. H. I. Latimer, asso- 
ciated with George E. Foster, of Wausau, in 
the business, has announced his retirement; 
last January the firm moved a sawmill and 
planing mill to Ontonagon, Mich. 
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Check these features .. . 


Atkins Silver Steel Saws Combine 


*Scientific Grinding 
*Correct Tempering 


*Taylor-Made Toothing 
*Uniform Tensioning 


and *A Uniform Back 
to give you the best band saw you can buy. 


E. C. ATKINS AND COMPANY, 460 So. Illinois St. 


INDIANAPOLIS, IND. ; 


ATKINS Silver Steel SAWS 


A FAMILY OF CHAMPIONS 
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Eastern Trade News 


[F. J. Caulkins] 

Boston, Mass., Sept. 21.—Activity and inter- 
est of the past week centered rather more upon 
political than industrial and commercial deveiop- 
ments, though the movement of lumber con- 
tinued steadily to expand, and a group of 1,500 
officials of the savings banks of the State at 
their annual convention last week at the Ocean 
House, Swampscott, were told by the president 
of their national organization that the biggest 
boom in the construction of homes ever known 
in this country, was slowly but surely developing 
and would be in full swing during the next 
two to three years, He based this prophesy 
not only upon the need for more housing that 
had accumulated during the past five years of 
general commercial depression, but also from 
reports of thousands of member banks as to 
the rising tide of inquiry for funds with which 
to finance new home construction. 

One of the Federal court rooms in the new 
Post Office Building at Boston was well filled 
on Wednesday and Thursday of last week by 
a large group of steamship officials and a small 
group of interested lumbermen, attending a hear- 
ing called by the United States Shipping Board. 
The purpose was to inquire into the matter of 
services, charges and practices of carriers 
engaged in the eastbound transportation of lum- 
ber by way of the Panama Canal. The exam- 
iner was G. O. Basham. It is understood that 
no complaints had been filed with the Shipping 
Board, and there had been no request for an 
investigation. The line of questioning made it 
clear, however, that the aim was to prove that 
handling charges at Boston were higher than 
at many other ports, and that special conces- 
sions were being made to some favored steam- 
ship companies in an effort to attract their ships 
to certain docks or terminals. One distributor 
suggested that a sliding scale of rates, used by 
one or more of the steamship companies, had 
worked to the advantage of certain large receiv- 
ers, though the direct effect upon the market 
was to throw the price structure out of gear. 
It was felt that this practice was responsible 
for the highly competitive market and a local 
range of prices that were out of line with 
stable mill prices on the West Coast, during 
the past year. The examiner will render a 
complete report of the hearing, with his find- 
ings, to the Shipping Board. R. T. Titus, of 
New York, secretary of the Intercoastal Lum- 
ber Distributors Association, was on hand to 
represent that body. Among those attending the 
hearing were Otis N. Shepard, T. H. Shep- 
ard and Joseph Cussen, from Shepard & Morse 
Lumber Co.; W. Scott Blanchard, of New 
York, president of Blanchard Lumber Co.; C. H. 
Chenoweth, of Boston, and others. 


WEST COAST FIR AND HEMLOCK.— 
While distribution from the yards is in larger 
volume than in any similar period since 1929, 
activity is spotty, some areas showing a bet- 
ter than normal movement, while others are 
producing a disappointing demand. Few 
yards are carrying excessive stocks, for deal- 
ers are able to pick up emergency lots as 
wanted from the wholesale distributing 
yards, and have not been inclined to place 
round-lot orders for direct shipment from 
the mills. The past week has brought some 
improvement in the volume of this type of 
orders, and this is taken to mean that the 
general price level here has strengthened and 
is quite in balance with the $11 discount 
which the mills have established and main- 
tained over a period of four weeks. Receipts 
by water at Boston in September to date ex- 
ceed 8,000,000 feet, and the total for the 
month will be somewhat higher than that of 
July or August. There are no quotable price 
changes either for dimension sizes or boards. 
The import of British Columbia fir and hem- 
lock will be negligible through the remainder 
of the year, as the flow of this stock has 
been diverted to a very active English mar- 
ket. For the first eight months of the year, 
however, British Columbia receipts at Bos- 
ton totaled 25,170,600 feet, the largest amount 


to arrive at any port in the country on either 
coast. Customs reports for the eight months 
period show that of the allowable full year 
quota of 250,000,000 feet to enter the country 
from British Columbia slightly under forty 
percent has thus far been entered. 


EASTERN SPRUCE.—The market con- 
tinues to hold its price strength, for while 
the high spot for each item is unchanged, the 
low level has gained a full dollar, thus nar- 
rowing the range by that amount. For ex- 
ample, the 2x10- and 3xl10-inch dimension, 
previously quoted at a range of $36@38, now 
moves up to $37@38, as the $36 quotation 
disappears. For 2x12-inch the $37 quotation 
is out, and the range today is $38@39. For 
the random sizes, the spread between high 
and low narrows down to a single dollar. 
Most mills report full order files, with some 
delay in shipping dry boards, by reason of 
scarcity of some stock sizes. Most sales 
show advances ranging from 50 cents to $1. 
Five-inch and up covering boards, also the 
1x4-inch dressed boards, are firm at $28@29. 
For the 1x5-inch dressed boards, the range 
is from $29@31. 


LATH AND SHINGLES.—Current quota- 
tions will be found on another page under 
the heading Eastern Spruce. Demand for 
spruce lath continues to absorb the output 
of all mills, but the pressure for deliveries 
will taper off as cold weather arrives. The 
old custom of setting up temporary portable 
mills to get out round wood lath when de- 
mand exceeds production at the standard 
mills and the selling price is attractive, has 
not been revived during the strong market 
of the past six months. The call for white 
cedar shingles continues active, and the price 
range prevailing since early summer holds 
steady. West Coast mills producing red 
cedars appear to be marking time as they 
await strike developments now listed for Oct. 
1. For all-rail delivery to New England 
points, the 18-inch Perfections are uniformly 
quoted at $4.84, and the 16-inch XXXXX No. 
1 at $4.24; No. 2, $3.84; No. 3, $2.94. Stocks 
at the local storage yards are complete as 
to grades, and while the supply is ample it 
is not excessive. Prices at the storage yards 
to dealers are $4.75 for the Perfections; $4.20 
for the 16-inch No. 1; $3.20 for No. 2, and 
$2.75 for the No. 3. 


EASTERN HARDWOODS.—The call for 
maple and birch from the furniture factories 
and woodworkers continues to absorb pro- 
duction at most mills as the stock reaches 
shipping condition. Maple is very strong and 
active, with good inch birch a close second. 
The larger mills are holding FAS inch birch 
or maple at a range of $78@82,and the com- 
mon and select grade at $56@60. Negotia- 
tions are in progress with the heel shops for 
next season’s supply of heel maple, and some 
contracts have already been closed, though 
details have not been made public. For 
standard 2-inch cross cut—90 percent, usable 
for heels—there are no quotations below $85, 
and several of the larger shippers are firm 
at $90, as they feel that the stock will easily 
net that figure if diverted to the woodwork- 
ing plants. The heel season just closed was 
one of the best in recent years. 

PINE BOXBOARDS.—The market position 
is a trifle weaker, as the supply of both 
square edge and round edge box pine at the 
mill yards is ample. The square edge rough 
inch at the mill yard sells as low as $20@21, 
and the round edge at $13.50@14. The 
thicker stock 1% and 1%-inch is definitely 
weaker, with round edge lots, that sold in 
early August at $16, now quoted at $15. De- 
mand from the box shops has dropped 
sharply during the past ten days. 


The lumber personnel that had made the 
front pages of the press as a result of the 
election in Maine and the primary voting in 
New Hampshire, Vermont and Massachusetts, 
was apparently limited to two individuals, one 
the son of a former lumberman, and the other 
the wife of a veteran retail dealer at Taunton, 
Mass, Russell A. Wood, of Cambridge, Mass., 
was chosen as the Republican candidate for 
State auditor. Mr. Wood is a son of the late 
James A..Wood, who for more than fifty years 
prior to his death in 1927 was a leading whole- 
sale lumberman at Boston. The vice chairman 
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of the Republican State committee is none 
other than Mrs. Alfred B. Williams, of Taun- 
ton, Mass., wife of the head of A. G. Williams 
& Co., retail dealers and woodworkers. Mrs, 
Williams has been one of the active workers 
both at Republican headquarters and over the 
State as a campaign speaker, and had a prom- 
inent part in the program at the so called vic- 
tory dinner arranged by her committee at the 
Hotel Bradford, Boston, last Thursday evening, 
when the chief honor guests were Governor-elect 
Barrows and Senator-elect Wallace White, of 
Maine. 

The Garrettson-Ellis Lumber Co., Spring 
field, Mass., has been appointed direct mill rep- 
resentative, for the New England States, of 
the Aberdeen Plywood Co.,’ Aberdeen, Wash., 
one of the largest of the fir plywood producers. 
To properly service this line, as well as the 
new line of fir doors, for the wholesale jobbers 
and retail dealers, the Garrettson-Ellis company 
has added to its staff Albion Bryant, who has 
been connected with the sale of plywood and 
fir doors in New England for some time. 

Fred A. Holbrook, president of the Holbrook 
Lumber Co., wholesale distributor at Spring- 
field, Mass., is away for a four weeks’ trip to 
his mill connections on the Pacific Coast, to re- 
turn about Oct. 10. 

The Rice & Lockwood Lumber Co., general 
wholesaler at Springfield, Mass., has just an- 
nounced the opening of a Boston district sales 
office at 634 Commonwealth Avenue, Newton 
Center, Masss., with Harold E. Brasor as man- 
ager, and Kenneth P. Hubbard as associate. 
Mr. Brasor has long been attached to the sell- 
ing staff of this well known Springfield house, 
and Mr. Hubbard is a son of the late James 
W. Hubbard, a former president of the com- 
pany, who passed away in 1928. 


Mahogany and Veneer Firm An- 


nounces Personnel Changes 


Boston, Mass., Sept. 21—The Palmer & 
Parker Co., outstanding manufacturer and dis- 
tributor of mahogany lumber and rare veneers 
since 1833, announces promotions and appoint- 
ments in its organization following the 
death in July of its former president, Frank 
Sawyer. B. O. Gerrish, son-in-law of Mr. 
Sawyer and former treasurer, has been elected 
president and general manager. Gordon 
Parker, a son of the late Harrison Parker, 
is made vice president, and Ralph Sawyer, a 
cousin of the late Frank Sawyer, succeeds Mr. 
Gerrish as treasurer. All have been with the 
company many years, Mr. Gerrish for eighteen 
years, while Mr. Sawyer has served as foreign 
log buyer. 

L. S. Beale, former secretary of the Na- 
tional Hardwood Lumber Association, and the 
Mahogany Association, and recently sales pro- 
motion manager for the W. M. Ritter Lumber 
Co., has been secured as manager of the lum- 
ber department. 

The Palmer & Parker Co. is an importer of 
mahogany logs and other foreign woods, op- 
erating a double band sawmill and veneer 
mill on its water-front site in the Charlestown 
district, distributing its products throughout 
the United States and Canada. It also con- 
ducts a wholesale distributing yard for domes- 
tic hardwoods. 


NEW YORK, N. Y. 


The event of the past week in local lumber 
circles was the annual convention of the Na- 
tional Hardwood Lumber Association, held at 
the Hotel New Yorker, which was attended by 
fully five hundred members and guests and de- 
veloped a series of addresses, of absorbing in- 
terest, by industrial and economic experts. In 
an address of welcome to the visitors made by 
President Charles L. Adams, of the New York 
Lumber Trade Association, he stressed the 


point that a recent check-up showed in ex- 
cess of 9.000 houses now under construction in 
Queens Borough alone. In all nearby districts 
outside of Manhattan a very vigorous building 
program is being carried forward, though the 
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larger developments are found in the area of 
Queens. Most of the suburban dealers report 
an active movement of lumber to the jobs, but 
here on Manhattan trade is disappointing. It 
was brought out by Mr. Adams at the hard- 
wood convention that much of the lumber being 
used in these development projects was “the 
worst possible” and under the building laws 
should be rejected. He urged an early return 
to sane activity in carrying out home building 
projects. It is significant that, on the date of 
his address, figures were released from Wash- 
ington definitely fixing the number of home 
properties foreclosed by the Federal HOLC 
prior to Aug. 31 as 43,870, and further that the 
Corporation is “cracking down” on defaulted 
home mortgages at the rate of 8,000 a month. 
Stepping into the breach to put an end to this 
shadow type of financing, and of the use of 
inferior lumber even in low cost housing, a 
group of local architects this week started a 
drive for better housing. It has just completed 
fifteen houses in the prjce range from $5,000 to 
$15,000, with five to eight rooms each. These 
fifteen houses are located in Chatham, N. J., 
Hartsdale, and Crestwood, N. Y., and Amity- 
ville and Harbour Green, L. I. These will be 
used as salesrooms where the prospective home 
owner may select the exact type of home he 
wants and have it built for him under the su- 
pervision of trained experts who will see to 
it that proper material only is used. The spon- 
sors include twenty-one of the leading small- 
homes architects and building material dealers 
of the New York area, and they propose that 
the home buyer shall be assured that the ma- 
terial used in his home shall be of the quality 
specified. 


Longshore and Ship Labor Difficulties 
Being Adjusted 

Deepwater steamship companies and members 
of the Longshoremen’s Association have been 
at grips during the past week in an effort to 
agree upon terms for the handling of cargoes 
at the docks on both coasts. Harry Bridges. of 
Pacific Coast fame. has been here in confer- 
ence with union officials, and claims that the 
new contract to govern Pacific Coast opera- 
tions when the old contract expires on Sept. 
30 is ready for adoption. The demand is for a 
slight advance at all ports in the wage scale 
to $1 per hour for regular time and $1.50 per 
hour for overtime, and it is said that these rates 
have been tentatively agreed to. Operators, 
however, are squarely opposed to a 40-hour 
work week in place of the 44-hour week now 
in force. Concurrent with this agitation for a 
new longshoremen’s contract comes the con- 
ference of the American Merchant Marine at 
Boston, on the last three days of September, 
when the ship operators will have as their guest 
the executive secretary of the International Sea- 
men’s Union. Constructive action is hoped for 
to provide for amicable relations between the 
ship owners and the seamen. The feeling in 
intercoastal lumber shioping circles seems to 
be that for the next six months, or until the 
next heavy movement of lumber from the West 
Coast gets under way in the summer of 1937, 
there will be no strike interference with the free 
movement of lumber to the Atlantic Coast ports. 


Baltimore, Md. 


NORTH CAROLINA PINE—While some of 
the distributors feel that inquiry has been 
less active of late, others are as busy as 
ever and even experience difficulty at times 
in making prompt shipment. Receipts at the 
wharves are moved away as fast as they 
come in, and prices are well maintained. 
Trucking from mills is still an important 
factor. Mills show a disposition to mark up 
prices. 


LONGLEAF PINE.—Some dealers report 
the largest business handled in a long time. 
They do not always find it easy to obtain 
stocks in sufficient volume to take care of 
their orders. Quotations are stated to be 
firm, and advances are likely with the first 
speeding up of demand in the fall. 


AMERICAN LUMBERMAN 


CYPRESS.—Mills are rather behind in their 
orders, and inquiry is on the increase. There 
is every indication that something like a 
definite shortage may develop, and local 
dealers are making additions to their assort- 
ments as fast as they are feasible. Prices 
are advancing 


WEST COAST WOODS.—The prospect of 
new labor troubles on the West Coast has 
led eastern buyers to place orders for Doug- 
las fir without delay, and mills are behind 
on their deliveries. It is stated that Ponde- 
rosa, white pine and sugar pine are scarce. 
Prices are very firmly maintained on western 
species. 


HARDWOODS.—Business has picked up de- 
cidedly in the last two weeks. The quota- 
tions all along the line are firmly maintained, 
and new advances are being made as short- 
ages in one item or another develop. Gum, 
basswood, tupelo, poplar in certain grades, 
and other stocks are difficult to supply in 
desired quantities. Furniture factories and 
other users are still liberal buyers. Export 
trade keeps up in an impressive manner, with 
wagon oak one of the items sought in liberal 


— Buffalo, N. Y. 


The lumber trade has lately been on a 
more active scale, though there is still plenty 
of room for improvement. The increased 
amount of building in various localities in 
this region, and the tendency of the market 
to take on added strength have stimulated 
buying by retail yards, many of which are 
carrying small stocks. Prices of most woods 
have lately been advancing. Industrial de- 
mand has been better than for _ several 
months. 


HARDWOODS.—The hardwood yards re- 
port an increased interest in purchases and 
a little stronger market than during the 
summer. There is a pretty fair demand from 
the furniture factories, which lately have 
been getting busier. The improvement in 
the construction line has made a consider- 
ably larger demand for oak and other hard- 
wood flooring. Mill prices of flooring are 
being held firmly to list. 


WESTERN PINES.—The market shows 
some improvement over summer conditions. 
A good deal of strength has recently de- 
veloped, starting with Idaho pine and being 
communicated to other woods. Retailers in 
many cases have had but small stocks, and 
they have been adding to them because of 
increased needs and the prospect of a further 
strengthening in prices. 


NORTHERN PINE.—The demand is im- 
proving and promises to be quite a little 
better than for several months past. The 
orders come not only from the building trade, 
but from industrial plants. Some box fac- 
tories report the best business they have 
experienced in a long time. Prices are show- 
ing an advancing tendency and some items 
are getting scarcer. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—Demand from 
both the domestic and foreign markets con- 
tinues good. In the domestic market, fur- 
niture, interior trim, radio cabinet and other 
woodworking plants are in the market con- 
stantly, and all report excellent order files 
for this season. The continuation of furni- 
ture plant buying until late in the season 
has been most unusual, and all plants report 
a good demand from retail stores. Sales to 
the automobile manufacturers, while not as 
good as in former years, are showing a re- 
vival, a nice volume of business coming from 
this group. 
continues, and prices on flooring oak, which 
for many months were exceptionally low, are 
now advancing. Buying by millwork plants 
continues at a good rate. There is a con- 
tinued demand from the box plants. Foreign 
demand is showing considerable improve- 


ment. English buyers are again in the mar- 
Prices of oak 
have been exceptionally low, but there is 
every indication that overseas users will have 
to pay more. Many American manufacturers 
have representatives visiting England, but 
few firms are selling at the low prices which 
have been quoted in the last few weeks. 
Weather conditions have been excellent, but 
sales have exceeded production, so that stocks 


ket for oak and other woods. 


have decreased in the last few weeks. 


The demand for oak flooring 
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THE STAIIDARD STOCK 
FOR SHEATHII71G 
ROOF BOARDS 
SUB-FLOORS 


VERY house that's being built 
needs Sheathing, Roof Boards, 
Sub-flooring, Cement Forms, etc. 


Every house bill gives you an oppor- 
tunity for Roofer Profits. 

Don't overlook the farm market for 
Roofers—for homes, barns, poultry 


and hog houses, granaries, dairy 
houses, implement sheds, etc. 
Roofers can be furnished dipped to 
prevent stain, air or kiln dried. Many 
of these producers can also supply 
Long Leaf Decking and other lumber 
items. Roofers are supplied S4S, 
S2S&CM or Shiplap in 34” or 25/32” 
on special order. 

Roofers made by these responsible 
manufacturers are dependable in 
every way—and you can order 
through your wholesaler. 


Leon Clancy Company 


Careful manufacture and prompt shipments 
Pavo, Ga. 


Johns-Carroll Lumber Co. 


Can supply Lignasan dipped stock 


Hurtsboro, Ala. 
Jones Lumber Company 


K D Shortleaf Finish, Boards and Dimension 
Donalsonville, Ga. 


King & Thurston, 


Short Leaf Roofers--Long Leaf Decking 
Thomaston, Ga. 


Jeffreys-McElrath Mfg. Co. 


Mfrs. Roofers, Lumber and Box Shooks 
Macon, Ga. 


Mills Lumber Co. of Ga., Inc. 


Mfrs. Pine Lumber -- Roofers a Specialty 
Acworth, Ga. 


H. Dixon Smith, Inc. 


Roofers from “‘ The Wood Universal * 
Columbus, Ga. 


Bell Lumber Company 


Manufacturers High Grade Roofers 
Richland, Ga. 

























The King Lumber Co. 


Roofers and Kiln Dried Finish 
Cuthbert, Ga. 
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Tacoma, Wash. 


WEST COAST WOODS.—Business for the 
most part has been reported excellent during 
the last fortnight, and there is every indica- 
tion that it will continue so, at least until 
the beginning of October. Were it not for 
the possibility of a Pacific Coast longshore- 
men’s strike, scheduled for Oct. 1, fall trade 
would be good, operators declare. Many of 
them say that much of the last month’s buy- 
ing has been directly attributable to advance 
buying by dealers who are endeavoring to 
build up stocks as a protective measure, in 
expectation of shortages that will prevail if 
there is a prolonged strike tie-up. Shipping 
has been unusually active for the same rea- 
son, as mills are endeavoring to clear their 
files. No orders for water delivery after Oct. 
1 are being accepted. Local building con- 
tinues active, due to a large degree to ex- 
cellent weather. 


San Francisco, Calif. 


COASTWISE MOVEMENT—The Coastwise 
Lumber Conference report shows a total 
August movement of 58,950,600 feet of lum- 
ber from the Pacific Northwest to California, 
compared with 50,199,900 feet in July of this 
year, and 71,534,800 feet in August, 1935. The 
difference between the August figure for this 
year and that of last year does not represent 
a decline in volume for 1936, because volume 
in August, 1935, was above normal, shipments 
having been held up by strike conditions in 
July of that year. The August, 1936, move- 
ment is said to be about normal, and is 18 
percent above the July movement to Los 
Angeles, and 22 percent above that to San 
Francisco. The amounts of lumber delivered 
to California ports in August follow: 


Feet 

San Francisco 22,360,500 
Stockton ..... 731,800 
Santa Cruz .. 151,600 
Monterey ..... 150,300 
Santa Barbara 649,200 
Ventura ; os ; 247,100 
Los Angeles ... 32,185,700 
San Diego . 2,474,400 

Total 58,950,600 


WATERFRONT LABOR—The past two 
weeks there has been just one wrangle after 
another between shipowners and unions. In 
that time there developed the threat of a 
nationwide port tie-up by longshoremen; the 
Sailors’ Union demanded wages of $65 to $110 
a month, employers proposing $40 to $85; 
and steam schooner owners ask six marine 
unions for new agreements and arbitration 
of such matters as might remain in dispute 
on Sept. 30. The uniors remain shy of ar- 
bitration. With the old working agree- 
ments expiring Sept. 30, there was expressed 
little hope that current negotiations would 
result in new working agreements without 
arbitration. Just what will happen if the 
awards expire without any agreements being 
reached as to contracts to replace them, 
neither side would predict. One shrewd ob- 
server of the longshoremen situation pointed 
out most of the large steamship companies 
were too heavily subsidized by the Govern- 
ment to do anything but let longshoremen 
come to work as usual after Sept. 30 if no 
agreement was reached, but he hastened to 
say that was just his guess, which was as 
good as the next fellow’s. In the meanwhile 
San Francisco docks are reported to be burst- 
ing with outgoing cargo as shippers endeav- 
ored to get their goods aboard ships sailing 
before expiration of agreements, Sept. 30. 
Off-shore lumber shippers have been rushing 
their October shipments out in record time 
during September, and postponing others to 
November. Shipowners in the coastwise lum- 
ber trade are taking every precaution so as 
not to be caught and tied up in ports with 
cargoes in event of a strike. 


REDWOOD—The western market is firm 
after a recent price increase on a mixed list 
of items averaging about $1 per thousand. 
Although it is thought there has been a little 
improvement in the supply, dry uppers con- 
tinue short. The eastern market is reported 
to have picked up in general, and this is 
especially true in the middle West, while 
Atlantic Coast markets remain a little slack. 
Eastern markets are calling for all grades, 
and prices are holding firm. A shortage is 
being experienced in 5/4 dry stocks for east- 
ern trade. Sales agencies are being kept 
busy filling orders, rather than seeking them. 


AMERICAN 


Market News from Ameri 


The most active foreign markets are Austra- 
lia, New Zealand and South Africa. Of late 
thé Peruvian market has become quite active, 
showing more activity than for the past 6 
or 7 years, due, it is said, to recovery getting 
into stride in that country. 


CALIFORNIA PINES—Prices are firm for 
both Ponderosa and sugar pines, with every 
indication of their strengthening in the near 
future. Demand is good and coming from 
all markets. A decided shortage is develop- 
ing with box lumber. In both species there 
is a decided shortage of No. 2 shop and 
better. 

DOUGLAS FIR—There has been an im- 
provement in this market, and prices have 
held their own. Export trade has also im- 
proved, especially to Oriental ports, from 
which seasonal orders are coming. Shippers 
and exporters have been rushing shipments 
during September, and putting other ship- 
ments over to November, because of threat- 
ened waterfront trouble. 


Seattle, Wash. 


WEST COAST WoOODS—Shippers to all 
markets are watching with grave concern 
the progress of negotiations between the 
steamship lines and the marine unions, and 
a strike is a probability carefully considered 
in all lumber and shingle commitments now 
being made. It appears that nothing can 
avert a walkout of the seamen along the 
coast on Oct. 1. A strike, in addition to 
paralyzing shipping, may spread to such an 





California Legion Parades With 
Redwood Section 


San Francisco, Cauir., Sept. 19.—A _ 6-foot 
crosscut of a 1200-year old redwood tree ac- 
companied the California delegates to the Amer- 
ican Legion national convention in Cleveland. 
The huge redwood crosscut was presented to the 
California Department by the California Red- 





Carl W. Bahr (left), of the California Redwood 
Association, with State Commander Thomas Rior- 
dan, Jr. (center), and State Adjutant James Fisk 
(right), following presentation of crosscut from 
1200-year old Redwood to the American Legion 


wood Association. The beautiful section of red- 
wood was used as the centerpiece in the official 
California float in the grand parade at Cleve- 
land, Sept. 22. Surrounding the redwood, which 
weighed more than 3000. pounds, were at least 
fifty other California products from central and 
southern regions of the State. During the con- 
vention, the crosscut was presented to the City 
of Cleveland for exhibition purposes by Depart- 
ment Commander Thomas Riordan, Jr., and De- 
partment Adjutant James Fisk of California. 
Cleveland redwood dealers co-operated in the 
presentation. 


LUMBERMAN 
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extent that all manufacturing operations will 
be curtailed or halted. 


RAIL—Because of the threat of a strike, 
mills are keeping their order files low, and 
some are talking of refusing any orders 
which can not be shipped before the strike 
occurs. The movement is heavy, mills being 
eager to ship out while they can. Some mills 
lack orders for immediate shipment. Cer- 
tain inland mills will close completely until 
spring if bothered by a strike. Demand is 
keeping pace with production and stocks on 
hand are low and broken. Prices of dry com- 
mon dimension tend to stiffen as much as 
$1.50. Mills will make concessions only to 
dispose of surplus items. Dry dimension will 
be scarcer from now on; there is no over- 
supply except in undesirable lengths. The 
mills need orders for common cutting. 


INTERCOASTAL—tThere is heavy buying 
in expectation of a strike tie-up, but, regard- 
less of this impetus, the market has a strong 
undertone. Several mills have booked orders 
which can not be shipped until November or 
December, even if operations continue. Ship 
space is almost entirely taken. Prices are 
firm. An effort two weeks ago on the part 
of the mills to increase prices 50 cents failed. 


EXPORT—Japanese demand has picked up 
the past fortnight. Freights are still the 
same; baby squares move at $6, and large 
squares at $6.50, while lumber consigned to 
Shanghai moves on a $6.75 rate. Chinese de- 
mand is very quiet, except for some large tie 
inquiries. China is importing high grade logs 
in large volume, but buying of low grade 
lumber from here will not be affected. A 
fair movement to South America is material- 
izing. American mills are getting a little 
business now from the United Kingdom, 
which is buying very heavily in British 
Columbia. Some of the orders are for clears, 
prices of which have been weak. The lumber 
movement to the United Kingdom is heavy, 
some orders having been placed for deliv- 
ery in January and February. These orders 
are mostly merchantable, which is bringing 
$1.50 to $2 more than it was sixty days ago. 
The European Continent is practically out of 
the market due to internal dissensions. 


SHINGLES—tThe shingle market is stronger, 
most mills advancing quotations 5 to 15 cents 
on all grades. No. 2 shingles, which three 
weeks ago were plentiful, are nowscarce, and 
British Columbia stocks are declared to be 
exhausted. It is practically impossible to 
get British Columbia shingles to the Atlantic 
Coast on steamships which load in Puget 
Sound ports, as the steamship companies, 
temporarily at least, are refusing to absorb 
the 22 to 28 cents extra charge for bringing 
the shingles to local ports. The movement 
of British Columbia shingles to the Atlantic 
Coast has further ‘suffered from lack of 
direct full charters from British Columbia, 
due to the heavy demand from the United 
Kingdom for British Columbia lumber, which 
is taking ships off other routes. The British 
Columbia shingle mills at a recent meeting 
decided to operate single shifts during Sep- 
tember and October, probably to space out 
their United States quota over a six-month 
period. British Columbia mills have an 
8-hour day and a 48-hour week, while Ameri- 
can mills operate on a 6-hour day and 36- 
hour week. 

LOGS—The market is firm. Fir log prices 
are unchanged, though inventories on small 
and stocks of medium logs are short of nor- 
mal. There are plenty of good, big logs, 
and of cedar and hemlock logs. Shingle logs 
bring $10 to 12; lumber cedar logs, $18. Fir 
logs sell at $10, $15 and $20, and hemlock 
at $8.50 to $9.50. 


Birmingham, Ala. 


SOUTHERN PINE—City yards and indus- 
trial users continue to buy sparingly, but 
small-town yards and concentration opera- 
tions are taking stock in large consignments. 
Many yards are unable to keep complete 
stock, due to mills supplying them being 
oversold. Governmental purchases are on the 
increase, with many calls coming through for 
shipment in one day. Several requisitions are 
before the mills at present for one to two 
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million feet each, and all for quick delivery. 
Production has increased considerably in 
Alabama. Many mills are running double 
shifts, and some the full twenty-four hours. 
The lower grades are oversold, but uppers 
are not moving. No. 3, except in 2-inch di- 
mension, can not be supplied. On sheathing 
and subflooring the mills today are sold 
ahead ten to thirty days. No. 2 common 1x6- 
and 1x8-inch shiplap, S2S&CM, S4S, drop sid- 
ing, beaded ceiling and flooring are in good 
demand. For sheathing 1x6-inch is in strong- 
est demand. Dimension instead of being 
bought as No. 2 & Better, is now called for 
in straight grades. Finish is still sluggish, 
with No. 1 and C in best call. Resawn, or 
bevel, siding is in demand for repair. Edge 
grain or rift flooring is still in demand, but 
sales are less than for several months past. 
There has been about $1 advance on 1x8-inch 
and the wider items of No. 2 common and 
No. 1 and C. B&better remains sluggish, and 
at about June 15 level. No. 2 common, 1x6- 
inch, dropped back to $16 for air dried, and 
$16.50@17, kiln dried. No. 3 common flooring, 
ix4-inch, declined to $13. In any working, 
1x6-inch and wider No. 3 sells readily at $14, 
with $16 being asked by many mills. No. 3 
dimension moved up to $13 for 2x4-, 2x6- 
and 2x8-inch, and $14 for 10- and 12-inch. 
No. 3 drop siding brings $13@15. No. 2 flat 
grain flooring, 1x3- and 4-inch, is $18, and 
droppings grade, $23. No. 1 flooring, siding 
and finish average $32. 

HARDWOOD mills have heavy order files, 
production is at peak, and prices are steady. 
Oak flooring mills say that present higher 
costs will necessitate price advances. 


Houston, Tex. 


SOUTHERN PINE —Orders continued to 
come in at a very satisfactory rate during 
the past two weeks, with no changes in 
prices. No. 2 shiplap, 1x8- and 1x10-inch, 
continued the weakest items on the list, being 
sold at $18.50 to $22, mill. Flooring, ceiling, 
siding and all items of dimension move freely, 
and are rather scarce at the mills. Railroad 
buying has been less brisk the past two 
weeks, but there are still a number of rail- 
road inquiries out, and considerable business 
is being placed. Export prices remain firm, 
with thirty cube running from $48 to $50, 
port, and prime from $65 to $115, port. There 
has been some demand for South American 
secantlings. 


HARDWOODS—Mills report plenty of 


orders. Factory oak and cypress are very 
searce. Flooring moves well and is steady 
in price. Lumber is firm, but the mills are 


dissatisfied with present price levels. 


SHINGLES AND LATH—tThe shingle mar- 
ket has shown some strength, a number of 
mills making small advances. No. 2 per- 
fections, 5/2%4-18, are very scarce, as well 
as No. 1 dimensions, 5/2-18x6. No. 3 perfec- 
tions seem to be more plentiful. Lath stocks 
are low, and prices are firm. 


Warren, Ark. 


ARKANSAS SOFT PINE—September book- 
ings by Arkansas mills are well ahead of 
any September since 1929, and promise to 
continue to lead corresponding months of 
that year. Demand comes from all parts of 
regular trade territory. Sales in Iowa, Kan- 
sas and Nebraska are much better than oper- 
ators expected from States affected by recent 
drouth. Demand is also improving in the 
southern States, where the cotton crop in 
most localities is turning out better than it 
was expected to be. The north central and 
eastern States are sending in a good volume 
of orders, most covering a variety of items. 
Finish, casing, base and mouldings are in- 
cluded in many orders, with flooring, both 
plain end and end-matched, in good demand 
along with other bundled stock. The mills 
are over-sold on many items of shed stock 
and are limiting future sales. Heavy sales 
have been made against stock of No. 3 boards, 
with the result that stocks of dry lumber 
have been covered by orders, except in 4-inch 
widths, which are in good supply. No. 2 
boards, in 6-, 8- and 10-inch, are in good 
demand, and all surplus stocks have been 


cleaned up. Stocks of No. 1 lath are almost 
exhausted, while no quantity of No, 2 has 
been available for many months. Most mills 
are sold 60 days ahead on car material, with 
demand strong. 


SOUTHERN HARDWOODS — Recent im- 
provement in demand for all items has lifted 
business to the highest level for any similar 
period in seven years. There is little sur- 
plus stock. In white and red oak, FAS 4/ 
and 5/4 are exceedingly scarce, especially 
at mills catering to the mixed-car trade. Sap 
gum 4/4, in all grades, has been moving 
freely at an advance of $2 to $3 over prices 
prevailing 60 days ago. Very little No. 1 or 
No. 2 is available for quick loading. Oak 


flooring is moving better, so while: there is 
some rough oak flooring stock available at 
a few mills, there is no real surplus and 
better prices are expected. Prices of flooring 
average about $5 better than they were 30 
days ago. In fact, some flooring mills are 
over-sold on some sizes.and are not taking 
new business for shipment under five to six 
weeks, and then only at full list. 


Norfolk, Va. 


NORTH CAROLINA SHORTLEAF demand 
has been rather dull, especially in: the south- 
ern States, but new building operations, both 
residential and otherwise, should show. an 
increase during the fall. Much of the current 
buying is for special jobs, ‘and orders call for 
rush shipment. The majority of mills, large 
and small, are carrying stock much ‘smaller 
than has been calied normal in. the past. 
Because of unfavorable, weather, the supply 
of good stock is small. The recent severe 
hurricane in this section will put many mills 


(Continued on Page 63) 
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Lumbermen’s Credit Rating Book 
--JUST OFF THE PRESS-- 


Complete 





Accurate 





Up-To-Date 





LUMBERMEN'S | | 
CREDIT RATING BOOK 





The new Fall edition of this comprehensive credit and sales guide—Just 
Off The Press—gives the name, location and credit rating of all carlot 
buyers and sellers of lumber and allied products. It reflects the thousands 
of changes that have occurred during the past six months—changes that 


are vital because many affect the credit status of YOUR customers. Hun- 
dreds of new concerns are listed—NEW POTENTIAL CUSTOMERS. 


You Can Use It On APPORVAL 
For 30 Days --- Without Obligation 


Order your copy of this indispensable Credit and Sales 
guide today. Try the complete service for 30 days, WITH- 
OUT OBLIGATION. Ask for Approval Order blank. 


Lumbermen’s Credit Association Inc. 


608 So. Dearborn St. 
CHICAGO, ILL. 


99 Wall St. 
NEW YORK, N. Y. 
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Just Draw On Our 
Complete Stocks 


CONVENIENT 
DISTRIBUTING 
YARDS .-:- - 


4 BOSTON, 

q _, BROOKLYN, 
ELIZABETH, N. J. 

4 PHILADELPHIA, 

qs BALTIMORE. 


Put us to the test—try the prompt and 
satisfying service we are giving dealers 
on our famous “Old Time” kiln dried 


NORTH CAROLINA PINE 


FLOORING, CEILING, 
FINISH, MOULDINGS 


CYPRESS and HARDWOODS 


In fact, any and all items sold by Retail 
Yards. 


We have served the trade for many years— 
know just what dealers require and have 
the stocks and the facilities ready at any time 
to give you just what you want. Write 
TODAY for full information on our products 
and service—and let us fill a sample order. 


FOREMAN - BLADES LUMBER CO. 


ELIZABETH CITY, N. C. 











eo eT 
LONG TIMBERS! 


Our Main 
Lumber 
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Our Real 
Lumber 
Business is 





OSTRANDER 
RAILWAY & TIMBER CO. 
OSTRANDER, WASH. 


The Original Long Timber Mill 








Opi pH! 

CHAS. €. 
330 VANCE BLDG. SEATTLE, W 

SHINGLES & SHAKES-RAIL & CARGO 
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OBITUARY RECORD _ 





H. C. CHRISTY, 92, chairman of the board 
of directors of the Appalachian Co., Toledo, 
Ohio, and in active charge of the timber 
brokerage department of the Toledo Guar- 
anty Corp., Washington, D. C., died unex- 
pectedly Sept. 5. Mr. Christy was the type 
of man whose life will forever be a pattern 
of quality to his many friends. He would 
never permit himself to become old, and, 
although totally blind for several years, he 
was at work each day early in the morning, 
and transacted his business with the facility 
and dispatch of a man of half his years. His 
interest in people and in the progress of 
industry would not allow his mind to become 
dulled by age. Mr. Christy was engaged in 
the lumber industry for more than sixty- 
five years. This period is significant, because 
he was able to cut over some of his tracts 
of timber twice, new merchantable lumber 
having been produced in the half century 
following the first cutting. Mr. Christy was 
born and reared in Ohio. His first business 
connection was with the firm of Kirk & 
Christy at Warren, Ohio, which sold farm 
implements and hardware. After two years 
of this business, the Kirk-Christy Co. was 
incorporated, purchased a timber tract, and 
started sawmill operations. This occurred 
before Mr. Christy was 25. In extending his 
lumber business, he secured timberlands in 
Kentucky and Tennessee, and by the time he 
was 50 Mr. Christy was the operator of Ohio’s 
largest wholesale lumber concern, with yards 
aud general offices in Cleveland. The Empire 
Lumber Co., Buffalo, N. Y., was also one of 
his enterprises. About fifteen years ago Mr. 
Christy moved from Cleveland back to his 
old home at Warren, where he operated as 
a broker in timberlands until becoming affili- 
ated with the Toledo Guaranty Corp., at 
which time he moved to Washington, D. C. 
His life consisted of a multitude of duties. 
Soon after entering the lumber business he 
was elected president of the Second National 
Bank of Warren, Ohio. He was president of 
the Trumbull Electric Railroad Co for sev- 
eral years, and upon moving to Cleveland 
became active in large financial and indus- 
trial affairs. Mr. Christy organized the 
Colonial National Band, and was its presi- 
dent. He was chairman of the Union Bank 
& Trust Co. when Mark Hanna was its presi- 
dent. Entering other fields of business, he 
organized and headed the H. C. Christy Co., 
large grocery wholesale concern; was a direc- 
tor of the Standard Co., brick manufacturer 
in Cleveland; general manager of the Ad- 
vance Lumber Co.; a director of the Cuyahoga 
Lumber Co., and general manager and a 
director of the Forest City Realty & Invest- 
ment Co. Mr. Christy was buried in Warren, 
Sept. 8. He is survived by two sons and a 
daughter. 


MRS. HERMAN HOBI, 30, wife of a mem- 
ber of a prominent family of Grays Harbor 
logging operators, and her three-year-old 
son, Robert, were fatally injured in an auto- 
mobile accident _on Grays Harbor, Wash., 
Sept. 10. Mrs. Hobi is believed to have been 
almost instantly killed when the automobile, 
in which she was riding with her son, col- 
lided head-on with another car. Robert died 
the next day from injuries received in the 
accident. The family moved to Aberdeen, 
Wash., this spring from Eugene when Mr. 
Hobi, who had been interested in an aviation 
company, joined his brothers, Ed and Frank, 
in operating the North River Logging Co. 
Herman Hobi, husband and father, survives. 


WALTER M. ROSS, 65, secretary of J. R. 
Booth (Ltd.), which was one of the largest 
and oldest lumber manufacturing companies 
in Canada, died of pneumonia Sept. 5 at 
Liverpool, England, where he and his wife 
were vacationing. Mr. Ross was known 
throughout Canada, having served as presi- 
dent of the Canadian Lumbermen’s Associa- 
tion and a director of it for many years. He 
became associated with the Booth concern in 
1897, having previously been connected with 
Bronson & Weston, lumber manufacturers 
and wholesalers. Surviving are his widow, 
two sons, a daughter and a brother. 


JOSEPH HENRY WEARN, 75, founder of 
the J. H Wearn Lumber Co, Charlotte, N. C., 
died Sept. 20 at his home in that city. He 
entered the lumber business in 1885 with his 
brothers, W. R. and the late George W. 
Wearn. The concern was known as J. H. 
Wearn & Co., but later was changed to its 
present form. Mr. Wearn retired from the 
presidency of the company in 1932. Sur- 
vivors are his widow, a daughter and two 
sons. 


FRANK N. MANN, 75, president of the 
Huntington (W. Va.) Sash, Door & Trim Co., 
died Sept. 7 after a three months illness. Mr. 





Mann was connected with the lumber in- 
dustry all of his adult life. Upon graduating 
from Hampden-Sydney College, Farmville, 
Va., he entered the lumber business in Alder- 
son, W. Va. When the plant was destroyed 
by fire he moved to Huntington and founded 
the concern he headed. Mr Mann leaves his 
widow, a son, one daughter and a sister. 


H. A. McCABE, 76, manager of the Bonny 
River Lumber Co. at Bonny River, N. S., 
Canada, for twelve years, passed away Aug. 
26. Mr. McCabe was a seaman for twenty- 
five years before entering the lumber in- 
dustry. Ill health forced his retirement from 
active business in 1926. Mr. McCabe is sur- 
vived by five sons, one of whom is C. W. 
McCabe, of Toronto, Ontario manager for the 
occas Lumber Co, (Ltd.), Mon- 
treal. 


MARK M. RAYMOND, 62, owner of the 
lumber company carrying his name at Toma- 
hawk, Wis., died Sept. 10. Mr. Raymond had 
been mayor of his town since 1934, and was 
a leader in all civic matters. He started his 
first lumber yard at Spirit Falls in 1911, but 
moved to Tomahawk in 1918 and established 
his last firm. Later he bought the Oelhafen 
Lumber Co. and merged it with his own. He 
leaves his widow, three brothers and a sister. 


GEORGE ADAMS, SR., 83, founder in 1888 
of a retail lumber business at Inwood, Long 
Island, N. Y., known recently as the George 
Adams Lumber Co., died Sept. 18. He oper- 
ated under the name of George Kaiser until 
1917, when he had his name legally changed 
to Adams. Several years ago he turned over 
the active management of his company to 
his three sons, George, Jr.. William and Louis, 
who with a daughter survive. 


GDPRALD F. GAVIN. 45, founder and presi- 
dent of the Norwood Lumber Co. (Inc.), Nor- 
wood, Mass.. died Sept. 12 at his summer 
home in Sharon, Mass. In addition to his 
lumber interests, he was a director of the 
Norwood Co-operative bank, and socially ac- 
tive. His widow, a daughter, two brothers 
and five sisters survive. One of the brothers, 
Theodore E. Gavin, helped manage the retail 
lumber yard at Norwood. 


JOSEPH A. IHLE, 47, manager of the Pro- 
ducers Lumber Co., Bristow, Okla., the last 
fifteen years, died Aug. 25. Mr. Ihle started 
the Big Jo Lumber Co. at Forgan, Okla., in 
1912, and continued as its manager until 1915, 
when he accepted a position as manager of a 
lumber firm at Covington, Okla. Later he 
was transferred to his last position. His 
widow, two sons and a daughter survive him. 


JOSEPH BROWN, 85, retired veteran lum- 
ber dealer of Harrison, Idaho, died recently 
in Spokane, Wash., where he had spent his 
last years. He operated lumber businesses 
in Maine, Pennsylvania. Wisconsin, Minne- 
sota, and at Harrison. His widow, a daugh- 
ter and two sons, James and David Brown, 
with the Long Lake Lumber Co., Spokane, are 
left. 


Cc. F. HAHN, SR., 59, chief engineer of the 
Mandel Co. plant at Laurel, Miss., died Aug. 
20 as a result of a leg injury, Aug. 14, at the 
factory. Previous to his last job, Mr. Hahn 
was in the employ of the Long-Bell Lumber 
Co. as chief engineer for twenty years. Sur- 
viving are his widow, three sons and two 
daughters. 


ARVID J. BARKER, 59, president of the 
Associated Lumber Cos. (Inc.), Chicago, died 
of pneumonia Sept. 14. He was_born in 
Houlton, Me., the son of G, J. Barker, a 
pioneer lumberman in Wisconsin and the 
Dakotas. Mr. Barker was active in Masonry. 
His widow, a sister and one brother survive. 


A. LEB CONN, 57, prominent south Mis- 
sissippi lumberman and industrialist, of Hat- 
tiesburg, died recently. Mr. Conn had been 
in the sawmill business for over twenty-five 
years. 


HENRY MUILENBURG, manager of the 
Fullerton Lumber Co., Corsica, S. D., for the 
last eight years, died suddenly Sept. 7. His 
widow, two daughters and a son are sur- 
vivors. 


G. M. BROWN, son of Leon G. Brown and 
manager of the latter’s lumber business 
estate at Huntington, W. Va., died Aug. 12. 
Mr. Brown is survived by his widow. 


JOHN G. MISER, 76, president of the Am- 
sterdam (Ohio) Supply Co., died Sept. 8. Five 
children, a brother and one sister survive. 
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THE BUSINESS RECORD 

















Business Changes 


GEORGIA. Abbeville—Plunkett Lumber Co. 
sawmill purchased by Houston Manufacturing Co., 
of Kathleen, Ga, 

IDAHO. Grangeville—Grangeville 
succeeded by Standard Lumber Co. 

ILLINOIS. Sparta—Mann-Bledsoe Lumber Co. 
purchased by Harvey Mcintyre, who will change 
the name to McIntyre Lumber Co. 

INDIANA. Indianapolis—Valdenaire Lumber Co. 
succeeded by Robert D. Pritchard Lumber Co., 
3535 Roosevelt Ave. 

Nappanee—Home Lumber & Supply Co. pur- 
chased by L. W. Cox & Co. of Richmond, Ind., 
and will be known as the Cox Coal & Lumber Co. 

MICHIGAN. Zeeland—Bennett Lumber & Manu- 
facturing Co. has removed its plant from here to 
new and larger quarters at Hart, Mich. 

MINNESOTA. Pemberton — Lampert Yards 
(Ine.) disposed of local retail lumber, building 
material and coal yard to the Pemberton Farmers 
Lumber Co., who will occupy the Lampert yard. 

NORTH CAROLINA. Raeford—Scarboro Lum- 
ber Co. purchased by Ryan McBryde, who will 
conduct it as the Raeford Lumber Co. 

OKLAHOMA. Barnsdall — _ Pickering Lumber 
Sales Co. succeeded by O. E. Woods Lumber Co. 

Pawhuska—Pickering Lumber Co. succeeded by 
Woods-Miller Lumber Co. 

OREGON. Bly—Mettler Bros. are moving sash 
and door manufacturing equipment from this point 
to Lakeview, Ore., having leased the Lakeview 


Lumber Co. 





Beg Your Pardon—Not a New 
Yard 


CLAREMORE, OKLA., Sept. 21.—A notice ap- 
peared in The AMERICAN LUMBERMAN of Aug. 
15 to the effect that Carl Brasier had opened 
a lumber yard on Third Street in this city. We 
have since been reliably informed that this yard 
will handle used lumber only, Mr. Brasier 
having bought and razed several old buildings. 





Sash & Door plant; two new units will be added. 
Eugene—Gabriel Powder & Supply Co. sold build- 
ing material business to Home Lumber Co. 
Lebanon—Gleason Lumber Co. succeeded by 
Sewell & Wynn Lumber Co. 
PENNSYLVANIA. Lawrenceville—J. T. 
succeeded by Traver, Miller & Dye. 


SOUTH CAROLINA. Orangeburg — Hamilton 

Veneer Co. purchased by Algoma Plywood & Ven- 
eer Co., of Algoma, Wis. Plans are being made 
for immediate operation of the plant, which will 
manufacture panels and plywood for furniture and 
cabinets. 
_SOUTH DAKOTA. Avon—T. V. Ptak Lumber 
Co., owned jointly by T. V. Ptak and W. F. Bol- 
linger, sold its stock of building material and 
coal to the Thompson Yards (Inc.), who also have 
a lumber yard here. 


TEXAS. Floydada, Hart, Muleshoe, Olton and 
Southland—Panhandle Lumber Co. succeeded by 
Higginbotham-Bartlett Co. 

WISCONSIN. Norwalk—Gates Bros. (Inc.) sold 
local yard to a partnership firm composed of Fred 
—— of Woodman, and Harold McGary, of Nor- 
wa ° 


King 


Incorporations 


CALIFORNIA. Los’ Angeles—California Style 
Furniture Manufacturing Co.; $25.000. 


FLORIDA. Miami—Roberts Lumber & Supply 
Co. 
INDIANA. Poland—Owen County Lumber Co. 


MARYLAND. Hyattsville—Lizear Lumber Corp.; 
to deal in timber, minerals, etc. 

MICHIGAN. Birch Run—Worden Bros. 
facturing Co.; $5,000; furniture, tuys, 
boats. 

NEW YORK. Brooklyn—Vanderveer Park Lum- 
ber Corp., 3320 Avenue H.; $10,000. 

Merrick—Merrick Lumber & Supply Corp.; retail. 

New York City—Shenkin Cabinet Works (Inc.), 
911 Longfellow Ave.; manufacturers of interior 
woodwork. 

OHIO. Columbus—Contractors Wholesale Lum- 
ber & Supply Co.; $25,000. 

Norwood—Midwest Builders’ Supply Co. 

OREGON. Curtin—Lovegren Mill Co. 

Hood River—Krieg & Sons; $4,000; building ma- 
terials. 

Portland—Herren Logging Co. 

Portland—Peterson-Wilson Co.; logging; $10,000. 


Casualties 


CALIFORNIA. Murphys—White Sawmill de- 
stroyed by fire, with loss estimated at $20,000; 
most of the loss is covered by insurance. Will be 
rebuilt, using machinery from the Bakersfield 
mill, which will be closed. 

MISSOURI. Nevada—Logan-Moore Lumber Co. 
yard destroyed by fire, with loss estimated at 
$50,000; insured. Will be rebuilt. Temporary of- 
fice has been established. 


Manu- 
trailers, 


NORTH CAROLINA, Spindale—Champion Lum- 
ber Co. plant destroyed by fire. Loss, including 
machinery and other equipment and 2,000,000 feet 
of lumber, totals more than $125,000, No insurance. 


OREGON. Lakeview—R. S. Adams lumber mill 
and 40,000 feet of lumber destroyed by fire, with 
loss estimated at $25,000. The mill was being 
operated under lease to Charles Burkhart and 
Cc. H. Chase. 

Ophir—Dimmick sawmill owned and operated by 
the Standard Battery Separator Co., destroyed by 
fire. No insurance. 

Prineville—Pine Products Corp. sawmill and 
75,000 feet of lumber burned; planer and thou- 
sands of feet of lumber saved. May be rebuilt. 


New Ventures 
CALIFORNIA. Bakersfield—Kern Mill Work Co. 


IOWA. Cherokee—B. Paulson will open a lum- 
ber yard here. 

OREGON. Fall Creek—Fall Creek Lumber Co.; 
sawmill. 

Wallowa—Valley Lumber Co.; sawmill and log- 
ging. 

TEXAS. Abilene — Fielder-Dillingham opening 
lumber yard at South Fourth and Chestnut Streets. 


New Mills and Equipment 


GEORGIA. Abbeville—Houston Manufacturing 
Co., of Kathleen, Ga., has acquired Plunkett saw- 
mill and timber rights, and will erect a new mill. 

MISSISSIPPI. Laurel—Mengel Co. of Louisville, 
Ky., is installing equipment in the _ recently 
acquired plant of the Pascagoula Hardwood Co. 
and will operate as the Laurel Panel & Plywood 
branch of the Mengel Co. 

NEW JERSEY. Newark—National Box & Lum- 
ber Co. plans erection of $38,000 plant. 

OHIO. Cleveland—Whitmer-Jackson Co., 1996 
W. Third St., is taking bids on erection of plant 
to replace one recently destroyed by fire. 

OREGON. Medford—Rogue-Elk Lumber Co., a 
recently incorporated firm, plans erection of a mill 
with daily capacity of 60,000 board feet. 

CANADA. BRITISH COLUMBIA. Burnaby— 
Fred N. Tait Lumber Co. (Ltd.) plans construction 
of sawmill and shingle mill, to cost about $40,000. 

QUEBEC. St. Jovite--J. G. Vanchestein plans 
sawmill to cost about $40,000. 





Cypress Now Dried to Desired 
Moisture Content 


PoncHatTouta, La., Sept. 21.—The Louisiana 
Cypress Lumber Co., which recently took over 
and rebuilt the mill formerly operated by the 
Joseph Rathborne Lumber Co., has acquired a 
large tract of virgin tidewater red cypress, and 
is now cutting. The mill has been modernized 








Cypress is being dried green from the saw down 

to moisture content desired by the trade since 

completion of these two Moore cross-circulation 

fan kilns by the Louisiana Cypress Lumber Co. at 
its Pochatoula mill 


in every department, and is said to be a model 
of operating efficiency. The installation of mod- 
ern, high-powered kilns is indicative of the 
trend in cypress manufacture toward drying 
stock green from the saw down to any definite 
moisture content desired by the trade. This sea- 
soning increases the field of usefulness of 
cypress, long regarded as the “wood eternal.” 

The accompanying illustration shows the two 
Moore reversible cross-circulation fan kilns re- 
cently installed at the mill. C. H. Lindsay is 
manager of the Louisiana Cypress Lumber Co. ; 
T. J. Gross, mill foreman, and Newell E. Howell 
is kiln superintendent. 
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Build 


CUSTOMER 
CONFIDENCE 


Confidence is the foundation of mod- 
ern business. Folks prefer to do busi- 
ness with people they feel they can 
trust. Naturally, they’d rather have 
products bearing the manufacturer’s 
pledge of quality. 


Youll find Booth-Kelly grade- 
marked, trade-marked stock will help 
you in building this customer con- 
fidence—it enables you to offer 
straight-forward plainly-marked lum- 
ber values. 


Every customer can see just what he’s 
getting. There’s no guessing, doubt 
or uncertainty—every piece bears 
Booth-Kelly’s trademark and_ the 
guaranteed Association grade. 


You'll find our prompt, dependable 
Mixed Car Service will help you in 
maintaining well-balanced stocks of 


DOUGLAS FIR 


Dimension, Flooring, Ceiling, 
Drop Siding, Finish, Stepping, 
Mouldings, Casing, Base, ete. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 





TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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ADIRONDACK MOUNTAINS 
3000 ACRES 


First growth hardwood--mostly hard maple 
Second growth pine, hemlock and spruce 
}¢ mile to R. R. station — 220 miles to N. Y. City 
3 miles waterfront 
PRICE $60,000 --- Terms 
EARL WOODWARD, Luzerne, N.Y. 
















Idaho— 
Ponderosa— 


WHITE PINE 


Also and Sugar Pine 
Fir Wallboard $7372", oducts 


William Schuette Company 
New York 
Office—4i East 42d St. 


PITTSBURGH, PA. 











J. A. MATHIEU 
LIMITED 





Mills at ye fore ' 
RAINY LAKE, Washington St 
ONTARIO ~: : 
CHICAGO,ILL. 


vorruenn WHITE PINE 


(Pinus Strobus) 


White Spruce—Norway Pine 


NORTHERN PINE LATH A SPECIALTY 


White Pine Pattern Lumber Shed Stock 
Norway Pine Piece Stuff Log Cabin Siding 
m All items Northern Pine Boxing and Crating 
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Public Accountants 
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Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 
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and OFFICE 








Nelson S. Taylor, of Taylor & Crate (Inc.), 
Buffalo, N. Y., sailed from New York, Sept. 
16, with Mrs. Taylor to spend a month in En- 
gland. 


The last golf tournament of 1936 has been 
planned for Oct. 1 by the Hoo-Hoo Golf Tour- 
nament Committee of Milwaukee at the North 
Shore Country Club. 


The Ranetite Manufacturing Co. (Inc.), St. 
Louis, Mo., announces that its new Chicago ad- 
dress is 3154 So. California Ave., and the 
address in New York City is 1182 Broadway. 


The West Coast Plywood Co., Aberdeen, 
Wash., has appointed R. W. Dalton as its repre- 
sentative in California, Utah, Nevada, Arizona 
and New Mexico. Mr. Dalton’s address is 315 
West Ninth St., Los Angeles. 


The Bennett Homes & Lumber Co. (Inc.), 
maker of ready-cut houses at North Tonawanda, 
N. Y., has opened a branch office in Room 205 
of the Wilder Building, Rochester, N. Y. Wil- 
liam J. Edell is New York sales representative. 


Harry E. Baumgarten, who for several years 
has been comptroller of the Ken-Rad Corp. at 
Owensboro, Ky., has accepted a position with 
the Mengel Co., Louisville, Ky., in its budget 
department. 


J. P. Weyerhaeuser, Jr., Tacoma, Wash., is 
a member of a party of Pacific Northwest 
sportsmen who left on a deer hunting trip into 
northern California the middle of September. 
They planned to spend a couple of weeks in 
the woods. 


C. W. Sparling, commission lumber salesman 
of Saginaw, Mich., visited the offices of the 
AMERICAN LUMBERMAN Sept. 22, en route 
home after a business trip to St. -Louis. Mr. 
Sparling reported that business in his State 
is showing encouraging improvement. 


William Petrie, of the Florida-Louisiana Red 
Cypress Co., Jacksonville, Fla., was a visitor 
in Baltimore, Md., Sept. 16, and called upon 
some of the city’s distributors. He said he 
thought prices would advance, since the demand 
continues brisk and stocks are scarce. 


Gov. A. B. Chandler, Kentucky, announced 
Sept. 21 the appointment of C. L. Croan, Louis- 
ville lumberman and turf enthusiast, to the 
State Racing Commission. Mr. Croan is presi- 
dent of the Ferguson Lumber Co. 


Visitors to the Buffalo (N. Y.) lumber trade 
in the past two weeks included: C. C. Fydell, 
New York representative of the Brooks-Scanlon 
Lumber Co., (Inc.), Bend, Ore., and Douglas 
Jones, New York representative of the Florida- 
Louisiana Red Cypress Co., Jacksonville, Fla. 


Lumber salesmen and dealers of Saginaw, 
Lansing, Detroit, Pontiac and other central 
Michigan cities held their annual informal stag 
picnic at Frankenmuth, Mich., Sept. 12. Every- 
one was reported as having enjoyed the day, 
and looking ahead to the get-together next year. 


Chauncey L. Griggs, secretary of the St. Paul 
& Tacoma Lumber Co., Tacoma, Wash., has 
been chosen as one of the representatives of his 
city on the permanent organization which will 
conduct the annual daffodil festival, which is a 
gala celebration in the Puyallup Valley adja- 
cent to Tacoma. 


The Warsaw Lumber Co., Savannah, Ga., 
will be represented in the Baltimore, Md., 
territory by Arthur V. Charshee, it is an- 
nounced. Mr. Charshee and Ralph H. Crutcher, 
secretary-treasurer of the company, inspected 
Baltimore’s facilities for receiving and dispatch- 
ing lumber last week, and were impressed with 
the municipal docks. 


The lumber and coal business along with the 
building contracting business of J. J. Johnson, 
Williston, Ohio, who was killed in an automo- 
bile accident recently, will be continued under 
the management of Harry Johnson, his brother. 
The new manager worked with his brother for 
the past several years. 


The Standard Lumber Co., Spokane, Wash., 
took over the business of the Grangeville (Ida. ) 
Lumber Co., Sept. 15. G. E,. Andrews will 
manage the yard, and other employees will be 
retained, it is understood. The yard facilities 
are being augmented by a warehouse 20x70 
feet adjacent to the present building. 


Building permits in Spokane, Wash., con- 
tinued to show an increase through the first 
half of September. In the first eight and a 
half months of 1936, 1,764 building permits were 
issued as compared to 1,364 during the same 
period of 1935, with the values amounting to 
$2,669,471 and $1,129,427, respectively. 


W. S. Musser, Chicago, has been appointed 
general manager of the Fifield Lumber Co. at 
Janesville, Wis., replacing L. R. Hotchkiss who 
will remain with the concern as its secretary- 
treasurer. Mr. Musser has been in the lumber 
business the past twenty years, and leaves the 
Alexander Warehouse & Sales Co., Chicago, to 
accept the new position. 


E. B. DeVoe, sales manager of the commer- 
cial lumber department of the Spokane, Wash., 
branch of the Ohio Match Co., has resigned 
from the post to become general manager of the 
Oregon Lumber Co., Baker, Ore. He will be 
succeeded by A. W. Crawford, who has been 
assistant sales manager of the Blackwell Lum- 
ber Co. at Coeur d’Alene, Ida. 


Leo G. Opsahl, general sales manager of the 
Red River Lumber Co., Westwood, Calif., re- 
turned to his office Sept. 7 after spending two 
months visiting markets and his company’s re- 
gional offices. He went to the East Coast through 
the northern States, and returned by way of the 
Midwest. Mr. Opsahl reported that he found 
strong markets and optimism every place he 
went. 


Tom H. Nelson, who conducts the Nelson 
Sales Co. at Indianapolis, Ind., claims the dis- 
tinction of being the second oldest lumber sales- 
man in Indianapolis now in active service, hav- 
ing started in the business thirty-five years ago. 
For a few years he abandoned selling lumber 
to engage in building houses, but again is back 
in the lumber game, selling quality lumber, 
posts and shingles. 


Several new lumber yards have been launched 
in New Mexico, it is reported by Allan T. Flint, 
secretary, upon returning to the Denver, Colo., 
headquarters of the Mountain States Lumber 
Dealers’ Association. He visited nearly every 
lumber dealer in that State on a recent trip, 
and says that both new and old lumber com- 
panies in New Mexico are enjoying good busi- 
ness. 

Manufacturers of lumber for furniture will be 
interested in learning that more buyers from re- 
tail furniture and department stores visited the 
American Furniture Mart, Chicago, during Au- 
gust than in any single month in history out- 
side of regular market periods. The buyers, num- 
bered 1,350 and came from 918 stores in thirty- 
one States, Canada, England and Mexico. The 
former record for a month was 1,181 set in 
August, 1935. 

J. B. Fitzgerald, who has been on leave-of- 
absence from the West Coast Lumbermen’s As- 
sociation for the past six months, will return 
Oct. 1 to his duties as head of the informa- 
tion department. S. H. Evans, who has had 


charge of the department during Mr. Fitzger- 
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ald’s absence, will leave the association on that 
date to become Washington editor for a group 
of trade publications, and will have his head- 
quarters in Seattle. 


When the Automobile Club of Buffalo, N. Y., 
celebrated President’s Night Sept. 19, several 
lumbermen were honored because of having 
served as presidents at various times during the 
organization’s thirty-six years of life. Maurice 
M. Wall was president in 1913-1914; Orson 
E, Yeager in 1918, and Harry L. Abbott in 
1928. C. Walter Betts, 1921-22, and Ganson 
Depew, 1926, lumbermen and former presidents 
of the body, are deceased. 


William E. Losee, of the McConaughy-Losee 
Lumber Co., retail firm of Salt Lake City, Utah, 
has become manager of the Gray-Cannon Lum- 
ber Co., wholesale concern of the same city. 
Walter H. Cannon, president and organizer of 
the latter company, died recently. It is said 
that Mr. Losee has not severed his .connection 
with the firm with which his name is con- 
nected, but that he is dividing his time between 
the two concerns. 


C. B. Dice has resigned from his position 
with the Greene County Lumber Co., Xenia, 
Ohio, and left Sept. 18 to take the position of 
manager of the Lake Shore Lumber & Coal 
Co. (Inc.), at Medina, N. Y. Mr. Dice was 
with his last connection for eleven years, and 
previous to that time he was associated for an 
equal number of years with his uncles, H. H. 
and H. L. Dice, who sold the Dice Bros. 
Lumber & Contracting Co. to the Greene 
County concern. 


The Cadillac-Soo Lumber Co., manufacturer 
of lumber and allied products, has moved its 
sales office from Cadillac, Mich., to Rooms 609- 
610 of the Murray Building, Grand Rapids, 
Mich. This more central location will be 
handier to the firm’s trade. Manufacturing at 
the company’s Sault Ste. Marie, Mich., plant 
is to be resumed, with sawing starting about 
Oct. 15. Modern dry kilns are being installed. 
The concern has 67,000 acres of virgin timber 
in Chippewa and Mackinac Counties, Michigan, 
running about 75 percent hardwoods. 


R. M. Morriss, president American Lumber 
& Treating Co., who spends most of his time 
commuting between the West Coast, Chicago, 
the South and the South Atlantic Coast, 
stopped off in Chicago long enough during the 
past week to receive congratulations upon the 
arrival of a grandson, “Rube” Morriss III. Mr. 
and Mrs. R. M. Morriss II, parents of the 
latest addition to the Morriss line, make their 
home in New York, where Mr. Morriss is en- 
gaged in promotional work for the American 
Lumber & Treating Co. 


Chicago was represented by five lumbermen 
at the annual convention of the National Hard- 
wood Lumber Association in New York, Sept. 
17-18. Those making the trip East were: G. A. 
Vangsness, secretary of the National Associa- 
tion of Hardwood Wholesalers, and owner of 
the Vangsness Lumber Co.; J. C. Walsh, of 
Upham & Walsh (Inc.); Kurt Stoehr, treas- 
urer of the Oconto Co.; E. C. Schoen, presi- 
dent of the Columbia Hardwood Lumber Co., 
and Charles M. Smith, president of the W. O. 
King Lumber Co. 


C. D. Terwilliger, general manager; A, C. 
Ahrens, sales manager; and Harry Klukkert, 
superintendent of the box factory, of the Clover 
Valley Lumber Co., Loyalton, Calif., were Chi- 
cago visitors this week and spent a day con- 
ferring with Martin Hanson, sales representa- 
tive in Chicago territory. After spending a few 
days in this territory, Mr. Ahrens plans to call 
on the trade in the East, and on his way back 
to California will visit his old stamping ground 
in Louisiana and Texas. His wife and two chil- 
dren are visiting their old home at Oberlin, La., 
and he will join them there on the return trip 
to California. Mr. Terwilliger left Chicago 
Tuesday afternoon for New York by airplane, 
expecting to spend a day or two there and then 
fly back to Chicago, thence to the coast. 


AMERICAN LUMBERMAN 


An event of real importance in the life of a 
well known, young lumberman of Chicago 
occurred recently when Col. C. B. Cunningham, 
of the Cunningham Lumber Co., was decorated 
with the Cross of Chevalier of the French 
Legion of Honor by Col. Emanuel Lombard, 
military attachee of the French Embassy in 
Washington. The presentation was made by 
the French Government for “services in the 
cause of world peace and international under- 
standing.” The recipient of this honor, which 
seldom has been achieved by a man younger 
than 39 years, is a founder and commander in 
chief of the Allied World War Veterans Coun- 
cil and senior vice commander of Board of 
Trade Post No. 304, American Legion. Col. 
Cunningham took time out from his job of 
selling lumber to attend the American Legion 
National convention in Cleveland. 





Jacksonville Jottings 


JACKSONVILLE, FLA., Sept. 21.—J. F. Wiggin- 
ton, president of the Florida-Louisiana Red 
Cypress Co., here, and Mrs. Wigginton ac- 
companied by their daughter and son-in-law, 
Mr. and Mrs. Walter Bentz, New Orleans, and 
grandchildren, Fallon and Cynthia, planned to 
leave Jacksonville this week for the Bentz home. 
Mr. and Mrs. Wigginton intend to proceed by 
automobile to Chicago. They will return by 
way of New Orleans where a brief vacation 
will be spent. Mr. Wigginton plans to be back 
in his office late in October, 

C. R. Macpherson, president of the Southern 
Cypress Manufacturers’ Association and gen- 
eral manager Wilson Cypress Co., Palatka, 
Fla., is expected home around Oct. 1 after vaca- 
tioning in Michigan. 

William Petrie, field representative of the 
Florida-Louisiana Red Cypress Co., here, left 
recently for New England, and planned to visit 
the Midwest before returning. 

Frank R. Adams, vice president and sales 
manager of the Pacific Lumber Co. of Illinois, 
Chicago, called on Jacksonville lumbermen 
recently. He flew from here to New York City, 
es intended a second air trip from that city 

ome. 


B. R. Ellis, consulting representative South- 
ern Cypress Manufacturers’ Association with 
headquarters here, planned to leave his Augusta, 
Ga., home this week for Washington, D. C. 


Line-yard Company Sells One of Its 
Minnesota Units 


St. Paut, Minn., Sept. 21—H. H. Lamp- 
ert, president Lampert Yards (Inc.), having 
general offices in this city, announces sale of the 
retail lumber, building material and coal yard 
at Pemberton, Minn., to the Pemberton Farm- 
ers Lumber Co., which latter concern also has 
been in business at that point for a good many 
years. The Pemberton Farmers Lumber Co. 
expects to continue, and will occupy the yard 
formerly operated by the Lampert Yards 
(Inc.). 


Old Company Retires, New One 


Carries On 


Huntincton, W. VA., Sept. 21.— An an- 
nouncement recently sent out to the trade by 
B. B. Burns, president Ritter-Burns Lumber 
Co., advised that after mature consideration, the 
stockholders had decided to withdraw from 
the lumber business, and that, effective Oct. 1, 
the company would discontinue trading and as 
soon as possible thereafter completely liquidate 
and surrender its charter. 

At the same time it was announced that 
H. K. Eutsler, who has been secretary and 
sales manager of the Ritter-Burns Lumber Co. 
for twenty-five years, has organized and incor- 
porated the H. K. Eutsler Lumber Co. Im his 
announcement, Mr. Burns said: 

We have a very high regard Mr. Eutsler 
and it is our hope that your re relations 
with him and his company will be as satis- 
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factory as our relations with you have been 
in the past, 

Mr. Eutsler, who is widely known in the 
trade, advises that his new company will have 
the same sources of supply and about the same 
organization as the old company, and offices 
will be maintained in the First Huntington Na- 
tional Bank Building in this city. 


Changes in Personne! Announced 


Announcement is made by the American 
Screw Co., Providence, R. L, of the appoint- 
ment of new executives. William F. Henning, 
who has been assistant manager of domestic 
sales for the past fifteen years, has been pro- 
moted to the position of domestic sales manager 
succeeding the late Albert B. Peck; Walter 
Bromley, formerly sales representative in the 
central and New England States, has been made 
assistant domestic sales manager, and Vincent 
Roddy, formerly director of the planning and 
research division, is now assistant to the gen- 
eral manager, Eugene E. Clark. Harry Mayoh 
will continue as sales promotion .manager, the 
position to which he was recently appointed. 

————— 


Sales Manager for Flooring and 
Lumber 


MeEMPHIs, TENN., Sept. 21.—Following the 
recent resignation of F. K. Gibson as sales 
manager, C. A. Phillips was made sales man- 
ager Sept. 1 of the flooring and lumber de- 
partments of Nickey Bros. (Inc.), of which 
concern S. M. Nickey is president. Mr. Phil- 
lips, having been practically brought up in the 
Nickey organization, is particularly well fitted 
to take over the responsibilities of handling the 
sales of lumber and flooring, and is rapidly 
becoming familiar with all of the details of the 
sales department. As is the case with practically 
all hardwood concerns, Mr. Phillips reports an 
active demand, the call for flooring having been 
especially good during recent months. 





Happenings in California 


San Francisco, Ca.ir., Sept. 19.—After four- 
teen years of service with the Union Lumber 
Co., San Francisco, Calif., Ray Shannon of the 
sales department has started his own lumber 
commission business with San Francisco as 
headquarters. He will represent the Polson 
Lumber & Shingle Co. of Hoquiam, Wash., 
which produces Douglas fir, West Coast hem- 
lock and red cedar shingles. Mr. Shannon will 
also act for the Union Lumber Co. in the San 
Francisco Bay area and the Sonoma Valley ter- 
ritory. Having served in all departments of his 
previous company, Mr. Shannon is thoroughly 
experienced. 


C. C. Stibich, sales manager of the Tahoe 
Sugar Pine Co., San Francisco, traveled by air- 
plane to Portland, Ore., recently to a meeting 
of the Western Pine Association’s promotional 
committee of which he is a member. 


A. W. Strickler of the Redwood Export Co., 
San Francisco, is on his fourth trip to the Far 
East in the interests of the redwood industry. 
His travel schedule covers from eight months to 
a year, and will take him to Japan, China, 
French Indo-China, Dutch East Indies, India 
and other distant foreign points. He will con- 
sult with the company’s agents in the various 
countries, and appoint agents where a need is 
discovered for promotional work in introducing 
or increasing the use of redwood in distant 
lands. 


John Krause’s Lumber Co. of Lodi, Calif., has 
moved its yard to a new location at 515 North 
Sacramento Street. Mr. Krause said that the 
change was necessary due to increased business. 
At the new address, the firm will carry a larger 
stock of lumber, and in addition will handle 
millwork, roofing, cement, plaster, nails, bricks, 
lath, shingles and other building materials. A 
planing mill will be established soon. 


A fire of undetermined origin is reported to 
have destroyed a sawmill and 60,000 feet of 
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lumber owned by Roy White at Murphys, Calif. 
The loss was estimated at $20,000. Mr. White 
plans to rebuild at another site. 

Lumber dealers of Santa Rosa, Calif., were 
urged to stock heavily by N. L. Euphrat, an 
executive of the Wendling-Nathan Co., San 
Francisco, when he made the principal speech 
at the monthly meeting of the Redwood Lum- 
bermen’s Club in Santa Rosa, Sept. 3. Mr. 
Euphrat said that numerous strikes prompted 
his advice. 





Four Baltimore Concerns Acquire 
New Facilities 


BaLtimoreE, Mp., Sept. 21.—The Acme Box 
Co. (Inc.), George A. Tuerk, president, and 
Charles W. Kres, secretary, at Eden and Fleet 
streets, has purchased a building at 512 South 
Eden street and after making structural changes 
will use it for storage. Later on the structure 
may be devoted to manufacturing operations, the 
company having made a fairly steady gain in 
activity. 

The National Lumber Co., Isadore Fruman, 
president, is replacing one of its buildings at 
1113-1115 Stiles street, Baltimore, with a mod- 
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ern structure and expects to augment its manu- 
facturing and storage facilities. 

The Lissberger Box Co. has moved to 607 
South Washington Street. The new location is 
much larger, having 10,000 square feet of floor 
space. The company, of which A. E. Lissberger 
is president, plans to install additional machin- 
ery and increase its output. 

The Williamson Veneer Co., which has dis- 
posed of its plant in Highlandtown, is erecting 
a new factory at Cockeysville, some twelve or 
thirteen miles from Baltimore, on the Northern 
Central railway. For storage purposes it will 
use the former plant of the Pickrel Walnut 
Co., which contains 30,000 square feet of floor 
space. At Cockeysville is also located the fac- 
tory of Veneers (Inc.), operated by a cor- 
poration of which O. H. Williamson is presi- 
dent. While the two companies are independent, 
a certain measure of co-operation will be ob- 
served. 





Crass I railroads of the United States on 
Aug. 1, 1936, had 27,151 new freight cars on 
order. On Aug. 1 of last year there were 2,174 
on order, and on Aug. 1, 1934, the number on 
order totaled 13,755. 


Controls 20-25 Million Feet Monthly 
Output After Big Mill, Timber Purchase 


Vancouver, B. C., Sept. 21—On Monday, 
Sept. 14, were signed the final papers completing 
the purchase of two timber properties and saw- 
mill plant which, taken together, represent pos- 
sibly the largest timber deal ever consummated 
in British Columbia. The purchaser is the 
Canadian White Pine Co. of Vancouver, B. C., 
which is a subsidiary of the H. R. McMillan 
Export Co. The properties purchased by the 
Canadian White Pine Lumber Co. were those 
of the Alberni Pacific Lumber Co., at Alberni, 
B. C., on Vancouver Island, and the timber is 
that known as the Rockefeller Tract, located in 
the Stamp River Valley, a few miles north of 
the Alberni mill. The two deals taken to- 
gether represent a purchase price of approxi- 
mately $5,000,000. 

A new corporation, the Alberni-Pacific Lum- 
ber Co. (1936) Ltd., has been formed to take 
over the operation of these properties. Officers 
of this new corporation are H. R. McMillan, 
president; W. J. VanDusen, vice president; H. 
H. Wallace, secretary-treasurer, and Ross Pen- 
dleton, managing director. The board of 
directors is composed of H. R. McMillan, L. R. 
Scott, W. J. VanDusen, Ross Pendleton, M. A. 
Grainger, Hall C. Chiene and Aird Flavelle. 

Denny Mott & Dickson, of London, England, 
were the principal owners of the former Al- 
berni-Pacific Lumber Co., and Mr. Grainger 
and Mr. Chiene represent the Denny Mott & 
Dickson interests on the new board of directors. 
The new owners purchased the common stock 
of the former Alberni-Pacific Lumber Co. for 
a consideration of $1,700,000. In- addition to 
the stock, the company had outstanding $565,000 
in bonds so that the price actually paid for the 


Alberni operation was between $2,250,000 and 
$2,500,000. 


The assets consist of something over 800 mil- 
lion feet of timber, mostly Crown Grant, with 
complete logging and milling facilities capable 
of producing 12 or 13 million feet of lumber a 
month on two 8-hour shifts. The actual output 
of the Alberni mill for the last few months has 
been running between 10 and 11 million feet 
a month—with one head rig running two shifts, 
and the other head rig one shift. The Alberni 
timber consists of approximately 60 percent 
Douglas fir, 10 percent cedar and the remainder 
hemlock. 

At the same time, the McMillan interests 
purchased the 18,000 acres of Crown Grant 
timber from the Rockefeller interests. This 
timber is located in the Stamp River Valley 
a few miles north of the Alberni mill. The 


tract contains something over one billion feet 
of timber running 75 percent fir, 10 percent 
cedar and the remainder is hemlock. For qual- 
ity of timber and ease of logging the tract is 
considered one of the finest left in British 
Columbia today. The consideration in this pur- 
chase was $2,627,500, on an agreement with 
payments spread over ten years without inter- 
est. 

The merging of this Rockefeller timber with 
the Alberni property means that for the next 
fifteen to twenty years this company will be 
one of the largest and one of the lowest-cost 
producers of any of the lumber manufacturing 
concerns in the Province. With the Canadian 
White Pine Co., another McMillan operation 
which is cutting between 10 and 11 million feet 
of lumber a month, the McMillan interests will 
have direct operating control of between 20 
and 25 million feet a month. 

The H. R. McMillan Export Co. (Ltd.), of 
which H. R. McMillan is the head, has long 
been the largest single factor in the lumber ex- 
porting business of British Columbia, and now 
through these additional timber and manufac- 
turing facilities will occupy a like position in 
the manufacturing division of the industry. 

Before engaging in the lumber business Mr. 
McMillan was for several years chief forester 
of British Columbia. 

An outright timber sale of the above magni- 
tude is strong evidence of the returning con- 
fidence in western stumpage values. 





Japanese Employees Plan for 
Springtime Cherry Blossoms 


Tacoma, WasH., Sept. 19.—If a group of 
Japanese employees of the St. Paul & Tacoma 
Lumber Co. operations here have their way, 
Tacoma may be the next city after Washing- 
ton, D. C., to become famous as a center for 
Japanese cherry blossoms in springtime. Di- 
rectors of the Metropolitan Park Board here 

were notified this week that a group of Japan- 
ese employees of the St. Paul & Tacoma Lum- 
ber Co. have a fund that they wish to expend 
to bring cherry trees from Japan to plant in 
Point Defiance Park here. The offer was re- 
ported by Peter H. Benthien, park foreman, 
who said it had been proposed to him by T. 
Matsui in behalf of the mill workers. The park 


board has accepted the offer and sent its thanks 
to the mill company employees. 
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LUMBER MARKET REVIEW 


Southern Pine Mills Report Well-Filled Order Files and 
Low Stocks, With Prices Strong 


Southern pine sales in the two weeks ended Sept. 12 exceeded 
last year’s by 32 percent and were more than 5 percent above 
the current production. While mills stocks Sept. 12 were 
around 8 percent higher than on the corresponding date last 
year, many items continue rather scarce, the surplus evidently 
being in the low grades, on which price concessions are occa- 
sionally granted. There continues an active demand in the 
South itself, and, should there be a strike tie-up on the West 
Coast, it would be augmented largely by orders from the North 
and East. The mills have well-filled order files, and are 
encouraged by the inquiry. Some believe that there may be 
further price advances on wanted items during the fall. 

North Carolina pine production has been curtailed as a result 
of recent storm damage to mills, while emergency demand for 
home repair is expected to reach a considerable volume. 
Demand from southern yards, which has been off a little 
recently, is expected to take on activity during the fall. Small 
framing and high grades have been moving freely and are strong, 
with advances predicted should orders gain, as stocks of 
seasoned good lumber at the mills are very low. 

Arkansas Soft Pine mills report an excellent demand from 
the Cotton Belt and also from the middle West and the East, 
sales volume being larger than since 1929. They have prac- 
tically cleaned out their stocks of Nos. 2 and 3 boards, and 
many items of shed stock continue oversold, while they are also 
sold ahead on car material. 


Western Pine Shop and Selects Advance; Box Grades 
Move More Freely and Strengthen 


Western pine sales in the two weeks ended Sept. 12, while 
9 percent above last year’s level, did not maintain their recent 
big lead. Production, however, was only 2 percent above last 
year’s. There has been a much improved demand for box 
grades, which make a considerable part of the output, and 
prices of these tend to strengthen. Stocks of selects and shop 
are greatly depleted, and quotations have been marked up. In 
No. 2 common, narrow widths are in low supply, and total 
stocks are reduced, but demand seems to do little more than 
balance output, so that prices have remained at recent level. 
While mill stocks are higher than last year’s, the activity of 
building demand indicates that it may continue later into the 
season, and as order files are about one-third larger than they 
were last year, it is expected that the market will at least hold 
the gains made in 1936. 


Improving Market Outlook for West Coast Industry 
Clouded by Strike Threats 


The West Coast industry is again disturbed by threats 
of strikes, but it is hoped that negotiations with the marine 
unions will result in avoidance of a tie-up. Buyers have 
heen inclined to order ahead, but actual bookings do not 
show much effect. Orders placed in the four weeks ended 
Sept. 5 were about 12 percent in excess of production, and 
in the fortnight ended Sept. 19 were only 5 percent above 
production. The mills are not willing to commit themselves 
beyond Oct. 1, the date set for a possible strike, especially 
as they have full files of orders, with prices firming. 

Rail trade continues in good volume and, because of 
depletion of stocks of some yard items, especially dry 
dimension, prices are stronger by about $1, though con- 
cessions have been available on a few surplus stocks. There 
appears to be less demand for car material and for con- 
struction items for large projects, so that cutting orders 
have been scarce, with prices inclined to softness. The 


inquiry leads the mills to hope that rail volume will con- 
tinue active until late in the season. 

Atlantic coast consumption continues at recent levels, 
and, as only a small volume of competitive British Colum- 
bia lumber is being received, delivered prices have been 
firmly held at the $11 discount, though the mills have not 
been successful in their attempt to mark up their quota- 
tions by 50 cents. Yards are not inclined to take large 
direct shipments, and at any rate it would be impossible 
for them to do so because of scarcity of ship space, so they 
are filling their needs from local storage. There has been 
a heavy movement to California, but a good part of the 
receipts remains unsold on the docks, to provide for strike 
contingencies; space is scarce and delivered prices firmer, 
but mills have been unable to secure advances. Increased 
distribution of fir through Gulf ports, as compared with 
last year, is reported. 

Japanese demand is a little more active, but Chinese 
trade is dull. More business is being received from Latin 
America. The United Kingdom is now taking some clears 
from the Northwest States, but prices are unattractive. 


Improvement Reported in Industrial, Building and 
Foreign Demand for Hardwoods 


A widespread improvement has been noted in the buying of 
hardwoods in both domestic and foreign markets. Furniture 
plants, with excellent order files and prospects, are speeding 
up activity. Automotive plants, especially those producing 
commercial vehicles, are taking a large volume, and no doubt 
much hardwood is going into the rapidly expanding trailer- 
building division. The seasonal gain in building activity has 
brought about an increased movement of flooring, with some 
strengthening in its prices; and there has been a corresponding 
gain in sales of millwork items. The call from the domestic 
market alone has been sufficient to cause shortages, especially 
in gum, and prices are gradually being marked up further. The 
level of quotations is still too low to be satisfactory to the mills, 
however. They need a larger foreign outlet, but have had to 
refuse to sell at offered prices, and they feel that as consumption 
abroad brings about a reduction in stocks their customers will 
come closer to their ideas of values. 


Northern Pine, Hemlock and Eastern Spruce Mills 
Report Good Order Files 


Northern pine mills continued to report good business 
during the two weeks ended Sept. 12, their bookings ex- 
ceeding those for last year by 30 percent—compared with 
an average of 12 percent below last year for the first 
thirty-seven weeks. While mill stocks are about 6 percent 
larger than last year’s, order files are fuller. Production 
to date has been 2 percent below last year’s, but has re- 
cently been stepped up, some items being in short supply, 
especially lower grades. Prices are strengthening. 

Northern hemlock demand receded in the two weeks 
ended Sept. 12 to its average for the year to date, possibly 
because of buying in advance of the Sept. 1 price revision. 
The mills have heavier stocks than last year’s, also fuller 
order files. 

Eastern spruce mills may be receiving some benefit from 
the threat of a tie-up of the intercoastal movement by 
strikes, for there is a tendency among northeast buyers to 
provide for future needs. And they are also receiving some 
cmergency orders from the sections of the North Atlantic 
States recently damaged by hurricane. The mills have full 
order files, and again find it difficult to give prompt ship- 
ment on dry boards in stock sizes. Quotations average 
about 50 cents to $1 above recent level. 


Statistics, Page 48 — Market Reports, Pages 52-55 — Prices, Pages 62-63 





62 


AMERICAN 


LUMBERMAN 


September 26, 1936 


THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber 


Exchange, New Orleans, La., 


month to date have been inserted and starred (*): 


West East 





West East 


West East 





for sales made in the period Sept. 8-12, but where prices for this period were not available, prices for the 


West East West East West East 
Side Side Side Side Side Side Side Side Side Side — _ 
Flooring,  Seantene Partition, _ Standare neu Ceiling, Standard No. 3 Fencing & ou No. 2 Shorties 
en, s 
%x4&6— B&better— %x4— Oe cesens 16.65 15.81|2x4 
Beheser 5 00 |B&better..*38.25 38.00|Inch thick— B&better.. . 28.19 |1x6 22222: 18.63 18.01|12 & 14... 21.97 19.83 
Shortleaf.. 68.00 66.0 eters 41.00 *45.00|No. 1 .... 1... *26.00| No.2 Shiplap ana |1° ------- 23.07 21.18 
No. 1— No. 1 Shiplap and |g (°°) °°: 40.83 41.75 |5%x4— Boards, Std. Lgth. x6 
Shortleat.. 54.75 52.33 Boards, 10-20 D sr eeseus 42.25 41.00|B&better.. 28.89 28.55|Shortleaf— 12 & 14... 17.26 17.15 
No, 2 .... 35.53 38.00 /1x8 ...... $5.57 37.14 |1x5&10 48.00 46.00|No. 1 .... 27.00 26.04|1x8 ...... 19.53 17.88|16 ....... 18.50 17.17 
1x3 flat 1x5@10 «. oD Baez tte 3.00 60.00 iota TEE npnsi 19.78 17.97 |oxg 
grain— 1X12 ...+- :  * 15&6/4 No. 1 Fencing, 1 BeGe evoke 25.87 20.47/19 & 14... 19.69 17.30 
B&better.. 37.96 37.95 Surfaced Finish, thick— Se: vances $6.31 $7.08 No. 3 Fencing, 6 weeeeee 21.20 19.30 
No. 1 .... 35.91 34.67 10-20’ MESES 52.00 51.00|1x6 ...... 6. . Standard Lengths |2x1i0 
No. 2 .... 24.25 23.88 | B&better 5&10 ..... 61.00 *61.43| No, 1 Shortleaf |ix4 ...... 12.31 11.97|12 & 14... 20.21 20.71 
Babetter.. > pect 08 42.88 fe. PEeae) aso ox4 Dimension Se wcscee 15.41 14.85/16 ....... 19.99 21.21 
etter.. Ss eeeeeeee ° ° x 1 6 ea 1 7 : 
Shortleaf.. 61.98 64.07 ‘ tibet 100 M848 Pe ne FTO ae & 16... Bee 8208 " @ Pte oa" 12 & 14... 20.10 19.00 
si leat. 54.57 53.00 1x10 ..... 53.41 48.18 |Longleaf— — x6 COCO 56.9% 36.98 Beavda, Candace cecceee 20.65 19.50 
ortieé » oFf.08 90.0 x e 
io. 2 io sneer © °°°*° aa ray 3x4 & 4x4 30.00) ..-- lio'g 14... 22.71 20.75lixg ... mes 76 «15.09 |Drop_ Siding, Standard 
coveses . Shortleaf— seeeeee 23.60 22.11]1x10 16.33 15.39 Lengths, 1x6” 
1x4 flat 5&6/4 thick— 8x4&4x4.. 24.10 22.67 |. ee 16.59 15.08 INo. 11 
grain— =  — 1|4,6,8..... 58.18 54.41|/4x6—8x8.. 23.34 20.77|/73%. 14 ne ant ae ; . o. 117 
B&better.. 38.43 37.88 aio ‘nae 69.31 64.50/3&4x10 ... 27.15 .... 16 * 99°68 2017 No. 3 Dimension, B&better.. 33.75 *33.25 
No. 1 .... 34.71 34.59/12 ....... 81.88 75.90]5x10-10x10 24.00 26.50|4% -+--°:: : ' Random Length No. 1 .... 32.25 32.00 
No. 2 19.01 19.94 3&4x12 . . - ee oxt0 er ans part 16.62 12.51 [No 116— 
Casing, Base & Jamb Inch epee” — ones 5x12-12x12 30.30 .... 14... 111. 97/56 26.31 ShortI’t ~ Long’ Pein Bé&better... 40.00 *36.00 
I as ieee Plaster Lath 16 bens. 29.16 28.06|ox6 ...... 4.81 13.25 |N° 36.68 35.00 
Ty re se ee |, rene 40.93 38.86|%x1%”, 4 2x12 | ae: 15.63 13.00 reo patterns 
1x6&8 53.13 51.83 |1x5&10 44.55 45.05|No. 1 3.80 3.86|12 & 30.04 29.86|2x10 ..... 15.00 13.00|B&better.. 37.50 37.18 
1x5&10 56.96 65.00|12 ....... 56.43 58.08|No. 2 3.20 3.06}16 ....... 31.42 31.50|2x12 ..... 16.51 14.00|No. 1 .... 36.60 33.70 














WESTERN RED CEDAR 


Seattle, Wash., Sept. 19.—Prices for red 
cedar siding in mixed cars, new bundling, 8 
to 18 foot, f. o.b. mill, are: 


Beveled Siding, 12-inch 

$2800 $2800 $20.00 

eee eee 5. i t 
Bene  cosciceetveees 29.00 25.00 22.00 
GoINCH ccccccccccece 30.00 27.50 24.00 

Clear Bungalow Siding, %-inch 
RE ccc ckee ree eeenseeeeaeeeenesseee $42.00 
MEINE «. -ccccoccscervaccecahccunnageds 52.00 
SE nck bd ede aek esses aera enenetoneks 62.00 
Finish, B&better, 82 or 48, 8-18’ 

82S or S48 
= Foe 00 

Se QPP TTTTTTTTT CTT CTT TT ¥ 
1x10” bb ee neseeeeeoesawese wenawenuawen® 55.00 
DEE” cstcceeseeeucehsssnneoeereresntens 62.00 
SEE” cosndenesenedsetisrerternbeennana 72.00 
DE’ cceteveacocsevesveeeseseerastenee 77.00 
BE” onc 5eeeebe CROCUS ESERUEED OOO SRE 82.00 
DE csneeendseseneveeanedceseeceasiana 92.00 
SORE” on cccccectbeeeececenntsaeeness 97.00 

Ceiling or Flooring, B&better, 4-18’ 

OE io ces dcctesetancrdssveaeher (obereesow 34.00 
SE” cc cccorsdesrecsksasenennds scageeeee 36.00 


Discount on Mouldings 6-20’, Odd Lengths 
Series xnnn— 


Listing under $4.......cccccccccccvece 64% 

Listing $4 and OVELr......cceececeeseons 59% 
Series 7000— 

NS rr 60% 

Listing $8 and OVEF.....ccccccscccccces 55% 

Clear Lattice, 5/16”, 4 to 16’ 
’ 100 lin. ft. 
OY pckned00ceseeeeesseenscopneseeasnes $0.32 


Tee Pe Pee eee eee eee eee eee eee eee ee ee 





WESTERN SITKA SPRUCE 


Portland, Ore., Sept. 19.—The following are 
prices for mixed carlots prevailing today: 


Finish— $71.00 Factory stock— 
a” seeeece a 
er ere 51.00 Seabee: 039.98 
1x6—11" 60.00 | Siete 
Bevel Siding— Patan 34.00 
x4"—-B a UM sacra ae 36.00 
yer 24.00 ST csccen oad 37.00 
x — 
SEY Tin seterein achat A Cee oy gears we 4.00 
i ssndaeooees 32.00 Gree 
eee 25.00 box ...$13.00@14.00 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills 
report the following prices realized f. o. b. 
flooring mill basis, during the week ended 
Sept. 19: 

First 


a ntarana-k aa en $68.76 


Third 
$46.96 


Second 
$61.32 








OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. logical points of 
origin—Memphis and Johnson City, Tenn., 


and Alexandria, La. 

B49 ry 3x2” x1 
Clr. qtd. wht.. 7.00 $60.00 $47 
Clr. qtd. red.. +e6- 00 57.00 ¥F0:00 41.00 
Sel. qtd. wht.... 58.00 47.00 48.00 42.00 
Sel. qtd. red.... 52.00 45.00 42.00 42.00 
Clr. pln. wht.... 62.00 53.00 52.00 38.00 
Clr. pin. red.... 53.00 49.00 46.00 38.00 
Sel. pln. wht.. 51.00 42.00 40.00 35.00 
Sel, pln. red.. 48.00 44.00 39.00 35.00 
No. 1 com. wht.. 42.00 35.00 35.00 28.00 
No. 1 com. red.. 41.00 35.00 33.00 28.00 
mee B GO <n cenn 26.00 25.00 19.00 18.00 

x2” x1 14” fs x2” 

Clr. qtd. wht....$67.00 $65.0 x ead 
Clr. qtd. red.... 65.00 66:00 
Sel. qtd. wht.... 55.00 52.00 “ 
Sel. qtd. red.... 55.00 2.00 e 
Clr. pln. wht.... 58.00 54.00 $58.00 
Cir. pin. red.... 53.00 50.00 50.00 
Sel. pln. hw 50.00 49.00 48.00 
Sel. pln. red. 48.00 48.00 44.00 
No. 1 com. wht.. 45.00 40.00 37.00 
No. 1 com. red.. 43.00 40.00 35.00 
No com. 20.00 18.00 ono 


New York delivered prices may be ehtetnet 
by adding to the above the Sangam J differ- 
entials figured on ——~, 4 Sach, origin: For 
fs-inch stock, 75 inc $4; for %- 
and },-inch, $4. 


Chicago nares prices may be obtained by 
adding to the above the following differentials 
figured on Memphis origin: For }#-inch stock, 


Seattle, Wash., 
tions f. o. b. mill 


Random—No. 


4x12, 





12x12 up to 20 feet... 


DOUGLAS FIR 


[Special Air Mail to AMerrcan LuMBERMAN] 


Sept. 
on Douglas Fir items in 
mixed cars for rail shipment direct to the 
trade appear below; and straight-car prices, 
depending on the items, are from $1 to $3 


19.—Current quota- 


less: 
Vertical Grain Flooring 
Bébdtr. Cc D 
rr $42.00 $31.00 $19.00 
Flat Grain Flooring 
BRA $26.00 $22.00 $16.00 
Me du6d00edeunsusee 28.00 25.00 20.00 
Ceiling ‘ 

te pectaseuvasaea $24.00 $21.00 $16.00 
0 eee 26.00 23.00 16.00 

Drop Siding, 1x6 
Ut ks ike aha g eee ee $27.00 $25.00 $20.00 
BED 6veoesecevecne - 28.00 26.00 20.00 

Common Boards and Shiplap 

1x6 1x 1x10 1x12 
SS aa $18.00 $19.00 $19.00 $20.00 
SS ae 14.00 15.00 15.00 15.00 
eG © bavesvas 10.00 11.00 11.00 11.00 

No. 1 Common Dimension 
12 14 16 18 20 

2x 4. $20.50 $20.50 $22.00 $23.00 $22.50 
2x 6 19.5 19.50 20.00 21.00 21.00 
2x 8 19.00 20.00 20.50 22.00 21.00 
2x10. 21.00 21.50 22.00 24.00 24.00 
BEES .cce Bae 23.00 23.00 24.00 24.00 
2x4, 8, $20; 2x4, 10, $ 


21. 
2, 2x4, $16; No. 3, $10.50. 
No. 1 Common Rough and/or Surfaced 


Timbers 
4x10 piste 20 foot and 


shorter and 





cin hea miarhsinds wale wate 17.50 
$6; for %-inch, $3; for %- and ¥-inch, $3.50. —  § Fo gf eee Se 18.50 
Following are prices on standard mer- Random Sizes 
chantable spruce delivered at Boston rate 2x 3 and 4 28.00@ 29.00 
points by rail from Provincial or Maine mills. 2x 6 and 7, : 3x4 a id a <4 raph ay ees 30.00@ 31.00 
Lower range prices apply at the smaller or 2x 8 ~ 3x6 9 éx6 MSosccceve 31.00@ 32.00 
sub-standard mills. All prices cover lengths onl 10 ae x6 to 6x6...........+. 35.00@ 36.00 
16 foes and under; over 16 feet, add $1 for SR ee ee ee oe ones 38.00 
each 2 feet or fraction: yg BNL behapaeppnenbetehahet bas ta 32.00@ 34.00 
Dimension Sizes 
2  § 5 (Rep eepaeens? $30.00 @ $31.00 Spruce Lath, 4 Foot 
2x 6 and 7, 3x4, 4x4, 4x6....... 31.00 32.00 MI 36s de web ol al a oe ee a me tance ae Ca $5.25 @$5.50 
= : Hew ead beard weedeeeeeee eae tee $3.08 Wan sieteeu can uuanarede biked dees 5.50@ 5.75 
ee . . Spruce Clapboards 
ax10 WE. SN bnececdceeredeesas 37.00 38.00 
POT. cet eee ae ( xtra’s nch x a ied eh t . 
ce nvauels dae 38, 00 39.00 Extra’s 6 inch x 4 f $85.00 @ $90.00 
— é, Ny 33.00@ 35.00 Clears 6 inch x 4 feet......... 80.00@ 85.00 
Board Spruce Furring 
Covering boards 6 inches and up En 6 ewes Hen eseenedwe $27.00 $28.00 
Dp.  iiREsepipapaptea terete ta aati a $28.00@$29.00 1x3 dressed............eeeeeeees 28.00 29.00 
Se givésdene<eseeedes 28.00@ 29.00 Eastern White Cedar Shingles 
iat Ev nandkecedunnee cen 29.00@ 31.00 Per Square Per M 
2S © OE 7 MMSGROR . vcccccccecs 31.00@ 33.00 eee ete $3.40@$3.60 $4.00@$4.25 
/ i Sl ER eee 32.00 33.00 | ee 3.00 3.25 .50 3.75 
22 Ferre 33.00 35.00 i CE v6 cnccaes .60 2.75 3.00 3.25 
Se MED. so id gensadenn cunt 36.00@ 38.00 Clear Walls ........ 2.40@ 2.55 2.80@ 3.00 
If a add fifty cents. ) ee 1.90 2.00 2.20@ 2.35 








Septem 


Followi 
Qrtd. R 
1/4 FAS 
1/4 No. 
5/4 No. 
8/4 No. 


Plain R 


4/4 FAS 
5/4 FA 
6/4 FA! 
4/4 No. 
6/6 No. 


Plain § 
4/4 FA 





/ 


.. & 
weig 
mills 
Edg 
Bé 
Nc 
Nec 
Flat 
Bé 


Ne 
Ne 


Ceil 
Par 
Bos 


Cas 
Bas 


Lis 
Ove 


Bos 


Shi 





, 1936 


7 


> 


umber 
or the 


East 
Side 
eat 
] 


19.83 
21.18 


“01 


li 
1 


an 


1 
a 


| =17.30 
. 19.30 


. 20.71 
) 21.21 


) 19.00 
» 19.50 


andard 
6” 


) *33.25 
» ©32.00 


) *36.00 
§ «635.00 
ns 

0 37.18 
) 33.70 


MAN] 
quota- 
tems in 
to the 
' prices, 
1 to $3 


pop 
i 
oo 
— 
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F.O.B. MILL PRICES OF SOUTHERN HARDWOODS 

Following are ranges of f.o.b. mill prices of rough, air dried southern hardwoods, from reports of past sales during the week ended Sept. 14: 

Qrtd. Red Gum— Qtrd. Sap Gum— Qtrd. Black Gum— Plain Red Oak— _ Poplar— Ash— 

1/4 FAS .... 58.25@62.50|4/4 FAS .... 32.25@36.00|4/4 No.1&Sels 22.50@23.00/5/4 FAS .......... 65.00|4/4 Box bds, 13-17- 67.00 | 4/4 No.1&Sels...... 26.75 

1/4 No.1&Sels 32.00@34.50|5/4 FAS .... 34.00@35.50| o+.4 pupelo— O08 WAM csccascces 59.25 | 4/4 sas coos 5S.26@5450 | 4/4 No. 8 Com..... 12.25 

5/4 No.1&Sels 36.00@41.00|6/4 FAS .... 36.00@ 37.60 - Supe 4/4 No.1&Sels 23. 15@28. Lhe — ee 2 Soft Maple, WHND 

8/4 No.1&Sels...... 40.50|8/4 FAS .... 35.00@36.50|6/4 FAS .......... $2.25|5/4 No.1&Sels...... a5iS, Se 1@ #00 ME GEE so icconsec 36.25 
4/4 No.1&Sels 23.75@24.00|8/4 FAS .......... 34.75 | weixed Oak— on ohn *scgsee+ tees 9.001 6/4 FAS .......... 40.00 

Plain Red Gum— 5/4 No.1&Sels 24.50@25.50|8/4 No.1&Sels...... 26.75 /4 No. 1 Com..... 28. 25 | 3/4 FAS 40.25 @41.75 

4/4 FAS 55.25057.75 6/6 No.1&Sels 26.00@27.00| p15 white Oak— 4/4 No. 3A......... 14.00 }8/4 No.1Com. 27.75@ 28.50 | 474 No.1&Sels 25.00@ 26.25 

Af6 Be ~sccxuusada 50) 2/4 No.1&8els 24.26@27.00 a - es s+ Si 4/4 Se. HA... 1950 6/4 No.1&8els...... 30.00 

SE Redbebbebelecenats 150|8/4 No. 2 Com..... 12.00 4/4 FAS . 59. 75@64. 50 Plain Tupelo— 4/4 No. 2-B.. 15.25@15.75 v4 No. 1&Sels 30.25 @ 31.75 

4/ — |5/4 FAS .........- ) =e 26.50 : 4/4 No. 2 Com..... 16.25 

6 Ne. Lees 78.860 30.0 a Oe oe 8/4 FAS .......... 80.00/6/4 FAS .......... 30.00|4sh, Tough— 8/4 No. 2 Com..... 20.25 
4/4 No.1&Sels 19.25@23.25|4/4 No.1&Sels...... 30.2515/4 No.1&Sels...... 19.50|6/4 FAS .......... 58.50 | Beech— 

Plain Sap Gum— ve ng —- 22. so r+ vy agg ye ceeeee +4 6/4 No.1&Sels...... 22.00|8/4 FAS..... 53.75@63.50| 4/4 FAS 34.00 

0.1&Sels...... o. - re le SRE elias 2: 

1/4 FAS .... 25.00@29.25|4/4 No.2 Com 10.75@11.75|5/4 No. 2 Com..... 23.75 rire rr needed rege oped pee aaa teens 22.00 

CAO: BE vcsecceess ee oO. ee 28.00 | Cottonw — 

7S eer 33.00 | Hackberry— Qtrd. Red Oak— BE BE soovenvess 45.00|4/4 No. 2 Com..... 20.00| 4/4 FAS .......... 32.00 

8/4 No1&Btr......-- 26.75|5/4 Log Run. 20.75@21.75|4/4 No. 2 Com..... 20.00/4/4 No.2Com. 15.00@16.75|6/4 Log Run....... 19.25 | 4/4 No.1&Sels...... 23.50 




















NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 
Brown Ash— FAS Sel Com Com Com 
MG seee0se0 48.00 39.00 32.00 25.00 17.00 
Seer - 53.00 44.00 35.00 27.00 19.00 
| ere 58.00 61.00 42.00 31.00 19.00 
Me: steeewde 63.00 56.00 45.00 33.00 20.00 
Bass wood— 
4/4 .. . 63.00 53.00 44.00 27.00 19.00 
OS) eer - 68.00 68.00 47.00 29.00 21.00 
Pe wssc0nes 71.00 61.00 47.00 29.00 21.00 
|. Pere 78.00 68.00 57.00 31.00 21.00 
|, ow 3.00 83.00 67.00 44.00 ee 
[ee 98.00 88.00 72.00 49.00 
ee oenrmeoue 56.00 48.00 34.00 23.00 


Key stock, 4/4, No. 1 and better, $68; or on 
grade, FAS, $78; No. 1, $58; i , No. 
better, $73; or on grades, FAS, $83; No. 1, $63. 


0.1 No.2 No.3 
Hard Maple— FAS Sel Com Com Com 
i BT 65.00 60.00 42.00 31.00 15.00 
OPE Secs eens 70.00 55.00 47.00 33.00 17.00 
CPO svevecce 78.00 63.00 52.00 35.00 17.00 
Se skeeesee 83.00 68.00 657.00 35.00 19.00 
Oe ‘ncewewe 83.00 68.00 67.00 35.00 19.00 
TES sevens -» 98.00 78.00 62.00 36.00 jae 
See - 93.00 78.00 65.00 36.00 
oh. oa. 113.00 98.00 77.00 41.00. .... 
eee 113.00 98.00 77.00 41.00... 
Co rr 153.00 138.00 117.00 .... .... 


No. 1 vom No. 2 No. 3 
Soft Elm— FAS &Ss Com Com 
Se taianaves 43.00 $3.00 23.00 17.00 
| a 45.00 35.00 24.00 19.00 
eee - 46.00 36.00 24.00 19.00 
ery 46.00 36.00 27.00 19.00 
. 53.00 43.00 29.00 sons 
ar 58.00 48.00 34.00 parare 
No.1 No.2 No.3 
Rock Elm— FAS Sel Com Com Com 
rere ‘ -00 «+» 87.00 22.00 17.00 
ee 63.00 Fe 42.00 24.00 19.00 
or 68.00 -- 47.00 24.00 19.00 
aes 73.00 62.00 29.00 22.00 
OP 83.00 o See SES oases 
| eee 93.00 82.00 46.00 27.00 
No.1 No.2 No.3 
Birch— AS Sel Com Com Com 
ae 63.00 53.00 44.00 30.00 19.00 
el esereces 68.00 58.00 47.00 33.00 19.00 
er 73.00 63.00 52.00 38.00 19.00 
St -teneew ie 83.00 73.00 62.00 41.00 20.00 
BEE eccrsves 90.00 75.00 70.00 41.00... 
. , eae 95.0 80.00 75.00 46.00  .... 
. , See 143.00 133.00 117.00 .... - 
nn ‘esieweds 55.00 45.00 4.00 26.00... 
eax eceks 57.00 47.00 37.00 27.00 .... 
No.1 No.2 No.3 
on Maple— FAS Sel Com Com Com 
ae aa ae 53.00 48.00 41.00 27.00 18.50 
5/4 chbncnen 58.00 8.00 44.00 28.00 19.00 
6/4 ma baer 68.00 653.00 49.00 33.00 19.00 
Te  tekeunee 73.00 658.00 64.00 338.06 20.00 


RED CEDAR SHINGLES 


Seattle, Wash., Sept. 19.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 





Royals: 
in. sacs gia Sim of ghia ea au ern aes $3.75—3.80 
a, sin lth sw’ bia bb queso ek- ho 2.40—2.50 
TT ek ada ain wha bia a megraeres aa 1.60—1.75 
Perfections: 
tl en es ee $2.90—3.00 
Sn. 66 dah oa oe ae earecea eek ore 1.80—1.85 
ET EE avirg siga6 H6:0 Gee oe eR ee 1.40—1.50 
XXXXX: 
aie wclecigr vss tiie wR $2.65—2.70 
SOS eee 1.55—1.60 
gk) Se a ee 1.30—1.35 





WEST COAST LOGS 


Seattle, Wash., Sept. 19.—Average prices of 
logs are as follows: 


Fir: No. 1, $20-21; No. 2, $15-16; No. 3, 
$10-11 


Cedar: Shingle logs $10-12; lumber logs $18. 
Hemlock: No. 2@3, $8.50- 9.50. 


Portland, Ore., Sept. 19—Log market quo- 
tations: 


Yellow Fir: 
No. 3, $8@9. 


Red Fir: $13. 
Shingle ices $13 @13.50. 


No. 1, $20@22; No. 2, $15@16; 


Cedar: 
Hemlock: No. 2&3 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 


weights, obtained by Arkansas Soft Pine 

mills during the week ended Sept. 19: 
Flooring 

Edge grain— 3-inch 4-inch 

sw LTT eT ee ee $63.00 $62.00 

BPE cbsi'eGaed ciben enemas 53.00 52.00 

DE Gaticbelenikaac wns weremeactee 35.00 33.00 

Flat grain— 

Bebotter FE CN re res” $40.00 $38.00 

ie A SE ieee ap ee ony ae eee EI 36.00 35.00 

No E 5 aka nigh etn Sk dh ee ae eee 25.00 25.00 

Ceiling & Partition 

B&better No.1 

I i ii ia sind ik payee 29.00 $27.00 

a oo. 6 ee 36.00 32.00 

Boston Partition, j4x4......... 32.00 30.00 

Drop Siding, 1x6 

” ” 0.117 No. 116 

Eabettes Kine oo.e ede eateaanaaiat $33. 00 $37.00 

feviipeas pe ioe etk oP eak eas 30.00 35.00 

No. > PR Arn ee ee oe ee 26.00 27.00 


eage a en 


8 12 
4/4. $45 00 $52. 00 $40 00 $49.00 $54. 00 $75.00 
5/4 ... 62.00 69.00 64.00 64.00 69.00 85.00 


Casing & Base, B&better 


4 5 6 8 

Ce bi acsn bowie $51.00 $59.00 $52.00 $53.00 
WE Sas etahewan 51.00 59.00 52.00 53.00 
Moldings Discount 

Eeiee at SE Gi We 6 ok oc ce céscevegns 45% 
| errr Ra ar eee 40% 

Boards and Shiplap 
1x6 x8 1x10 1x12 


Boards, S4S, No. 


— 


-$36.00 $35.00 $38.00 $52.00 
20.00 0 26 


No. 2.. 19.50 .0 20.5 .00 
No. 3 17.00 17.00 17.00 17.00 
Shiplap, No. 1.. 36.00 35.00 38.00 52.00 
No. 2.. 19.50 20.00 20.50 26.00 
No. 3 17.00 17.00 17.00 17.00 
Dimension, S4S, 16-Foot 

No. No. 2 
BR RECO TCT ee eee $27.00. $22.00 
MN ha 3a ooo woah & waned a 23.00 19.00 
SRA in yrsae t bieten Shes Sindh iow ich oT 25.50 21.00 
ee ere ae 27.00 22.00 
(eee er ep re ee 31.00 24.00 

Lath, %x1%, 4-foot 
DT t ocx wets boiie atid exile icc ae PO as aaa ea $3.90 
ey eee ern rr re oe pen rr 3.40 





WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine 
Association by members during the period 
Aug. 31 to Sept. 15, inclusive. Averages in- 
clude both direct and wholesale sales, and 


are based on specified items only. Quota- 
tions follow: 
Ponderosa Pine 
5/4x8 6/4x8 
SELEcTs, S2 or 4S— 1x8 & wdr & wdr 
i Parr $46.59 $57.65 $52.25 
| 2 ee ere 35.22 56.44 43.5 
SHop, S2S— No. 1 No. 2 
BEE fa errs sn dhe com eiateoghbie hie con $30.93 $21.07 
2 PRE ee ae See eae 2 30 20.56 
Commons, S2 or 4S— No. 2 No. 3 
ee ie aialre ye we de eer eee $23.95 $18.05 
Po ee ee Spe 28.39 17.54 
we. GS, SFE ee ese 6 ca avee senses $13.24 
Idaho White Pine 

5-6/4 8 
SELEcTs. S2 or 4S— 1x8 & wdr 
Ss errr $55.01 $78.76 
Ee: 8g ee 42.73 60.50 
Colonial Sterling Standard 

Commons S2or4S 
No. 1 No. 2 No. 3 
= ot sme co eta at otal Reine $37.87 $32.88 $22.20 
: ear 66. 42.34 25.57 
Scanks CO. 4) O7E TR WW Bakes sc ciccccsc $16.89 

Sugar Pine 
1x8 5/4x8 6/4x8 
Se.ects, S2 or 4S— & wdr. & wdr. & wdr 
meetr. Ris ...-ce- $75.42 $75.25 $75.50 
ee “Saree 67.95 64.00 64.00 
See 53.05 52.50 48.83 
SHop, S2S— No. 1 No. 2 No. 3 
ly eee ere $43.79 $26.99 $21.25 
OS Perr 43.65 27.21 19.52 
> dak ceusalewens 54.79 29.25 19.49 
Larch—Douglas Fir 

Dimension We. 2, BEE ccccdocccveseccvcses $21.55 
ee a 20.87 
Boaras, We. 3, BOOTS IMS. iccccccvccece 19.27 
Flooring, vert. gr., C&btr. 4 RL....... 34.67 





WiIrTH Less than six percent of the world’s 
land area, and less than six percent of its 
population, continental United States has 32 per- 
cent of the world’s railroad mileage. 





NEWS LETTERS 


(Continued from Page 55) 


out of operation for several weeks, Damage 
to homes, on the other hand, will undoubt- 
edly result in a considerable emergency de- 
mand. Further curtailment of supply will 
undoubtedly influence many buyers to pro- 
vide better for future needs than they have 
been doing. The better grades are very 
strong, and the slightest increase in demand 
would influence an advance. The 10- and 
12-inch widths are scarce, and these are in- 
variably called for in mixed cars. The retail 
yards have been taking in a lot of rough and 
dressed box boards, both air dried and kiln 
dried, at good prices, so that millmen have 
not been dependent on box mills for sales. 
Small framing continues to move well in the 
southern States at better prices, and a de- 
mand has recently sprung up for framing in 
the rough for shipment by water to eastern 
consuming centers. Prices that eastern buyers 
refused to accept a short time back are now 
being paid without a murmur, for good fram- 
ing is hard to buy, particularly in long 
lengths. There have been received also many 
inquiries from the East for box lumber and 
low grade poplar and gum, but buyers ap- 
parently are not willing to pay as good prices 
as mills can secure from plants located close 
to them. There has been a better demand 
for dunnage. 


New Orleans, La. 


SOUTHERN PINE—Orders, shipments and 
production for 12 days in September are in 
balance, except that shipments are about 
1,000,000 feet more than orders and produc- 
tion. The Southern Pine Association totals 
for the period are orders 68,706,000, ship- 
ments 69,237,000 and production 68,014,000 
feet. The unfilled orders on September 12 
were 82,477,000 feet, equivalent to 3,917 cars. 
Stocks on hand at 91 mills were 359,807,000 
feet. The report was issued September 18. 
Business is ahead of last year. Some mills 
are making concessions on certain low grades 
of lumber, which do not seem to be justified 














64 


according to competitors, Others have come 
back into line, having moved low priced 
items, but those mills that are holding to 


their prices are making sales. 
mand is good. 

HARDWOODS—Export demand is unsatis- 
factory, because offers are from $3 to $5 
below domestic prices. Manufacturers be- 
lieve that, having demonstrated that they can 
hold to their price levels, the foreign buyers 
will raise their offers. Considerable lumber 
‘s moving, and some advances in prices are 

eing made. Red oak is moving faster than 
vyhite oak, and there are some sales of floor- 
ing oak reported with prices holding up 
pretty well. Common sap gum is in a much 
stronger position, as prices have gone up to 
$21 and $22 on reported sales. There have 
been several sales of 100,000 foot lots during 
the last two weeks. 

CYPRESS—Certain grades are in such 
short supply that the mills are unable to 
ease up their limitations on footage they will 
sell on an order. Manufacture is proceeding 
on a normal basis. 

DOUGLAS FIR—There is a steady demand 
for Douglas fir reported by those few yards 
that handle it in this city. They are making 


The local de- 


a larger volume of sales than they did a 
year ago. 
° 
Jacksonville, Fla. 

SOUTHEAST TRADE—Business in pine, 
cypress and the hardwoods has been satis- 
factory. Export trade in the main, continued 
poor. Great Britain was the best buyer, 
and, for the season volume of business with 
the Islands, Central and South America was 
fair. 


CYPRESS—Demand is 
with prices strong. 
are extremely low. 

SOUTHERN PINE—-The 
strong with prices very 
rise. Heavy Government 
figured on. 


holding up well, 
Dry stocks of some items 


market continued 
firm and inclined to 
inquiries are being 


HARDWOODS—Gum was reported advanc- 
ing, with 4/ and 8/4 common and select 
scarce. Oak was weak. Export demand is 
dull. Production is ahead of orders, as it 
normally is at this season. 

SHINGLES AND LATH—Shingle 
has been good; a shortage 
cypress was noted. Lath 
up well; No. 2 are being 


demand 
in 5-inch best 
demand has held 
taken green. 


Cincinnati, Ohio 


HARDWOODS—Prolonged warm weather 
has resulted in continuance of building of 
one and two-family houses, and in exception- 
ally good sales of oak flooring, so that there 
has been an increase of $2@3 in its price. 
Appalachian white oak prices have been ad- 
vanced $2@3 for all sizes, particularly the 
thicker oak, due to scarcity. Dealers now 
admit that sales of white oak to the cooper- 
age trade have cut down the available sup- 
plies, so that it is difficult to obtain well 
seasoned white oak. Red oak is not so 
scarce, but prices have been advanced $1 on 
FAS and common and selects, Southern oak 
is firm to strong, but has not advanced. 
There is active inquiry for Appalachian oak 
from interior trim factories of the North and 
Midwest. Furniture factories are coming into 
the market for FAS plain sap and red gum, 
basswood and hard maple. Up to this time 
they have been placing frequent repeat orders 
for one and two carlots, but now the pre- 
holiday rush is on and they are taking larger 
lots. Maple is still in good demand for liv- 
ing room and bedroom suites. Passenger 
automobile factories are not doing much buy- 
ing, but the truck factories, body builders 
and repair plants are taking more small lots. 
Some railroads are buying ash, maple, red 
zum and basswood for repairs. 





Hymeneal 


IBER-MONTGOMERY—Mr. and 
S. Montgomery of Milwaukee, Wis., have an- 
nounced the engagement of their daughter, 
Mary Louise, to William J. Iber of Wilmette, 
Ill. Mr. Montgomery is secretary of the Wis- 
consin Retail Lumbermen’s Association. The 
marriage is planned for next June following 
the graduation of Miss Montgomery from the 
University of Wisconsin. 


BRITT-LOKEY—R. B. Britt, assistant sales 
manager of Florida-Louisiana Red Cypress 
Co., Jacksonville, Fla., was united in mar- 
riage with Miss Mary E. Lokey of Winnsboro, 
S. C., Aug. 23, in Greenville, S. C. Mrs. Britt 
is the daughter of Mr. and Mrs. G. H. Lokey. 


Mrs. Don 
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How to Figure Costs for Advertising 
, In Classified Department 


Two consecutive issues..........55 cents a line 
Three consecutive issues..........75 cents a line 

Four consecutive issues..........90 cents a line 
| Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues.......$5.40 a line 





Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 














Too Late To Classify 


SEELEY’S FIGGERFAST 


Small booklet shows many short cuts in figuring 
lumber price extensions. Read 10 minutes; heed 
10 years. Not enough to confuse. Just some good 
points to use. Price 50c. Hundred lots half price. 
Use these on your trade. 

c. 8S. SEELEY, 2732 Madison St., 





Chicago. 
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WANTED 


Salesmen 


WANTED: SALESMEN 


= bl 
Calling on lumber trade to sell a superior line of 
materials for waterproofing basements, cisterns, 
cement work, stucco, etc., on commission basis. 
A real opportunity with old-established firm—fair 
treatment and liberal commission, 
Address “Z. 81," care American Lumberman. 

















WANTED: EXPERIENCED SALESMAN 


For retail lumber business. Must be able to esti- 
mate from blue prints. Apply by letter giving age 
and experience to “Z, 67" care of American Lum- 
berman. 





SALESMEN WANTED 


Salesmen with a following among paint and hard- 
ware stores to carry a side line of ladders on a 
commission basis. Protected territory—low prices 
—small orders filled—shipments same day as re- 
ceived—Well known manufacturer. 

Address “Z. 82,’’ care American Lumberman. 





Employment 


AVAILABLE SOON 


A man fully qualified by a number of years’ service 
in positions of responsibility with two of the largest 
saw mill operations in South. Had full charge of 
accounting, costs, land and tax matters, credits, 
correspondence and various other matters requiring 
executive ability. Hard worker and not afraid of 
responsibility. Absolutely clean record and can fur- 
nish Al references. At present employed with large 
company, but can make change within reasonable 


tim 
= 





e. 
Address care American Lumberman. 





SALESMAN OR BUYER 


Practical all around lumberman with eighteen 
years experience from stump to market. Salesman, 
industrial buyer and wholesaler. Accustomed to 
big sales to industries. Married, age 41, college 
graduate, Protestant. Prefer sales connection or 
manager of wholesale department, 

Address ‘“‘Z. 70°’ care American Lumberman. 





bong saggecteors APRONS 


e for samples and prices. 
THE MINNESOTA SPECIALTY CO. Inc. 
Minneapolis, Minn. 





WANTED 


Employees 


OFFICE MAN—SALES DESK—WHOLESALE LBR. 


Must have experience placing orders, handling cor- 
respondence, etc. Good opportunity for right man 
—location Cleveland, Ohio. 

Address “Z. 80," care American Lumberman. 


WANTED: YARD FOREMAN 
Wholesale Softwood Yard, 

















SITUATION WTD.: RETAIL LBR. YD. MANAGER 


Age 36. Fourteen years experience. Married. Moder- 
ate salary. I can guarantee you an efficient and 
profitable yard. 

i ag 


Address “Z. care American Lumberman, 





SALES PROMOTION—ADVERTISING MAN 
desires new connection. Thoroughly experienced in 
retail lumber-building products field. Engineering 
and industrial training. Fully competent to take 





charge. Excellent record and references. Moderate 
salary. 
Address “Z. 73’’ care American Lumberman. 
ALL AROUND OFFICE MAN 
Available October Ist, 15 years experience in 


Washington sawmill and wholesale offices. Cap- 
able of handling all details from loading platform 
to the bank. Have had entire’ management sub- 
stantial shingle mill for past year. Age 37, mar- 
ried, two children, best of references. 

Address “Z. 78° care American Lumberman. 


WANTED: POSITION AS BOOKKEEPER 
Office man or yardman with chance for advance- 








L Cleveland, Ohio. Ref. ment. Age 22. Married. Life time experience. 
required, ; Reference. Employed. 
Address “‘Z. 68’’ care American Lumberman. Address “Z. 74” care American Lumberman. 
WANTED: YARD FOREMAN ACCOUNTANT AND OFFICE MAN 
To handle Lumber, Coal and Building materials. Thorough experience with fine record and refer- 
In mid-western city. ences. Married. Go anywhere. 
Address “Z. 72’’ care American Lumberman. Address “Z. 75’’ care American Lumberman. 





REMANUFACTURING PLANT IN OREGON 
Can use services capable superintendent with ex- 
perience, 

Address “Z. 77” care American Lumberman. 





Salesmen 


WANTED: SALESMEN 


Well financed wholesaler and manufacturer North- 
ern Hardwoods and Softwoods is looking for selling 
arrangement with young experienced men with fol- 
lowing. Wisconsin, Illinois and Southern Michigan 
territories open. Are willing to expand and form 
Western and Southern mill connections. 

Address “Z. 53,"° care American Lumberman. 











A-1 CIRC. SAWYER & FILER WANTS JOB 
On small hard or soft wood mill; tractor or 
10 yrs. exp.; A-1 ref. 

Address ‘“Z. 76”" care American 


steam, 


Lumberman. 





FACTORY SUPERINTENDENT AVAILABLE 


Wide experience in special and stock sash, doors, 

cabinet and interior trim. Capable estimator, de- 

tailer and biller. A low cost production expert. 
Address ‘‘Z. 84,’’ care American Lumberman. 


A MANUFACTURER OF WIDE EXPERIENCE 


Whose mills are now cut out, would be glad to 
act as consultant, and undertake special and con- 
fidential assignments from a large and going con- 





cern. Finest of references as to ability and char- 
acter. 
Address “‘Y. 86,’" care American Lumberman 





WI 











